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Propose Merger Of 
Southern Fire With 
United States Fire 


Combined Total Assets Would Be 
$131,973,492 and Surplus to 
Policyholders $68,739,043 


MEETINGS ON OCT. 26 AND 28 
Southern Fire Successful Company, 


With Stock Control Held by 
Crum & Forster in New York 











Directors of the Southern Fire Insur- 
ince Co. of Durham, N. C., and the 
‘nited States Fire have entered into an 
wreement to merge Southern Fire into 
United States Fire, which is to be the 
ontinuing corporation. To consummate 
necessary to obtain 
affirmative vote, of 
stockholders representing two-thirds of 
ihe capital stock of each company, and 
ihe approval of the Superintendent of 
Insurance of New York and of the Com- 
missioner ot Insurance of North Caro- 
lina. If the requisite approvals are 
obtained, the merger will become ef- 
lective December 31. 


the merger, it is 
he approval, by 


Stockholders Meetings 


Special meetings of the stockholders 
ot the Southern Fire and United States 
lire to vote on the merger will be held 
n October 26 and October 30, respec- 
tively, 

The essential features of the agree- 
uent of merger are as follows: 

Ll. Merger of the Southern Fire into 
the United States Fire, which shall con- 
nue under its present name, United 
Mates Fire Insurance Co. of New York. 
2. Distribution, prior to the effective 
late of the merger, of a 3314% stock 
lividend by Southern Fire to its stock- 
iolders, thus increasing its capital to 
51,000,000, divided into 100,000 shares of 
the par value of $10 each, and the sub- 
sequent issuance of one share of capital 
‘tock of United States Fire in exchange 
lor each share of capital stock of South- 
ern Fire 

3. The authorized capital stock of 
\nited States Fire, as the continuing 
orporation, shall be $7,500,000, consist- 
ig ot 2,500,000 shares of the par value 
1 $3 each, of which 2,100,000 shares 
‘all be issued and outstanding after the 
merger, 

4. The presently outstanding shares 
! capital stock of United States Fire 
re not to be changed or converted, and 
0 additional shares are to be issued to 


(Continued on Page 37) 
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Carefully fitted protection... 


is a major factor in building your 
business and your reputation as an 
insurance man. Like other well- 
established capital stock companies, 
London & Lancashire’s choice of 
modern coverages gives your assured 


complete protection. 


We think you will agree: | 
what serves your assured best 


is best for your business 





A firm 

friend L 

ve THE LONDON & LANCASHIRE GROUP 
a cam THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 

pti ORIENT INSURANCE COMPANY 


LAW UNION & ROCK INSURANCE COMPANY, LTD. 

SAFEGUARD INSURANCE COMPANY OF NEW YORK 

STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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National Association 
Washington Meeting 
Draws 2,000 Strong 


Happy Crowd Reflects Prosperous 
Business and Splendid Outlook 
for Insurance 


SUBJECTS BEFORE MEETING 


Mass Selling, Group Limits, Dis- 
ability Insurance Situation Get 
Delegates Attention 








By CLARENCE AXMAN 


Washington—Attending a convention at 
the nation’s capital this week are 2,000 men 
and women engaged in helping Ameri- 
cans maintain the highest standard of 
living to be found in the world and 
providing the instrument which enables 
commerce and industry to withstand all 
sorts of economic shocks. The meet 
ings are those of National Association 
of Life Underwriters having a_ sixty- 
seventh annual get together. Despite the 
fact that these men and women are 
engaged in one of the most competitive 
of businesses with many of their normal 
prospects buying protection in avenues 
where they may not have been individ 
ually sold by the agent because numer- 
ous sales are in one operation, the field 
men here at this convention are a happy 
crowd immensely pleased that insurance 
is the career they have adopted. 

Now what are the reasons for tints 
contentment? In brief, it is because life 
insurance is now operating at its peak 
with legal reserve companies progressing 
so fast that soon their combined assets 
will reach a billion dollars. All records 
are being broken in sale of life insurance 
and its allied coverages. The wide 
variety of protection needs is being met 


by constant expansion as the market 
calls for it and the insurance-minded 
public is under-insured. Great strides 


also are being made in every sphere of 
education in helping the agent become 
more efficient. The number of colleges 
adopting insurance courses is constantly 
increasing. The most attractive maga- 
zine ads printed in America today are 
those of the insurance industry. 
National Association’s Growth 


As to the NALU, it has reached 65,000 
membership while the nation is dotted 
with 700 local and state life under 
writers associations. Some years ago it 
was a novelty for an agent to pay for a 
million a year. A Million Dollar Round 
Table was formed. Today despite strict 
qualification requirements it is on its 
way to 2,500 members. NALU has made 
constant progress under Managing Di 
rector Lester Schriver. Earlier this year 
the association moved its main head- 
quarters from New York to Washington 
where it has comfortable offices at 1800 
H Street, which has done without loss 
of staff key people with one exception 
On Friday morning ground will be 
broken for NALU’s new building here 


Cash amounting to $500,000 has been 
pledged and an equal subscription is 
expected. Former NALU President 


Charles E. Cleeton, Los Angeles, Occi- 


(Continued on Page 13) 
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Albert C, Adams, New Vice President, 
Has Had 35 Years in Life Insurance 


Washington—Alhbert Carey Adams, gen- 
eral agent, John Hancock, Philadelphia, 
vas elected vice president of National 


\ssociation of Life Underwriters this 


week. 

Born in Baltimore where he went to 
public schools he is a graduate of Whar- 
ton School, University of Pennsylvania. 
Mter being with a bank for a year he 
iined Connecticut Mutual in 1921 as 
wn agent in Baltimore. Five years later 
1e became associated as a_ supervisor 
vith the Ernest J. Clark agency of John 
Hancock whose territory was Maryland 
and District of Columbia and on Janu- 
ary 1, 1929, was appointed general agent 
of Tohn Hancock for state of Connec- 
ticut. The John Hancock on January 1, 
1939, transferred him to Philadelphia as 
general agent. 

Mr. Adams has been president of both 
the Philadelphia and the P ennsylvania 
life underwriters associations. In NALU 
he was elected a trustee and then its 
secretary. He has served on many im- 
portant NALU committees, chairman of 
some including that on Social Security. 
He was awarded the Philadelphia Asso- 








ALBERT C. ADAMS 
ciation’s trophy for distinguished service 
to life insurance. 

Mr. Adams is a Mason and belongs to 
Downtown Club, University Club and a 
suburban golf club. Mr. and Mrs. Adams 
have three children. 








Oren D. Pritchard Elected 


Secretary National Assn. 





OREN D. PRITCHARD 


Washington—Oren D. Pritchard, newly 
elected secretary, National Association 
ot Life Underwriters, and long promi- 
nent as chairman of association commit- 
tees having to do with law and legisla- 
tion, is general agent in Indiz inapolis of 
Union Central Life. Born in Franklin, 
Ind., and gr raduate of Franklin College, 
class of ’24, he went to Florida the 
following year where he sold insurance 
for American Central Life in Miami 
and for a few months was in the real 
estate field. 

After living in Miami for three years 
he returned to Indiana with American 
entral. He became assistant manager 
in Indianapolis for Union Central in 
September, 1934, a few months later be- 
ing made branch manager at Fort 
fayne and after two years was made 
general agent of that company in In- 
dana lis. He has been president of both 
Indianapolis and Indiana Life Underwrit- 
ers Associations and of General Agents 
and Managers Association of Indianapo- 
lis. In 1941 he was elected chairman of the 
State association’s legislative committee. 
With NALU he has served as chairman 
‘' a number of important committees 


Julian Myrick Tells of 


Hoover Report Progress 
National Council 
meeting of NALU, Julian S. Myrick, 
well known New York life insurance 
man and chairman of the special com- 
mittee on the Hoover Report, told of 
the progress made during the current 
year in implementing the recommenda- 
tions of that report. 

One of the important matters was 
killing in the House of a rider to the 
Defense Department appropriations bill 
which would have inhibited weeding out 
of some of the 2,500 business activities 
of the government. Other significant ac- 
tivities included the passage of a law 
requiring the government to establish a 
modern cost accounting system, in- 
creases in pay to hold key executives 
and badly needed scientists and a na- 
tional library of medicine to save the 
most precious collection of medical docu- 
ments in the world from risks of fire 
and storm. 

Of the original 





Washingtor 


recommendations of 
the Hoover Report, Mr. Myrick said, 
112 of the 314 recommendations have 
been put into effect, or 35%. Savings 
from these can eventually amount to 
$562 million a year. It is estimated that 
full implementation of the recommenda- 
tions can lead to savings as much as 
$5 billion a vear. 

Mr. Myrick presented a resolution for 
the convention’s action pledging NALU 
support of the Citizens’ Committee for 
the Hoover Report. 


John Taylor Bigbie to Wed 


Tohn Tavlor Bighie, associate counsel, 
National Association of Life Underwrit- 
ers, and Nadine de Coninck of Brussels, 
3elginm, will be married in that citv 
October 6. Daughter of one of the lead- 
ing lawvers in Brussels Miss de Coninck 
was with J. Walter Thompson Co., New 
York advertising concern, for a time. 








including committee on state law and 
legislation. 

Mr. Pritchard is treasurer of the In- 
ternational Convention of Disciples of 
Christ: is a Mason and a member of 
Columbia Club and Meridian Hills Coun- 
try Club. His daughter, Mrs. Harold 
De Mun, is wife of a professor at Miami 
University, Oxford, Ohio. 


A. Jack Nussbaum, New President, 
Started Career With Cold Canvass 


A. Jack Nussbaum, new president of 
National 
ers, an agent, 


member of Million Dollar 


Association of Life Underwrit- 
is a life and qualifying 
Round Table 
and his largest year of production was 
in 1943 when he paid for $3,200,000. In 
11 out of 12 years he has won the Na- 
Award. 
Glasgow, 


tional Quality 

A native of 
started 
in that city when a school bo: 


Scotland, he 
working in a clothing factory 
*, his first 
wages being 60 cents a week. Meetin? 
an American who filled him with a desire 
to come to the United States, he man- 
New York City and 
got a job paying him $4 a week. His 
age at the time was 15. The 
making cloth buttons and 


aged to arrive in 


job was 
running er- 
Moving to Chicago he obtained 
with the 
men’s suit manufacturing firm. 
he entered the 


rands. 
Kuppenheimer 
When 18 


he became 


employment 


Army where 
a mess sergeant and upon arriving over- 
seas was surprised 
he had landed at Glasgow, his native 
city. For some years 
Army he 


and pleased to find 


after leaving the 
followed the field, 
Chicago after his war ex- 
being with another famed 
clothing manufacturer—Hart, Schaffner 
& Marx, where he was a cutter of 
clothes. He then joined an outfit called 
Union Woolen Mills which operated 12 
stores in Michigan, Wisconsin and Il- 
linois where eventually he was put in 
charge of the store at Kenosha, Wis. 
Next, he entered the tailoring business 
in Milwaukee, but ‘that did not pan out 
because the depression took the bottom 
out of sales. 


clothing 
first job in 
perience 


Enters Life Insurance 


Looking around Mr. Nussbaum de- 
cided that salesmen were successfully 
selling life insurance whether times were 
good or not and he obtained a contract 


A. JACK NUSSBAUM 


3utzen agency, Mas- 
sachusetts Mutual Life, Milwaukee, in 
1929. Because of his experience as a 
salesman in the clothing field he decided 
to confine his interviewing to cold can- 
vass and the future did not look so 
bright as after four and a half months 
his income was exactly $19.12. But, he 
persisted and wound up the first year 
with a paid production of $253,000. From 
then on he started going places. 

Mr. Nussbaum has been president of 
both the Wisconsin and Milwaukee asso- 
ciations of life underwriters; for four 
years was a trustee of NALU, later 
becoming secretary and then vice presi- 
dent of the organization. He is not a 
joiner of organizations outside of insur- 
ance except being a member of the 
American Legion. Married for 36 years 
Mr. and Mrs. Nussbaum have a daugh- 
ter, Mrs. Preston H. Weisman. 


with the Arthur J. 


Judd Benson Chairman,GAMC Session 


Washington — In his opening remarks 
as chairman of the GAMC Judd 
Union Centra] Cincinnati, 


session, 
C. Benson, 
said: 

“The General 
Conference of NALU 
short years to a membership of approxi- 
mately 5,000 and with more than 100 lo- 
cal associations automatically requiring 
GAMC their 
membership structure. This is evidence 
that the General Agents and Managers 
feel the organization has a place in our 


Agents and Managers 


has grown in five 


membership with local 


ndustry. 


“Its most significant purpose is to 


improve the abilities of men who are 
charged with management responsibility 
at the field level in order that the efforts 
of all 

ductive. 


“or 


underwriters may be more pro- 


lo this end, study courses have been 
conducted for men engaged in the Ordi- 
field, and just last 
significant 
district 
panies, and we are now launching a study 
and training course for those men who 
have supervisory or assistant manager 
responsibilities. 

“All of these courses are conducted at 


nary year a very 


course was developed for 


managers of combination com: 


the local level which we feel is very 
important because we have learned that 
each course is tempered by local condi 


tions and has brought about a_ better 
understanding among all the men in the 
area who are charged with manage- 


ment responsibility. 

“Unusually fine state and 
agement conferences have been held 
throughout the United States which have 
brought together the outstanding man 
agement talent, both company-wise and 
field-wise throughout the country. 

“Perhaps one of the most significant 
gains is the establishment of a fine 
working relationship between the Life 
Insurance Agency Management Associa 
tion and our group. 

“LIAMA has the facilities to provide 
training courses. which are of unusual 
value, and GAMC significantly has the 
machinery to put the courses into opera 
tion at the field level. This is a happy 
working relationship indeed.” 


area man 


J. Hicks Baldwin 7 Treasurer 


Washington—-J. Hicks 
eral agent of New England Life at 
Washington, D. C., was elected treas- 
urer of NALU for the full term. He 
had heen named treasurer early this 
year succeeding James Elton Bragg, who 
resigned after serving in that office for 
many years. 


Jaldwin, gen- 
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McDonald on Jumbo Group Criticisms 


Individual Group Today Usually Small Compared to Total 
Uninsured Benefits; Does Not Affect Market for 
Average Agent; Opens Individual Field 


Washington—At the Agents Forum 
session on Trends and Developments in 
Group Insurance, E. C. McDonald, vice 
president of Metropolitan Life, answered 
criticisms of large individual benefits 
under Grvup coverages. He showed nu- 
He 
said there were four points on which 
NALU units had based their opposition 
Group life 


merous slides to illustrate his talk. 


to the so-called “jumbo” 


plans. He gave them as follows: 


(1) Excessive Amounts of Coverage 
Violate the Basic Concept of Group 
Term Life Insurance as Being a 
Form of Social Insurance. 

“For purposes of discussion,” said Mr. 

McDonald, “let’s that 

‘basic concept’ of a Group life insurance 


assume some 


maximum was true 10, 20 or 40 years 
ago. We had a completely different set 
of conditions. Nothing has been de- 
veloped to indicate how the original 
‘basic concept’ was determined for the 
future nor how clearly that ‘basic con- 
cept’ has been delineated. It is just as 
reasonable to presume that the ‘basic 
concept” 10, 20 or 40 years ago for a 
person’s scale of living—or a way of life 
—should hold true today and into the 
future. 

“The function of Group life insurance 
must continue to develop and change as 
it has over the past several decades to 
keep pace with the changing world. Even 
the definite views that an insurance 
buyer may have in the matter at any 
given time give way to progress and dif- 
ferent needs create different demands. 

“Would you have me endorse some 
rigid ‘basic concept’ whatever it might 
be for Group insurance and then would 
you, if I asked you, adopt the same in- 
flexible rules and ideas to individual in- 
surance which would always apply with- 
out change? 

“Could you answer ‘yes’ to these ques- 
tions and justify the tremendous growth 
in individual Term insurance or the use, 
during the depression years, of individual 
Term insurance for business purposes, 
or the rapid and great development of 
Family Income type policies and Ordi- 
nary forms of coverage with Term in- 
surance riders ?” 


(2) Jumbo Coverages May Invite Ad- 
verse Tax Legislation Affecting the 
Owners of Both Group and Ordinary 
Insurance. 


“Although I am not a lawyer, I recog- 
nize that any discussion of taxes is a 
two-way street. Lawyers have told me 
that the 1954 Internal Revenue Cede, 
until it is finally determined by regula- 
tions, interpretative rulings and Court 
decisions over many future years, may 
produce more surprises than the opening 
of Pandora’s Box! 

“Regardless of any future tax regula- 
tions—and they need not affect Ordinary 
except perhaps pension trust plans—I 
don’t think they will discourage or pre- 
vent employers from installing any of 
the types of non-insured death benefits 
that I previously illustrated. Further- 
more, one of the outstanding under- 
writers in this country, now in this au- 
dience, tells me that his clients aren’t 
concerned even if the employer's pre- 
mium does become taxable income to 
the employe. 

“Incidentally, at the American Bar 
Association meeting in Dallas a few 
weeks ago, the late Dean Finn of Ford- 
ham University Law School spoke about 
‘The Overreaching of Sovereignty’—the 
reaching out of government to regulate 


industry. He pointed out that in addition 
to the estimated $248,000,000 tax which 
the industry will pay to the Federal 
Government for 1955 (about $50 million 
more than the previous year) it also will 
pay about $189,000,000 in state premium 
taxes (about double the amount paid a 
decade ago). 

“He went on to point out that several 
states impose the premium receipts tax 
on annuity considerations also. To 
quote him: ‘This is even more unfair 
than the heavy increase in the tax on 
insurance premiums. Frequently 
this tax is greater than all the other 
administrative costs of the plans. Since 
non-insured plans are not subject to this 
tax, the price differential it causes tends 
to dry up the annuity business which 
the insurance companies legitimately 
should have, and it is encouraging em- 
ployers, particularly small employers, to 
use self-administered plans... .” 


(3) Excessive Group Term Coverage 
Over-Shadows Permanent Insurance 


Needs. 


“T think this third point sums up the 
whole controversy. Let’s call a spade a 
spade. The National Association of Life 
Underwriters is saying here that when a 
big amount of Group insurance is is- 
sued on an individual he no longer feels 
the need for, and strongly resists, indi- 
vidual forms of coverage in adequate 
amounts, and that the individual under- 
writers loose the market. 

“In the first place, I think that life 
underwriters have exaggerated the num- 
ber of such persons who have lapsed ex- 
isting insurance or who have failed to 
purchase new insurance because of the 
availability of ‘jumbo’ Group Term cov- 
erage. 

“Furthermore they are talking about 

an insignificant part of the whole pic- 
ture. The large amounts of Group are a 
small part of the whole and obviously 
do not affect the market for the average 
agent. The few who may be affected 
will be the handful of pension trust 
writers. Furthermore, your views may 
be properly regarded as stifling compe- 
tition. If the Group approach is sound 
and employers and employes want it, 
they will have it with or without the 
services of the insurance industry. We 
are treading on thin ice when we criti- 
clize a competitive mechanism or mar- 
keting device because it may narrow our 
market. People will not stand for it. 
_ “Group Term insurance has the same 
limitations that Ordinary Term has and 
it has never been contended that. it 
should replace permanent forms of pro- 
tection. I have always advocated that 
employer-provided benefits of this type 
be properly presented to employes. 
Think of the tremendous advertising 
value inherent in statements by employ- 
ers to workers in which they are urged 
to review and fill out their insurance 
needs on an individual basis. Here on 
the next slide are some actual extracts 
irom announcements. Don’t you agree 
that this is a great advertising medium 
for individual insurance ? 

“Everyone here must have heard or 
read the statement by the New York 
Life official that among the large com- 
panies, at least, the companies which 
write Group insurance have been grow- 
ing more rapidly in the individual in- 
surance branch than have companies 
writing individual insurance alone.” 


(4) Jumbo Coverages Tend to Under- 
mine Insurance Agency System. 


“Figures show that the last word that 
could apply to the insurance industry 


(Continued on Page 9) 
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Fluegelman Gives NALU Viewpoint 


Not Against Principle of Group Life; Sees Serious Problem 
When Group Insured Loses Job and Can’t Convert; 
Company and Agent Situation 


Washington—In his discussion of jumbo 
Group lines following defense of them 
by Edwin C. McDonald, former NALU 
President David B. Fluegelman, chair- 
man of its Group committee, said NALU 


is not against the principle of Group 
life but does not want to see it abused. 
He saw one serious situation when a 
man loses his job. Along that line he 
said: 

“Problem of my next door neighbor 
and your next door neighbor. He is the 
fellow who lives down the block and 
takes the same train to work with you 
every morning. He is an executive of a 
large corporation and, we will assume 
for the purposes of this illustration, that 
his corporation has $50,000 of Group 
insurance on his life. Everything goes 
on serenely and he is happy in the con- 
templation of $50,000 of insurance going 
to his family in the event of death, as 
part of his over-all estate planning. One 
of these days he loses his job, and then 
the trouble begins. He loses his Group 
insurance protection and is informed 
that his only privilege is that of con- 
version. Unfortunately, he cannot con- 
vert, not only because of the higher 
premium for permanent protection at 
his advanced age, but particularly be- 
cause he is out of a job and hasn’t the 
money to make the conversion. Conse- 
quently, he loses his protection and you, 
his neighbor, are inferentially blamed, 
since you are the life insurance industry 
as far as he is concerned. You are the 
only connection he has with life insur- 
ance, and in that sense, are the public 
relations department of the industry. He 
blames you for allowing him to get into 
this position, and nothing you can say 
about the actuarial soundness of low 
cost Group insurance will alter the fact 
that he is now out on a limb, and loses 
his protection at the time he needs it 
most. You are the one who bears the 
brunt of his displeasure because he never 
had the opportunity to speak personally 
to the Group vice president of the issu- 
ing company. That is the unfortunate 
position of the policyholder.” 


Position of the Company 


Mr. Fluegelman continued: 

“Let us look at position of the Group 
writing company when this same event 
occurs. They are notified by the corpo- 
ration that $50,000 of insurance expires 
on the life of this executive, so they 
theoretically lose $50,000 of coverage. 
Almost immediately they are informed 
that a new $50,000 policy is to be issued 
on the replacement that has been hired 
for this executive. This new policy is 
usually on the life of a younger and 
healthier man, so that their position 
hasn’t altered very much. Realistically 
it has improved, because they have re- 
placed the lost policy with a new one, 
and have not had to pay a claim. With 
large corporations this process could go 
on indefinitely. The amount of insurance 
at risk does not vary very much, rela- 
tively few claims must be paid, and the 
only one to suffer is the poor fellow 
who has not only lost his job, but also 
his Group insurance protection.” 

Mr. Fluegelman said he was not im- 
pressed by any statement that the com- 
panies do not really want to write high 
limits but are forced to do so as other- 
wise the plans would go self-insured. 

If they are really looking out for 
public’s interest as they maintain they 
would let each case stand on its merits 
regardless of consequences, he = said. 
“Maybe it is to the best interest of the 
client to have the plan on a self-insured 
basis. There is no reason to write some- 
thing that is unsound merely because 


the client desires it. As an exampk 
let us examine another department jy 
our business. 

“When an Ordinary agent submits , 
case to the medical department the 
do not write it if the man does not mee 
their standards, even though he state 
that if the life insurance company dog 
not issue the policy he will have to sel. 
insure. The adherence to sound prin. 
ciples is more important than the writ. 
ing of business as an expedient to gain 
volume. The real reason the companies 
want these cases is because they desire 
the business for themselves rather than 
to let the corporation self-insure, by 
they had best find a better reason than 
the mere fact that they want the bug. 
ness.” 

The Agent’s Situation 


Commenting on a statement which Mr 
McDonald had made_ that  insuranee 
agents who represent Ordinary compa 
nies not engaged in Group writing but 
who do write large pension trusts see fi 
to ignore the fact that many of these 
pension trusts are arranged for very 
large amounts of life insurance, Mr 
Fluegelman said, “It is true that pension 
trusts frequently provide for large 
amounts of life insurance, but I see 
no comparison with life insurance here 

“The compensation accorded individual 
policy contracts enables the underwriter 
to either give personally, or set up an 
organization that is equipped to give, 
service that the policyholder requires. 
We live in an economic world, and it 
is impossible to expect an underwriter 
to give service on individual lives ina 
Group case when he isn’t properly com- 
pensated on that basis. He simply can- 
not afford to do so, no matter how 
laudable the necessity for service may 
be. Furthermore, the pension trust busi- 
ness operates on an entirely different 
tax basis. The portion representing the 
life insurance cost is reportable for in- 
come tax purposes, and there is no spe- 
cial tax advantage accorded the person 
who receives the large amounts of pen- 
sion death benefits. In addition, it 1s 
necessary to give a full disclosure state: 
ment. Regarding the pension trust cor- 
poration in upper New York State that 
has its Group insurance set up under 
two plans, plan one covers the average 
employe, has nominal limits and_ the 
insurance benefits end when employment 
ceases; plan two, in the same corpora 
tion, underwritten by the same Ie 
insurance company, covers executives 
only. 7 

“This plan has the higher limits to 
which we object, and furthermore, pro 
vides that even when the executive fe 
tires from the corporation, the insurance 
continues throughout his lifetime. He 
receives Group coverage, even though 
he lives to age 96. Has anyone evel 
bothered to check the added costs 0 
the plan to provide these extra benefits 
or has anyone ever bothered to invest 
gate the social consequences involved 1 
giving these special benefits to the e& 
ecutives and ignoring them for the rank 
and file of employes?” 


Joint Committee on Group 


The LIAA and ALC have a_joitt 
committee on Group just as NALU has 
During five years there have beet 
numerous sessions between the two 
committees in discussing this problem 
NALU was willing to make a compfo 
mise and came up with a 20-40 formula 

The companies committee recognize 
this as a sound compromise, and has 
approved this formula on a number 0 
occasions. The only fly in the ointmetl 


(Continued on Page 9) 
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Stan Collins Blasts = 
Jackpot Type Policies 


WARNS OF LAW INVOLVEMENT 
Retiring Pecstiient: A NALU Discusses 


Mass Selling, Term Insurance and 
Government Eaeppactnent 


Stanley C. 
general con- 
things 


Washington President 
Collins in addressing the 
vention of NALU among other 
what he called “the 
stock with 
gen- 
schemes 


discussed recent 
rash of semi-tontine policies, 
jackpot policies” 


discredited 


policy schemes, 
erally “and other 
which a minor segment of our industry 
to throw the cloak of 


the life insurance busi- 


has attempted 

respectability of 
ness about the shoulder of their vapid 
bundle of Members of the field 
have been most diligent in meeting these 
devices wherever they have been found, 
legitimate 


bones.” 


he said, and have used every 
device to discourage their depredations. 

“But,” he continued, the time 
we feel we have lopped off the last head 
of this multiple-headed dragon, another 
one appears with greener and less ex- 
have 


“about 


perienced troops. However, we 


made great gains and our members can 
take justifiable pride in the fact that 
they spare no time, expense or effort 


in protecting the public and the indus- 
try with laudable and tangible results.” 


Issues a Warning 


Mr. Collins issued a warning, how- 
ever. He said that from time to time 
these situations develop into lawsuits 


generally initiated by the offending ele- 


ments as a smoke screen for publicity 
designed to obscure their own 


threat 


purposes 
nefarious practices, and through 
against 
group 
attack. 
dis- 


of monetary damages assessed 


our people individually or as a 


to scare us off and weaken our 


This strategy'‘has not and will not 


their re- 
the 
insur- 


courage our people nor Tessen 
protect the integrity of 
the the 
We do not welcome lawsuits 


must 


solve to 


industry and welfare of 


ing public. 


but if we enter them either as 


defendant or plaintiff we will do so to 


win. To this end may I offer some con- 


sidered advice based on the combined 


experience of our people: 


1. The Insurance Departments of the 
several states are set up to protect 
the interests of the public and the 
legitimate practitioners in the business. 
these public 


With minor exceptions 

officials are willing and anxious to 
take such steps as are necessary to 
discharge their duty. They should be 
your first recourse, your first line of 
offense and/or defense, and they will 
welcome your information and your 


cooperation. Every available remedy 
through the several Departments 
should be exhausted before resorting 
to other means. 

2. Do not enter any case through 
any medium until you have fully pre- 
pared your case, fully documented it 
and sought competent legal counsel 


and do not take any action which will 
involve third parties such as our sev- 
eral companies or NALU without their 
knowledge and consent. You will find 
the companies and NALU = always 
ready and willing to counsel with you 
on such problems. 


3. Do not cease your diligence in 
protecting the fair name of life insur- 
ance, the interests of your clients and 
the integrity of the industry. But pro- 
ceed with counsel and with caution. 
The laws governing conspiracy, re- 
straint of trade, libel and slander while 
designed to protect the innocent are 
too often the convenient refuge of 
knaves. 

Mass Selling 


Discussing mass selling he said it still 


continues a disquieting threat in the 
minds of many concerned with the 
agency system. “Jumbo groups, unau- 


thorized application of the Group prin- 
ciple which violates the concept of the 
employer-employe relationship even to 
the extent of developing Group depend- 
ency plans, and improper application of 
Group creditor insurance all have the 
common fault of cradling the insuring 
public in a false sense of security and 
of divorcing the public to some degree 
from the individual ministrations of the 
life agent which has through the years 
proved so valuable.” he continued. 
“We are concerned also about 
effect these developments may in the 
future have on insurance law and_tax- 
ation for we realize that such effect 
could well be out of all proportion to 
the relation for instance of jumbo Group 
cases to the sum total of the life insur- 


the 


ance business. 


Should Not Discourage Personal 
Responsibility 

“Group life insurance and Group cred- 
itor insurance are valid and valuable 
services to the insuring public if they 
do not rise above that point where they 
discourage men from assuming their 
proper responsibility toward their de- 
pendents and their natural obligations 
through the medium of permanent life 
insurance programs which furnish living 
benefits as well as death benefits in 
proper proportion and which will be 
more likely available when called upon 
to perform. Now we cannot expect any 
one company or any one group of com- 
panies to hold the line in this regard 
against the unusual competitive pres- 
sures of our day. It seems only equitable 
that all should play under the same 
ground rules and there would seem to 
be no other way of producing this equity 
except through the force of law. 

“Little as I favor recourse to legisla- 
tion to bail us out of our ordinary diffi- 
culties, I believe we owe it to ourselves 
and even more to our insuring public 
to press for the adoption of the industry 
conceived and backed so-called 20/40 
Model Group Bill. We have made great 
progress in this respect and many of our 
states have already written this concept 
into law but we have a long way to go. 
Let us rededicate ourselves to a con- 
tinued effort to encourage the adoption 
of this bill or a similar one in every 
state jurisdiction. I say a similar one 
because there are those in the industry 
who feel that all Group insurance should 


have some relation to annual income 
particularly below the $20,000 figure. 
The present model bill exposes those 


under this limit to practically no control 
based on a reasonable relation to in- 
come. Perhaps we should take another 
look at this lower limit to determine if 
Wwe are properly discharging our obliga- 
tion to the lower income group who are 
the bulk of our clients.” 


Term Insurance 

Commenting on the increasing use of 
Term life insurance not only in mass 
coverage but also in individual sales, Mr. 
Collins said: “Individual contracts em- 
bodying some form of Term insurance 
have passed in volume the sale of Ordi- 
nary life and while this may be a laud- 
able effort to meet the increasing need 
for protection brought about by the in- 
flationary forces of our economy, there 
are apparent dangers which should be 
studied. It has always been recognized 
that one of the great services of life in- 
surance is capital formation. A valuable 
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STANLEY C. COLLINS 


by-product of this function is the crea. 
tion of policy reserves making availabl 
to our clients a fund—and too often th 
only fund to which many of them ca 
turn in time of financial stringency—a 
well as providing a sail to windward i: 
their declining years after the urgen 
need of protecting dependents no longer 

exists. This is a traditional function o 
life insurance that we cannot afford t 
diminish without consciously and seri 
ously appraising our responsibility in re 
lation to it. During the recent steel 
strike, I personally have seen good peo- 
ple, pressed for cash needed to provi 
the essentials of life, trying to negotiat 
loans on terms of policies of varying 
kinds and I can tell you that the per- 
fectly honest and detailed explanations 
they received in refusal were of littl 
comfort to them. By way of contras! 
this experience took me back to m 

early days on a debit during the depres- 
sion years of the thirties when smal 
weekly endowment policies _ rescue( 
many a family from dire distress. Yes 
[| have personally, not once but many 
times, seen these small policies fee’ 
families , pay medical and hospital bills 
save homes, start businesses and edu: 
cate good and worthy youths. If yo 
extend this experience to the Ordinary 
field, the drama is the same. Of course, 
the service our clients appreciate mos 
is the one of greatest value during their 
particular hour of crisis; but I sayt 
you that we can ill-afford to abdicate 
this service of life insurance—this capt 
tal formation function. Some of ott 
great companies have recognized this 
threat and have made a serious attemf! 
to encourage the sale of higher reservé 
contracts. People respond to differen! 
stimuli but the competitive spirit ' 
strong in most men engaged in. sale 
work. 

“Recognizing this, these companies 
have modified the requirements for par 
ticipation in their production clubs gi 
ing more weight in their scoring sy* 
tems to premium income, gross fis 
year commission or both sometimes " 
combination with face amounts. I be: 
lieve more of our companies, many mort 
should) give serious consideration 
such a device and use every means ‘' 
encourage increased premium 
per unit of sale to the end 
clients will be better served, 


the agency forces achieved. 
sion of many 


home office officials as well. I earnest! 


hope and pray this thinking will receiv 


wide attention.” 


Mr. Collins also called attention to ti 
constantly encroaching invasion of tlt 
life insurance industry by the Goveft 


ment. 
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Life Insurance Helps: 
Create More Savings 

RAY MURPHY ON IMPORTANCE 

Equitable Society Chairman Says Pres- 


ent Situation Holds Threat of 
Inflation 


= 


In the present situation with spend- 
ing exceeding savings the increasing sale 
oi life insurance can pertorm a great 
grvice to the economy as it is one of 
the best instrumentalities for savings and 
, check on inflation, said Ray D. Mur- 
phy, chairman of Equitable Society 
peaking before National Assn, of Life 
Underwriters in Washington this week. 
“Those of us in the life insurance busi- 
ness must grasp the initiative in this 
country in leading the fight for. sound 
money,” said Mr. Murphy. “Millions of 
American citizens have entrusted their 
life savings to us for safekeeping. We 
have a legal obligation simply to return 
to them the number of dollars promised, 


NS but we have a moral obligation to use all 
our influence to see that the dollars 
promised have the purchasing power ex- 

the crea JF pected. We cannot discharge our re- 

5 available JP sponsibilities by sitting idly by should 

often the J yovernment adopt policies which rob pol- 
them car JF jcyholders and annuitants of their sav- 
igency—a JF ings, Inflation works like a cruel and 


ndward ir 
he urgen: 
no longer 
inction oi 
afford t 


and _ seri- 


evnical tax that strikes hardest the patri- 
otic and thrifty who have accumulated 
government bonds, savings accounts, 
pensions, life insurance and annuities. 
Inflation destroys part of the benefits to 
the aged, provided through our social 


lity inte JF security laws. Some people through good 
ent steel fortune or speculation are enriched, 
s00d peo JF while others suffer dreadful hardships 
© provide Our objectives of social welfare can be- 
negotiate J come an ironic jest. The inequity of the 
Varying process shatters faith in our political in- 
the per stitutions. When therefore we are our 
anations best influence for a stable dollar we are 
ot littl working in behalf of the public interest. 
eres Let there be no doubt about that. 
; to : 
2 dame Should Inform the Public 
en smal “There is crying need for a continuing 
rescues program of education on the basic causes 
ss. Yes and evils of inflation. Only an enlight- 
ut many ened people will submit to the type of 
les Tec discipline necessary to ensure stability 
tal bills of purchasing power of the dollar. We 
nd_ edu: face a most difficult task because far 
If yo too many have the mistaken idea that 
)r dinar} a little inflation is a good thing. They 
- COUTSE, associate inflation with full employment, 
te most rising wages, a high level of business 
ng ther activity, good profit, and rising property 
Say ! values. They fail to realize that infla- 
abdicate tion cannot be meted out in small doses. 





1S Capt Even if it were possible, an increase of 
ot ou. 2% or 3% a year in the price level would 
ed this destroy the effectiveness of social bene- 








attemp! fits whether promised by government or 













reser’ B) by private corporations. Most people 
ifferet! F) blame government for inflation but be- 
rit §R) hind the government are many individu- 
1 } as and groups demanding inflationary 
. — Politics or who condone such policies. 
ipa F = “There are some students—apparently 
or pat: / a small minority—who believe that our 
bs git 4 immediate problem is to prevent a defla- 
g sys —— tion, accompanied by a serious reduction 
s firs f= in production and rising unemployment. 
mes 1 Re It seems to me however that the greatest 
I bef) future danger which we all earnestly 
‘mote wish to guard against, arises from the 





Possibility that we may bring about a 
chaotic deflation as an unavoidable con- 
Sequence of a further inflation. 

_ “A large number of people have been 
led to believe that the old-fashioned busi- 
ness cycle has been legislated out of 
existence, that it now is a thing of the 
Past. They accept the comforting but 
erroneous notion that we have new and 
Marvelous built-in stabilizers that will 
keep the economy on a smooth and con- 
Stantly rising plane; any imbalances, 
they mistakenly think, will be corrected 
one at a time by the so-called ‘rolling 
adjustments.’ ; 

. Farm price supports, unemployment 
msurance, large government expendi 
























tures, an elastic tax system, Federal 
Deposit Insurance, better knowledge of 
credit measures—all are supposed to 
cushion any decline that might develop. 
This line of reasoning gives our people 
a false sense of security and deprives 
them of a degree of caution they might 
otherwise exercise. It is my considered 
judgment that we will continue to have 
some ups and downs in our economy. I 
cannot yet believe that we are wise 
enough to keep constantly expanding 
without some corrective periods, I sus- 
pect that some of the jolts will be 
rather rough and they probably will hit 
us, as in the past, at moments when we 
least expect them. On the other hand I 
am enough of an optimist to hope that 
we have learned a great deal in recent 
years about the workings of our econ- 
omy. Perhaps we know enough by now 
to wipe out the extremes of the peaks 
and valleys. 


Federal Reserve Board 


“In recent years invaluable knowledge 
and experience has been gained on the 
workings of the Federal Reserve System 
and the interplay of monetary and fiscal 
policies. Much of it we learned the hard 


way. The record in total has not been 
good but we at least understand some 
of the reasons why it failed when it did. 
From the outbreak of World War II 
until March, 1951, the Government was 
enamored by the idea of financing the 
war and of refinancing maturing obliga- 
tions at an absolute minimum of interest 
expense. There was almost an obsession 
on low interest rates. The Treasury 
boasted of the low interest paid on the 
national debt and created the delusion 
that the cost of interest in the Federal 
Budget was the only thing that mattered. 
During this era the Federal Reserve 
Board was under the domination of the 
U. S. Treasury. To keep interest rates 
low, the Board was compelled to peg the 
prices of Government bonds at par or 
above. Banks could, therefore, sell at 
any time without loss Government secur- 
ities which had been accumulated during 
the war. This gave the commercial banks 
of the nation vast reserves for the ex- 
pansion of bank credit and laid the 
groundwork for an enormous expansion 
of deposits. From December, 1939 to 
December, 1950 the money supply, in- 
cluding currency and total bank deposits, 
increased from $65 billion to $181 billion, 
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a threefold increase, Of course a consid- 
erable part was necessary to finance War 
activities. The creation of this addifiona! 
money resulted in a great upward pres- 
sure on prices. During this tragic period 
the dollar lost 48 cents of its purchasing 
power. An elaborate system of price con- 
trols and rationing was imposed in an 
attempt to contain the inflation, but as 
we all know, the results were futile. It is 
now crystal clear that we cannot: have 
artificially low interest rates, stable 
purchasing power,.and a free economy 
all at the same time. These three factors 
are incompatible and one or the others 
must give. 

“In March, 1951, as a result of cour- 
ageous action by Federal Reserve: offi- 
cials and under the prodding of Senator 
Douglas, the Board regained its historical 
freedom of action. The peg was removed 
and Federal bond prices were ‘permitted 
to seek their level in a free market.. At 
that point the Reserve Board regained 
the initiative in money matters. Its 
powers have been used at times to re- 
strain inflationary developments and ‘at 
other times to cushion recessions. As a 
result, a remarkable degree of stability 
has been achieved in the last few years.” 
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Top-scorers five times in a row. That’s a record for any 
company to aim at, and for agents to achieve. And 
this year, as they’ve done for four consecutive years, 
Prudential Agents have made it possible for us to lead 
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qualifiers. In °56 we’ve hit a new high. . . with 1,689 
“Pru” representatives winning a National Quality Award. 
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Institute of Life Insurance Symposium 


Washington—At the symposium on the 
Institute of Life Insurance held Tuesday 
the GAMC heard 
Wilde, president of Connecticut General 
Life, E. M. McConney, president Bankers 
Life of Iowa, Holgar J. Johnson, presi- 
dent of the Institute of Lfe Insurance 
and members of the Institute staff. Don- 
ald F, 
advertising of the Institute presided as 
moderator, introducing the speakers. 

“The leaders of the GAMC,” said Mr. 
3arnes, embarked on a_ highly 
significant program when they began to 
invite some of us from the institutional 


session Frazar B. 


3arnes, director of promotion and 


“have 


organizations to demonstrate to you what 
we are doing that affects you and your 
agents. So, in the next few minutes we 
would like to help you become still better 
informed by presenting to you a kaleido- 
scopic picture of the Institute of Life 
Insurance—what it is, how it started, 
how it grew, and what it means to you 
and your agents today. Naturally, some 
of our activities have only a_ remote 
interest for you, so we won't devote time 
to them. We will major on your own 
interests, and even then limit ourselves 
to just a few of the ‘hot’ areas that are 
currently affecting you.” 


Chairman McConney Tells 
Growth of Activities 


EE. M. McConney as chairman of the 
Institute, told of the growth of activities 
of the Institute. His remarks follow: 

The first task of the Institute was to 
become known, and to build up with the 
public recognition for the personality and 
authority of its spokesmen, Even while 
it was tooling up, the Institute, in line 
with its emphasis on performance, went 
into action, 

Newspaper editors were soon made 
conscious of the new organization as a 
flow of releases began to reach their 
desks. “Life Insurance News Data” was 
launched to carry its monthly budget of 
life insurance news to every daily in the 
country and to build steadily rising use 
and acceptance. 

Collection of figures on the benefits 
paid to the public by life insurance com- 
panies on a monthly basis was begun as 
the first step in creating a whole new 
body of statistics for use with the read- 
ing public. No working or reference 
library today is complete without the 
“Life Insurance Fact Book.” 

Two motion pictures were produced 
“Yours Truly, Ed Graham,” portraying 
the role of a life insurance agent in the 
life of a community, and “American 
Portrait,” glorifying the role of sales- 
manship in the development of America, 
and specifically the life insurance agent. 

A modest advertising campaign was 
launched in newspapers throughout the 
countrv. “Hindsight and Foresight,” car- 
rying Holgar’s picture and under his sig- 
nature, answered questions people were 
asking about life insurance and invited 
other questions from the readers. 

While Holgar barnstormed across the 
country preaching the gospel of public 
relations wherever he could find groups 
of life insurance people to listen to 
him, the staff back home was kept busv 
answering the pile of letters that each 
advertisement produced. 

The Institute was a going concern. The 
public was becoming aware of its exist- 
ence, and at association conventions and 
meetings throughout the business public 
relation discussions were taking an in- 
creasing place on the program. 

Then came the War, and the Institute 
advertising enlisted. The “Keep Well 
Crusade” was launched in cooperation 
with the U. S, Public Health Service. 

Spotlighting the shortage of doctors 





and nurses, it made tremendous mileage 
on comparatively little gas—with the 
active cooperation of upwards of 200 life 


underwriter associations across the 
country. 
Next came the “Anti-Inflation Cam- 


paign.” Here the theme was so big that 
the advertising was opened up to partici- 
pation by all companies through the War 
Coordinating Committee headed by 
George Harrison. The Institute was 
named manager, and the campaign was 
run under the signature of the “Life In- 
surance Companies in America and their 
Agents.” 

Copy was based on a seven-point anti- 
inflation program sponsored by the 








LIFE + ACCIDENT & SICKNESS 
in combination with 
MILLION DOLLAR AGENCY PLAN = 
MORE SALES and MORE COMMISSION $$$$ 


CHECK THIS EXTRA SALES FIREPOWER: 


e Non-can. A & S (Guaran- e Association Group and 


teed Renewable to 65) 


Baby Group A&S 


e Commercial A & S (First e Hospital Expense and 


day for lifetime) 


BEST OF ALL... 


LUCRATIVE FIRST YEAR & RENEWAL COMMISSIONS 
A DOUBLE BARRELED SALES SHOT THAT HITS THE 


BULL’S EVE... 


oe EVERYTIME 


If you think you are the right man and want INCREASED INCOME, 
SECURITY, PRESTIGE, AND YOUR OWN MILLION DOLLAR 
AGENCY... just mail completed coupon today. You have every- 


thing to gain!! 
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1 would like to know about your ACCIDENT & 
SICKNESS and MILLION DOLLAR AGENCY 
BUILDERS PLAN 
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res 
Government in all media 
tions with the life insurance compani 
assuming responsibility for the tag 
paper segment. One of the seven Poin 4 
incidentally, included at the Institute’ 
persuasion, was “provision for the family 
through adequate life insurance and — 
ings.” ail 

““Money-Matters,” a tnonthly bulletj 
of economic interpretation which “9 
wide editorial and press acceptance rv 
rives from the Anti-Inflation Bulletin és 
the War days. It is a highly usefy] ae 
in the Institute press service with ‘ie 
continuing emphasis on thrift and Sav- 
ings, on sound money, and on econom: 
trends that affect the family. 

The Anti-Inflation Campaign brought 
high commendation to the industry 
_ The Institute was ranidly winning ney 
-— and new members by perform. 

More members meant more money ty 
do the basic job. : 

For the first time it had the staff, the 
knowledge and the equipment to begin 
to pinpoint its publics. 

An Educational Division was estab. 
lished to provide materials to the high 
schools for school room use. Its aim was 
to familiarize the youth of the countn 
—your prospects of tomorrow—with the 
fundamentals of life insurance, 

Out of the successful development of 
this work—carried out, I might Say, in 
close cooperation with N.A.L.U.’s educa- 
tional effort—came the series of summer 
university workshops for teachers under 
the auspices of the National Committee 
for Education in Family Finance, an in- 
dependent group of educators supported 
by grants from the Institute. 

A Women’s Division was set up to 
carry on educational and informational 
work with a previous largely neglected 
segment of the public. 

Time precludes my detailing the ground 
breaking done by this division beyond 
mentioning some of the groups it has 
worked through and with: The Women's 
Finance Forums, General Federation of 
Women’s Clubs, American Association of 
University Women, National Association 
of Business and Professional Women 
and, currently, and perhaps most im- 
portantly, the home demonstration agents 
for the Department of Agriculture. 

In all the materials distributed by the 
educational and women’s divisions, | 
might add, the essential role of the agent 
in life insurance planning is_ stressed 
and stressed again. 

Following establishment of the Wom- 
en’s Division, the third of the Institute's 
press bulletins, “The Family Economist,” 
was initiated with the objective of wir- 
ning for life insurance a place on the 
women’s pages of the newspapers. Like 
the other bulletins, it has achieved signi- 
ficant use and acceptance, 

The prestige of the business, enhanced 
by its war effort, was further stepped 
up—particularly with the socially-minded 
groups—when the advertising messages 
of the Institute turned to the postwar 
problems of family living. 

Two-thirds of the space in each adver- 
tisement was used to spread the message 
of some particular welfare organization 
or authority, and the balance devoted tt 
the theme “Family Happiness Has to Be 
Planned” with a suggested budget out- 
line. 

This outline and the “Family Money 
Manager” offered through the advertise- 
ments gave high priority to life insur- 
ance premiums as one of the fixed 
charges to be budgeted for first. 

“Tf we can gain acceptance for this 
idea, it will be worth more than the 
million dollars we are spending for the 
campaign,” a member of the Planning 
Committee commented at that time. 

The idea, broadly promoted by the 
Institute, has gained wide acceptance 
with the public. Perhaps it is an unsus 
pected factor in the improved persistency 
record of your business. 

By this time most of the companies 
participating in the Cooperative Advert 
tising Program had joined the Institute 
The membership in less than a decade 


(Continued on Page 10) 


Of communica. 


conomiec 















































































and 1 
is th 

“Tn 
posit 
as IC 








28, 1956, 


ti 


Nn 


Nmunica. 
OMpanies 
l€ news. 
‘N points, 
nstitute’ 5 
he family 
and say- 


bulletin 
uch has 
ance, de. 
ulletin of 
eful unit 
With jts 
and say. 
economic 


brought 
stry, 
ning ney 
perform. 


noney to 


Staff, the 
to begin 


S estab. 
the high 
aim was 
country 
with the 


ment of 
t Say, in 
's educa- 
summer 
rs under 
ommittee 
@, an in- 
upported 


t up to 
mational 
eglected 


e ground 
beyond 
Ss it has 
V omen’s 
ation of 
lation of 
sociation 
Women 
ost im- 
Nn agents 
ire, 
| by the 
sions, | 
le agent 
stressed 


> Wom- 
stitute’s 
nomist,” 
of win- 

on the 
rs. Like 
d signi- 


thanced 
stepped 
-minded 
essages 
postwar 


adver- 
nessage 
lization 
oted te 
s to Be 
et out- 


Money 
vertise- 
insur- 
fixed 


stitute. 
decade 





THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 


Page 9 








September 28, 1956 
ell 


National 


Association of Life 


Underwriters 


at 


Washington © 





——— 


Jumbo Group Criticisms 


(Continued from Page 4) 


and its great Agency Field Force system 
is the word ‘undermined.’ ” 

“In the last ten years, the industry’s 
position and your position has improved 
as follows: 

(a) The average Ordinary policy pur- 
chased increased from $2,300 to almost 


$4,100. 

(b) The total number of Ordinary 
policies in force increased from 48 mil- 
jion to 80 million. 

(c) Total Ordinary insurance in force 
increased from $101 billion to $216 bil- 


lion. 
“These and other statistics certainly 


reflect the vigor and growth of the in- 


dustry, but what about the Agency Sys- 
tem itself. If the tremendous expansion 
of Group insurance in the last 10 years 
has served to undermine the Agency 
System, how can we account for an in- 
crease in the number of full-time agents 
from the 152,000 high in 1947 to 229,000 
in 1955? No, gentlemen, somehow or 
other I just don’t think the word “under- 
mined” is approximate. 

“Point (4) is specific. It speaks di- 
rectly of jumbo coverages and gives me 


a chance to review some of the points I 
made earlier in this talk. Out of over 
$100 billion of Group insurance in force, 
only a relatively small amount consists 
of individual coverage in excess of 
$20, 000 on any one life. You have a real 
interest in Gr roup insurance. It is in- 
sured, tax-paying and commission-pay- 
ing. 

“Now, look at the other side of the 
coin. There is an estimated $50 billion 
of death benefits in force in this country 


arising out of trusteed pension plans 
with non-insured Widows’ Benefits, non- 
insured compensation contracts, non- 


insured death benefit plans and all of 
these are non-insured, non-tax paying, 
non-commission paying. They are bene- 
fits provided outside of our industry— 
but here is the important point. A high 
ratio of this $50 billion is composed of 
high amounts on each individual life— 
without regard to level of compensation 
of the people covered. If this tremendous 
volume of non-insured death benefit cov- 
erage hasn’t wrecked the Agency System 
by now, and remember it is mainly jumbo 
coverage, how can you honestly and 
fairly say that the small portion of 
Group insurance, composed of high 
amounts on single lives, can do so? 


Points to Weigh 


“In your thinking about this whole 
picture I hope you will give fair weight 
to these points. 

“Group life has 


insurance been in- 


Weidenborner to Retire 

Frank F. Weidenborner, agency vice 
president of Guardian Life of New 
York, will retire at end of 1956 under 
the company’s retirement plan, but will 


continue as a director. 





fluential in making more people aware 
of insurance needs. 

“Along with Group life, individual in- 
surance has been growing by leaps and 
bounds. 

“Group insurance has been a factor in 
deterring Government in making fur- 
ther excursions into the problem of 
meeting insurance needs. 

“Life insurance can’t see its develop- 
ment go by default to other agencies 
outside of the insurance business, when 
it belongs in our business. When sound 
and when in the interest of the public 
and our business we must keep moving 
just like any other industry with new 
product development; new merchandis- 
ing methods; new streamlined adminis- 
trative procedures. 

“Stop and think! Where would we be 
if we hadn’t produced Group life insur- 
ance? Where do you think the plan for 
the Federal employes would have gone? 
Where would we stand in public opinion 
if we hadn’t produced Hospital and Sur- 
gical plans? And now Major Medical ?” 


A. Light Heads WQMDRT 


W ew — Alberta M. Light, De- 
troit, National Life of \ ermont, was 
elected chairman of Women’s Quarter 


Million Dollar Round Table at Washing- 
ton this week. New vice chairman is 
Margaret Vogelsang, Manitowoc, Wis., 
Connecticut Mutual Life. 

At the brilliant dinner of WQMDRT 
on Tuesday night at Hotel Statler, toast- 
master Bertha B. Macfarlane, Pan- 
American Life, said that the present 
membership of WQMDRT is 280. 





Fluegelman Talk 


(Continued from Page 4) 


is that the individual companies indicate 
that they are not bound by any decisions 
of their committees, and feel free to do 
what they wish as individual companies. 
He said, “As long as the Group writing 
companies merely give lip service to the 
recommendations of their own commit- 
tee, it seems unlikely that any solution 
will be found other than through the 
medium of legislation.” 

During the debate Mr. McDonald said 
the Metropolitan Life had paid commis- 
sions to two agents in connection with 
writing of General Motors’ dealers 
Group. 












Greetincs TO NALU rrom New Jersey 





JOSEPH W. FOX 


General Agent 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 


921 Bergen Avenue 


Journal Square 4-1724 


Newark 
Market 2-2242 


Jersey City 6, N. J. 


New York 
Rector 2-4540 
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54 Park Place 





PAUL L. GUIBORD 


& ASSOCIATES 


General Agent for the State of New Jersey 


INSURANCE COMPANY 





BENEFIT LIFE 


Newark 2, N. J. 
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BERKSHIRE LIFE INSURANCE CO. 
Pittsfield, Mass, 


744. Broad Street 


* * 


Multiple Line Facilities 
SELLE DOL DEL LEE LLG LOE "LIE DLRLLDPLELE LE. LEAL EIEN 


The Life Insurance Offices here represented, leading agencies in New Jersey, extend greetings and 
congratulations to the National Association of Life Underwriters for its outstanding accomplishments 
this year—and for the fine leadership which has characterized the NALU throughout its long career. 


ears with the Koedhahive 
A. W. MARSHALL & CO. 


General Agent 


Newark 2, N. J. 
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embracing com 
representing 90% of the 

of the business. Today the per 
has reached 98.4%! 

Life insurance came more strongly into 


had more than doub!ed, 


panies nearly 
assets 


centage 


the picture in the succeeding phases of 


the advertising program, showing by 
actual case examples of typical families, 
how Americans live and what life insur- 


to them. 
of the 
by agents of the value of the 


ance means 


Significant growing recognition 
Cooperative 
“public rela 
of the 


campaign 


Advertising Program as 
tions” advertising, a committee 


N.A.L.U. the 


voted against including a mention of the 


in reviewing 
agent in the copy of this series, 

Except for a brief return to the anti- 
inflation theme during the war in Korea, 
the Advertising 


Co operative Program 


over the last five years has focused con- 
tinuously on life insurance. 
In the “Changing America” series and 


currently in the advertisements proclaim- 
ing “When Someone’s Counting On You. 

You Can Count On Life Insurance,” 
the agent’s services have been brought 
in naturally as an integral part of the 
story. 

I have stressed in detail some of the 
outgoing services of the Institute, but no 
less important has been its developing 
use as a central source of information 
for life insurance and the business. 

No week goes by but what one or more 
— writers and editors check in 
for facts and help in sarge stories. 

Textbooks, copy for encyclopedias, 
manuscripts by writeis of other books, 
are presented in increasing number for 
review or suggestion by the Institute. 

The library, with the help of local life 
underwriters, has worked successfully to 
place a wider selection of life insurance 
books on the shelves of public libraries 
throughout the country. 

To sum up, the Institute of Life In- 
surance has done yeoman service in 
Nelping build better public relations for 
life insurance. 

It enjoys an enviable reputation both 
as a central source of information and 
as the source of reliable materials on life 
insurance beamed to the channels 
public communication and centers 
influence. 

It enjoys prestige throughout our busi- 
ness both for the leadership it has given 
the public relations effort and the con 
tribution it has made to the thinking in 
the highest councils of our business. 

You and the men who work with you 
cannot fail to have noticed the improve- 
ment in the business climate in which 
you carry on your sales and _ service 
work. For that improvement, the institute 
deserves much credit. 


Dudley B. Martin, Director 


of Press Relations 


of 


of 


Our job in the Press Division of the 
Institute is to spread an understanding 
of life insurance among the thousands of 
editors, reporters, feature writers and 
commentators throughout the country. 
That way, we reach their millions and 
millions of readers, listeners and viewers 
—your prospects and clients, and friends 
of your prospects and clients. 

We do this by issuing monthly several 
printed news bulletins and scores and 
scores of special releases to the press 
in the course of a year. These cover the 
developments in the business and touch 
on the social and economic significance 
these have in the life of the nation. 
Timeliness is important if our material 
is to win acceptance, and in addition we 
must observe the technical, the profes- 


Association 
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of Life 


sional, standards of the people with 


whom we work. 
To tell you that in a year we distribute 
some 300 news stories to publications all 


over the country would not be the full 
story of our work. We receive inquiries 
-written, telephoned and by personal 
call—every day from writers who are in 


various stages (the earlier the better) of 
thinking of writing about life insurance 
or something it will fit into. Often, they 
quite frankly don’t know the first thing 
about the subject, and they are seeking 
to be informed, That’s our job. 

By this continuous process of present- 
ing the life insurance news—and feature 
material, too—delivered in the home by 
the newsboy and the air waves, we are 
creating an atmosphere into which you 
and your agents may move and may find 
that peonle know at least what you're 
talking about. That is important, for the 
competition for people’s attention as well 
as their dollar is very great and seems 
to grow keener all the time. 

In addition to the news materials that 
we distribute across the board, we see 
to it, through our contacts and our ex- 
tension efforts, that opportunities are 
given us to suggest stories. This is 
especially the case among those editors 
and writers who wouldn’t dream of print- 
ing a “handout” as such but who love to 
swap ideas, even as we do, and who often 
will take the thread and write their own 
story. 

Another point I want to bring out is 


this: following closely the develop 
ments of the day and the wants of the 
press, we can associate life insurance 


with other desirable things, tangible and 
intangible, and persuade the various 
communications media to include our 
product, our service, as one of the build- 
ing blocks in the articles and programs 
thev are constructing. 

Many of these stories which originated 
at the Institute—although we keep our- 
selves in the background—you see or 
hear in your local newspaper or radio or 
television program. You may quite natur- 
ally take them for granted as a simple, 
obvious mention of a business you’re in 
and one that’s important in the life of 
the nation If you could trace that item 
all through its preparation. you would 
pay it more attention. Here is why— 

First, there will be the germ of an 
idea. Then, some preliminary discussion 
of the possibilities. If these look promis- 
ing, we will dig into the subject, often— 
with the help of our Statistical Division 

making a survey of the companies 
what they know about the matter. 
cauestionnaires come back, are ana- 

and the information is woven into 


as 
to 
The 


lyzed, 


Underwriters 


at 


re 


Washington 





the first draft of a story. This is now 
discussed from various viewpoints: Is 
there need and value to the story? Is it 
interesting? Is it about something w hich, 
if we don’t tell it right, some writer is 
going to latch on to and tell wrong? 

Perhaps, on the other hand, the story 
is not derived from statistics but rather 
developed from interviews with experts 
in the life insurance business—agency 
heads, investment officers, actuaries, 
medical directors, or others. 

In either case, within a very short 
time—for we are geared to press dead- 
lines—we go through several steps in the 
process of turning out a story which may 
turn up as an item in your newspaper or 
radio or television program a long, long 
way from the Institute’s offices. 

Let me refer briefly now to our rela- 
tions with the magazines. Here, too, is a 
most important aspect of our work, the 


iob of humanizing life insurance among 
their hundreds of millions of readers. 
The various magazines’ editorial formu- 


lae present a challenge to all persons and 
businesses who hope to be included in 
their columns. You find here a delicate 
business of having to popularize and yet 
not going off base; and maintaining this 
balance is part of the fun we have. 

And if you think I 
listen to this: 


don’t mean fun, 
One day you find yourself talking with 
some one on the staff of “Baby Talk”, 


the next week sitting in with our 
Women’s Division on article Possibilities 
for “Mademoiselle”, “Glamour”, “Bride. 
To-Be” and “Parents” magazines; an- 
other month, receiving writers from 

3arron’s, the Financial W eek! y", “N. 
tion’s Business” and even “Harpers”. 
and all the while carrying on a long. 
standing relationship with a writer for 
“Redbook” who’s doing a series on family 
financial guideposts, and another writer, 
all the way from California, who has 
been assigned to write an_ insurance 
series for “Better Homes and Gardens” 
Then there are the w eekly news maga. 
zines, too, and they keep in touch with 
us usually—although, as in any baseball 
league, sometimes one blow goes }y 
without our ever seeing it. And another 
fast-rising group of magazines are those 


distributed at supermarkets and _ each 
having several millions of circulation, 
“Woman’s Day”, “Family Circle’ and 


others. 

3efore closing I’d like to make a little 
request. It is this: 

You men out in the field, working day 
and night to win friends for life insur- 
ance, and clients too, are acutely sensitive 
to any unfavorable mentions of the busi- 
ness, “Naturally. But what we would ask 
is, when you see something in a maga- 
zine about or allied to life insurance an 
you like it, that you drop a note to the 


(Continued on Page 44) 


SS No Threat to Growth, Says Thore 


Washington—Social Security will not 
retard the growth of voluntary life in- 
stated by Eugene M. 
Thore, general counsel of Life Insurance 
Association of America in addressing the 
convention of NALU. 

“Voluntary and can 
continue to be the keystone of security,” 


surance, it was 


insurance is still 


Mr. Thore said. “Social Security will 
not supplant it, for Social Security is 
not insurance. It is not savings. It is 


not property. It is an involuntary social 
device with many inherent limitations.” 
From the beginning of the Social Se- 
curity system, Mr. Thore said, the life 
insurance business has followed a con- 
structive attitude toward Social Secur- 
ity. He cited statements presented to 
Congress showing that the position of 
the business in the early years of the 
system’s 20-year history was one of 
cooperative compliance with the spirit 
and purpose of the Social Security pro- 
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gram. “No spokesman for life insurance 
has ever taken a position before Con- 
gress contrary to this basic policy,” he 
said, 

Criticisms Constructive 

He stated that such criticisms of So- 
cial Security legislative proposals as the 
life insurance business has offered have 
been limited to those which would over- 
expand benefits and thus violate a “basic 
floor of protection” concept, and to those 
which would add disability benefits or 
health insurance. 

Social Security benefit levels remained 
unchanged from 1939 to 1950 he observed, 
but in the latter years benefits were 
increased to keep pace with the rapid 
post-war increase in living costs. In 
1954, benefits were again increased and 
this rise exceeded the increase in living 
costs because Congress took into con- 
ideration the fact that while post-war 
living costs had doubled, wage levels 
had_ tripled. 

1939 maximum 
i assuming 


“Under the law the 
benefit for a retired worker, 
20 years coverage, was $48. "Under the 
present law his maximum benefit is 
$108.50. The present maximum for 4 
retired worker is about $12.50 more per 
month than the rise in living costs justi- 
fies,” he said. This $12.50 increase, he 
pointed out, provides only about $6 of 
real additional income per month when 


inflation in consumer prices is taken 
into account. 
The 1954 benefit increases, he said, 


violated the floor of protection concept 
and were counseled against by the insur- 
ance business. However, he pointed out, 
between 1951 and 1954, when Social Se 
curity benefits were moving upward, 
annual sales of ordinary life insurance 
increased from $19 billion to $26 bil- 
lion—a jump of 41% in four years. 
“Sales of term insurance composed 
part of this increase, of course, but evel 
premium income from first-year 
ordinary premiums rose from $599 mil- 
lion to $710 million, a rise of 20%. This 
shows that the underwriters have beet 
doing a tremendous job of motivating the 
American people. Widespread ow nership 
of insurance will do more than anything 
else to limit Social Security to its proper 
role,’ Mr. Thore said. “Social Security 
can continue to spur demands for volun- 
tary security through additional volume 
and new forms of insurance.” 
Efforts to further liberalize 
(Continued on Page 13) 
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Myers Sees Big Growth A head 


Washington—Clarence J. Myers, presi- 
dent of New York Life, speaking before 
the Agents Forum of NALU here on 
Tuesday, foresaw continued large growth 
of life insurance and said it would have 
an even larger place in the economy 
than in the past. He made the following 


statements : 

Life insurance will play a larger part 
in family financial plans during the next 
decade. This will stem from the increas- 
ing concern with security—either for the 
anexpected emergency or as an addition 
to retirement income should no emer- 
gency occur. 

The average policy will be larger as 
life insurance grows in appeal and new 
ways are found for it to be of service. 

Life insurance on women will greatly 


increase. 

There will be further expansion in the 
sale of juvenile insurance. 

Home ownership, already enjoyed by 
60% of our families, will increase still 
further in the next ten years. Larger 
and longer term mortgages will require 
additional life insurance coverage. 

Monthly premium business will grow 
to keep pace with the trend of all the 
rest of the monthly financial transac- 
tions of the family. An extra stimulus 
to this business will be a decrease in 
monthly premium rates. 

Non-medical business will grow and 
probably for larger limits. 

A greater number and a greater per- 
centage of our high school graduates 
will enter college. This will require a 
larger number of policies and a greater 
volume of education insurance. 


Opportunities in Future 


“These trends indicate that the ten 
years ahead will most certainly be excit- 
ing ones in our business,” said Mr. 
Myers. “They will be years of rapid 
change. They will be years of tremen- 
dous opportunity. I doubt whether there 
has ever been a period which holds 
greater promise of reward for creative 
thinking. And the converse may well be 
true—perhaps there has never been a 
worse time to stand still, or, as we are 
sometimes prone to do, to wish for the 
good old days. 

“Good as our product is today, it must 
be better tomorrow. As well as we serve 
the public today, we must serve better 
tomorrow. As well trained and as com- 
petent as you agents are today, you 
must be still better agents tomorrow. 

And no matter how good a job we 
of management may be doing today, we 
must do a better job tomorrow. I have 
outlined for you, then, a great future, 
but I have suggested one condition for 
Its full realization: we must preserve 
and augment the positive attitude that 
has already carried the life insurance 
industry so far. I have said, too, that 
i! we are united, adaptable and creative 
we can achieve our goals. The condition 
must stand, but as for the outcome [| 
have no doubt.” 


Accident and Sickness Advertising 


In discussing attitude and adaptability, 
Mr. Myers touched on the Federal 
Trade Commission stand on accident 
and sickness advertising rules, saying: 
“Perhaps the clearest illustration of 
this balance between adaptation and re- 
sistance is in our relations with govern- 
ment. Consider, for example, the prob- 
lem of accident and sickness insurance 
advertising. No one questions that clear 
and honest advertising is a desirable 
objective. And it is generally accepted 
that this is an area in which regulatory 
authorities have a proper interest and 
can be helpful. Now we may not like 
the idea of advertising codes which 


necessarily. impose certain limitations 
upon us; and where the restrictions go 
to extremes that we believe are harmful 
rather than helpful to the public, we 
ought to fight and keep on fighting for 
something better. But—and this is my 
point—there will be no doing away with 
accident and sickness advertising rules. 
We are going to have to live with them 
in some form and under some jurisdic- 
tion.” 
Other Government Problems 


“There are other governmental activi- 
ties that present difficulties—social se- 
curity, taxation and _ regulation. The 
problem of social security, again, must 
be broken down before we can _ think 
about it clearly. We have to distinguish 
between accomplished fact and future 
threat. Now I believe it is pretty clear 
by this time that the majority of the 
people favor a reasonable floor of pro- 
tection, and we must accommodate our- 
selves to this fact. Indeed, I believe we 
have. Through our own efforts we have 
found that such a floor can positively 
stimulate interest in the purchase of 
additional personal security. 

“On the other hand, we would not be 
doing our job if we passively accepted 
undue Government competition in the 
future. We believe that extension of 
social security benefits beyond the basic 
amounts necessary for subsistence is not 
in the best interests of the public. We 
believe that future generations would 
pay dearly for such an extension. We 
must help to educate the public to this 
danger. 

“Taxation confronts us with a similar 
challenge. We must accommodate our- 
selves to the fact that in our kind of 
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society taxes are inevitable. They are, 
after all, the cost of government. On the 
other hand, we are anxious to prevent 
unfair or excessive taxation of life insur- 
ance. 

“Tt is worth remembering that our 
industry is uniquely burdened with a 
dual system of taxation. The premium 
taxes paid at the state level and the 
investment income tax paid at the Fed- 
eral level make it difficult for us to 
compete with other savings institutions 
which pay neither kind of tax. Our 
Group operations must compete with 
pension funds and welfare plans, includ- 
ing the Blue Cross, which are also free 
from tax. As competition becomes more 
intense, this difference in tax treatment 
will become a more serious matter. I 
hope the several legislative bodies can 
be made aware of the inequities that 
need to be corrected. I also hope that 
Congress, which has been inclined to 
increase our rate of Federal tax under 
successive stopgap laws, will come to 
realize that in the last analysis the tax 
burden falls upon the individual policy 
owners or their dependents—people who 
are the thriftiest and most deserving 
members of the community. We shall 
have .another chance to present this 
point of view in the near future when 
Congress again takes up the question of 
a permanent tax formula for life insur- 
ance companies. 

Regulation 

“Finally, there is the problem of Gov- 
ernment regulation. [I certainly would 
not eliminate the existing system of 
supervision under’ the laws of the vari- 
ous states, nor do I feel inclined to 
criticize it severely. In fact, state regu- 
lation of insurance has generally been 
helpful. It has contributed to the main- 
tenance of our good reputation, on which 
the success of this business so greatly 
depends. But we must always guard 
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against tendencies for Government regu- 
lation to become too strict or too de- 
tailed. It should not be allowed to in- 
trude on the areas that properly involve 
management judgment. Moreover, if one 
or more agencies of the Federal Gov- 
ernment should impose upon us an addi- 
tional layer of regulation, it will become 
difficult indeed to maintain the dynamic, 
progressive character of our business. 
“The question I have been dealing 
with in all these illustrations is simply 
this: once a decision is made and we 
face a given situation, whether we like 
it or not—and whether or not we decide 
to keep on trying to better it—once the 
die is cast, what do we do? Adaptabil- 
ity requires that, despite the limitations 
imposed, we go forward as best we can.” 





Managing Director Reports 

In a brief report as managing director 
of NALU, Lester O. Schriver told of the 
move of headquarters from New York 
to 1800 H. Street, N.W., Washington, 
which was made with the loss of only 


one staff member. There were some 
changes in staff, Vance Rich, Jr., of 


Raleigh, N. C., being appointed director 
of membership promotion, Helen Kull- 
gren becoming office manager. Larry 
Jackson who had been executive director 
of GAMC for the past four years and 
left to go with Metropolitan Life, is 
succeeded by Donald A. Baker, formerly 
managing director of “Insurance Sales- 
man.” 





Special Recognition for 
Those Getting CLU in 1931 


CLU members of “the class of 1931” 
got special recognition at the 29th annual 
conference exercises of American Col- 
lege of Life Underwriters in Washington, 
D.C., this week. Three*#of the most 
prominent are Paul F. Clark, president, 
John Hancock,. who took all his CLU 
exams in one year and was awarded his 
diploma in class of 1931; Charles J. Zim- 
merman, now president, Connecticut Mu- 
tual, and J. Harry Wood, editor of CLU 
Journal. Of four women in the class of 
1931, two are still life insurance agents: 


Hazel Brumbaugh Price, Midland Mu- 
tual, Pittsburgh, and Margaret Mc- 
Caughhey -Bradshaw, ..John., Hancock, 


Providence, R. I. 

Those in Greater New York area, still 
in the business, are: 

Benjamin Alk, Penn Mutual. 

William L. Boyce, Mutual Benefit Life. 

Charles A. Blatchley, Union Central. 

Harry A. Carr, broker. 

George W. Crongmeyer. 

William F. Marquet. 

Raymond S. Maechtel, Home Life. 
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Million Dollar Round Table Hour 


Washington, Sept. 27—What will be 
the consequences if the Million Dollar 
Round Table continues its present rapid 
rate of growth? 

How do top producers make use of 
business insurance opportunities created 
by present-day developments ? 

How does a young agent jump quickly 
into the million-dollar class—and keep 
on boosting his production without let- 
up? 

Answers to these questions were pro- 
vided at the Million Dollar Round Table 
Hour of NALU by Arthur F. Priebe, 
CLU, chairman of the 1956 Round Table; 
by James B. Irvine, Jr., CLU, program 
vice chairman in charge of room-hopping 
the recent MDRT cruise 
convention on the Swedish American 
Line flagship “Kungsholm,” and by R. 
Jay Wilcox, CLU, who repeated the talk 
that was one of the high points of the 
“Kungsholm” meeting. 


sessions on 


Mr. Priebe, an agent of Penn Mutual, 
at Rockford, IIl., pointed out that MDRT 
membership, which started with 32 men 
30 years ago, has doubled twice in the 
last 10 years. This rate would mean 
more than 4,000 members by 1961—which 
is the final year of the tenure of the 
newest man on the 1957 executive com- 
mittee. 

Getting Too Big? 

“Are we getting too big?” asked Mr. 
Priebe. “I But if you 
think about the and give it 
careful thought, you might come up with 
wonder if 


don’t know... 


problem 


a pronounced conviction. I 


you would mind putting aside your 
prejudices, please this is too im- 
portant tor that. 

“T would like to quote from a letter 


from Al Ostheimer, a past chairman of 
the *Round Table, who is a tower of 
strength on our by-laws committee: 
“It’s quite conceivable that our mem- 
bership may rise to 5,000 or 10,000 in 
the future, but I can’t see why this is 
in any way bad or harmful or why we 
should panic at the thought. If our quali- 
fying rules are proper and reasonably 
tight, I'd be tickled to death to have 
10,000 members. Why? Because it would 
indicate clearly that the business of sell- 
ing life insurance is a real career busi- 
and that there lots of out- 


ness are 
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standing men in it who are doing a good 
job in insuring the public. How could 
we possibly make a greater contribution 
to the prestige of the life insurance 
business than to have the biggest pos- 
sible organization of legitimate large 
producers who qualify under darn re- 
strictive but quite reasonable require- 
ments ?’” 

Mr. Irvine, who is general agent of 
National Life of Vermont at Chatta- 
nooga, touched on seven cabin-hopping 
sessions and dealt in some detail with 
the talk given on the “Kungsholm” by 
another Chattanoogan, Julian D. Walter, 
CLU, district agent for Northwestern 
Mutual Life. 

Mr. Walter feels his most profitable 
source of prospecting information for 
corporation life insurance is the Dun & 
Bradstreet service. Whenever he sees 
in the newspapers, or learns from any 
other source, information about any in- 
ternal change in management or owner- 
ship of a corporation, any expansion 
program, unusually good profits, or the 
formation of a new corporation, he re- 
quests Dun & Bradstreet to send him 
a report. 

From this report he generally gets a 
brief history of the corporation, names 
of officers and directors, methods of 
operation, but most important, a ‘balance 
sheet, sometimes a profit-and-loss state- 
ment, and the name of the firm’s ac- 
countant. From the balance sheet Mr. 
Walter may also determine whether 
business life insurance is already owned, 


since many corporations include that in- . 


formation in their financial reports. 

The report may also show whether an 
officer or director is interested in some 
other corporation. If so, a report on 
that corporation is requested—resulting 
in endless-chain prospecting in this mar- 
ket. 

“You may also be interested to know 
that Dun & Bradstreet will automatically 
mail new reports published on a cor- 
poration for one year after the initial 
request, and then offer a continuous re- 
porting service if requested,” said Mr. 
Irvine. “In this way, a great many of 
the financial changes in which Julian is 
interested are automatically brought to 
his attention. Julian says this service 
alone thas solved his prospecting prob- 
lem! 

“The next step is a fact-finding inter- 
view with the top man, primarily for the 
two-fold purpose of confirming informa- 
tion already developed from the Dun & 
Bradstreet service, and to see if there 
is an interest in some type of coverage.” 

Describing the elaborate proposal Mr. 
Walter uses, Mr. Irvine said it is a 
12-page affair designed as a catch-all 
device with which to probe for the pros- 
pect’s main interest. It also packs a 
respect-commanding description of how 
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business life insurance affects its main 
objectives, the need for this coverage— 
plus “a heavy sprinkling of tax infor- 
mation and good business principles.” 

Whatever the length of the proposal, 
the final page is headed, “Which Mis- 
take Will YOU Make?” It says: “Suc- 
cessful business men are making de- 
cisions every day—and in doing so, 
always attempting to minimize any mis- 
takes that could be made in business 
judgment. If a company insures a key- 
man and he lives (and thus, in a sense, 
it proves to be a mistake), the premiums 
less the cash value, or the net cost if 
surrendered, is a comparatively small 
mistake. However, if the company fails 
to insure him and the key-man dies, 
that is indeed a big mistake.” 

There follows a typical cost illustra- 
tion showing the net non-taxable addi- 
tions to surplus in the event of death 
in various years and the amount of gross 
profits required, before taxes, to equal 
these additions. A lot of work, Mr. 
Irvine conceded, but it pays off. 


Talk by Wilcox 


Mr. Wilcox, who is with New England 
Life’s Byrnes agency at New York, de- 
scribed in detail the methods that 
brought him to million dollar status his 
first full year in the life insurance busi- 
ness, which he entered on graduating 
from Dartmouth, Record-keeping and 
analysis of ‘this records enabled him to 
write more business and write it with 
less effort than when he was starting 
out six years ago and working four 
nights a week and many Saturdays. 

“I now keep very complete records of 
my business activity,” he said. “We have 
a weekly report sheet on which I put 
down each appointment, whether it is a 
first interview or closing interview, and 
day or night interview. I also list the 
number of referrals I get each week, 


the number of appointments arranged 
for the following week and the number 
of appointments cancelled during the 
week. 

“But most important, I list the amount 
of business written each week, the first. 
year potential commission and _ the 
amount of business paid for each week 
and potential commission. 

“I’ve made up a sample weekly report 
sheet that I’ve made available to inter. 
ested life underwriters who write me 
In the beginning, I was poor at time 
control—still do need improvement. By 
I believe this system of record-keeping 
and weekly analysis thas helped me a 
much as anything in our business, 

“For example, last year was the first 
year I had a complete set of records to 
study. They showed that during the 4 
weeks I spent actively soliciting busj- 
ness I averaged about 11 appointments 
a week—eight daytime and three night- 
time. Incidentally, if I work at night | 
try to schedule two appointments—one 
at 7:30 and one at 9 p.m. It’s not much 
more work to see two people than one 
if you’re already going out. 

“From 129 closing interviews, there 
were 61 sales, for an average size case 
of about $39,000. Twelve sales were to 
old clients, 10 sales were from direct 
mail replies, 18 sales from cold calls, and 
the rest of the business came from re- 
ferred leads. 

“T thope this won’t sound too egotis- 
tical, but I found that each one of my 
497 interviews was worth about $130, 
counting first-year commission and 70% 
persistency of renewals. What other 
business offers this opportunity to a guy 
my age? I believe that with more eff- 
cient daytime activity I can average ]5 
appointments weekly this year, and by 
upgrading my prospects I'll be able to 
work fewer nights and spend more time 
with my family.” 
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dental Life, explained status of building 
‘natalk before NALU council, Tuesday. 

The growth of mass selling and com- 
petition to W rite insurance coming from 
wtside as well as inside the business 
gems the principal concern of many field 
men here. A particular situation having 
attention of this convention is a growing 
trend respecting mé aximum limits on key 
men under Group contracts and with 
General Motors dealers’ Group particu- 
arly in mind the National Council heard 
‘ debate on the subject between E. C. 
McDonald, vice president, Metropolitan 
Life, in charge of Group sales, and 
David B. Fluegelman, former president 
VALU and now general agent Connecti- 
cut Mutual in New York. This debate 
is reported elsewhere in this issue. 

A strong advocacy of laws providing 
from $20,000 to $40,000 as maximum in- 
lividual coverage under Group is found 
in many states. It is rumored that 


Pennsylvania Association will sponsor a 
hill that no company be permitted there 
to write more than $40,000 on an indi- 
vidual life Group, penalty being loss of 
its state license. 
Interest in Disability Cover 

Also attracting growing attention in 
the field is competitive problem of the 
Blue Cross and Blue Shield. This situa- 
tion has especially attracted attention 
of NALU disability committee formed 
six years ago, chairman of which is Wil- 
liam E. North, Evanston, Il., manager 
in northern [linois of New York Life. 
Meeting for hours on Monday this dis- 
ability committee commented on alleged 
unfair advertising of Blue Cross and 
Blue Shield and statements contained in 
their literature, but no denunciation of 
this type of coverage was or will be 
adopted by NALU or its committee. In- 
stead, the committee will advocate han- 
dling subject through local NALU levels 
and to do so in cooperation with inter- 
national health insurance associations 
with objective of working with the hos- 
pitals in their mutual interest. Above all, 
NALU does not want any impression to 
prevail in hospital and medical circles 
that it is fighting this type of cover. 
Holgar J. Johnson, president Institute 
of Life Insurance, appearing before dis- 
ability committee pleaded for a realistic 
approach to the subject. Calling atten- 
tion to early concern in life insurance 
when members of the military service 
could buy government life insurance up 
to $10,000 maximum on a life and also 
to government Social Security itself. 
“Private life insurance continued to 
make gains despite these developments,” 
he said. “The situation with respect to 
hospital cover of all kinds will readjust 
itself to levels which will prevail. One 
Way of meeting this situ ition in legal 
reserve life insurance is expansion of 
hospitalization and other coverages of- 
tered by the life and casualty companies 
of America and Canada. The population 
will eventually support that insurance 
company which will provide the best 
Service at most reasonable cost to cus- 
tomers.” 


N. Y. Assn. Wants Model Group 
Life Bill 


New York State Association of Life 
Underwriters will make a proposal to 
New York legislature for a model Group 
life insurance bill in keeping with that 
of the other 31 states which have similar 
Tegulations and provisions are found in 
the model bill. The legislature convenes 
in Janu; ary, 1957. 

On November 1 and 2 the New York 
State Association’s delegates’ meeting 
will convene in Syracuse at which time 
they will discuss Group life insurance, 


unincorporated business tax and other 


matters of interests to the life insurance 
business in this state. President of New 
York State Association is Harold Baird, 
Northwestern Mutual Life, Guy agency, 
New York, and managing director 1s 
Spencer McCarty of Albany. 


Company Heads There 


Among presidents of life insurance 
companies here are Frederic W. Ecker, 
Metropolitan; Chairman Ray D. Murphy, 
Equitable; Paul Clark, John Hancock; 
O. Kelley Anderson, New England Life; 
E. M. McConney, Bankers Life Co.; 
Charles J. Zimmerman, Connecticut Mu- 
tual; Frazar B. Wilde, Connecticut Gen- 
eral; John A. Lloyd, Union Central. 

Also Henry S. Beers, Aetna Life; 
Joseph M. Bryan, president of ALC, 
and Howard Holderness, Jefferson 
Standard; Holgar J. Johnson, Life 
Insurance Institute; R. Leighton Foster, 
managing director Canadian Life Insur- 
ance Officers: Association; Thomas E. 
Lovejoy, Jr.. Manhattan Life, and O. F. 
Stafford, Pilot Life. 

There is no excitement here relative to 
election of NALU officers or trustees as 
it is the smoothest running convention 


held in years by NALU 


Thore Talk 


(Continued from Page 10) 


Security benefits can be expected in the 
future, he continued. There will be pres- 
temporary disability benefits 
as well as total permanent disability 
benefits for all covered individuals, re- 
gardless of age, he said. It 
be expected that there will be pressure 
for full benefits for all women com- 
mencing at age 62. These 
he explained, would involve increases in 
the Social Security individuals as 
well as employers must pay. “This tax 
factor is so important politically that | 
do not anticipate proposals for early 
retirement of men with full benefits will 
get very far,” he said. 

Mr. Thore said that a realistic ap- 
proach to new benefit proposals would 
be based on a policy of conservative 
appr aisal and vigorous attack on legisla- 
tion that violates the principles the in- 
surance business has advocated. “This 
approach means that we would be calm 
and objective in evaluating the system 
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The 45th Home Office Career School, to be held 
this month, is a continuation of the Company’s 
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philosophy of career life underwriting to the 
end that they will be better able to serve. 


LIFE INSURANCE COMPANY OF IOWA 









FOUNDED IN 1867 IN DES MOINES 


at 


Washing 


gton 





and legislation affecting it; that we 
would continue to pursue constructive 
legislative policy in the future—the only 
truly effective policy; and that we would 
devote more time and attention to fur- 


thering the growth of voluntary insur- 
ance and adapting it to the rapidly 
changing conditions of our time. All of 
this will accrue in the future, as it has 
in the past, to the long-range advan- 
tage of voluntary insurance, to which 


look for 
greater 


the public will continue to 
fulfillment of its desire for 
security,” Mr, Thore said. 

He outlined the advantage of a con- 
structive and conservative approach to- 
wards Social Security proposals pointing 
out that as a result of this fundamenta! 


policy, Social Security is on a_ self- 
supporting and contributory basis, that 
the floor of protection principle has 
largely been maintained, the wage --base 


level on which Social Security taxes are 
levied has not risen undu'y, and_ the 
benefit payment increment in the ori- 
ginal version of the Social Security Act 
by which benefits increased in accordance 
with years of coverage has been elimi- 
nated, 


James L. Madden Reelected 
Treasurer of AMA 





JAMES L. MADDEN 
James L. Madden, second vice presi- 
dent — coordination, Metropolitan Life, 


was reelected treasurer this week of the 
American Management Association, a 
23,000-member management educational 
organization. The announcement was 
made following AMA board and mem- 
bership meetings in New York 

Among his many other association 
posts, Mr. Madden is chancellor of New 
York University. He is also chairman 
of the planning committee of the uni- 
versity’s governing council. For more 
than ten years, he was a member of the 
university’s law school faculty. He grad- 


uated from N.Y.U. Law School J.D. in 
1917. 

Mr. Madden is a trustee of the Na- 
tional Industrial Conference Board of 


which he has been treasurer and chair- 
man of the finance committee and was 
ono of the insurance committee of 
the U. S. Chamber of Commerce 1942- 45. 

During World War II, he served in 
Washington in several connections in- 
cluding Management-Labor Board of 
War Manpower Commission, as civilian 
member of the Army General Staff Man- 
power Board and on the Administrative 
Advisory Board to Surgeon General, 
U. S. Army. 

Mr. Madden is on the boards of sev- 
eral companies and is chairman of the 
board and the executive committee of 
Transportation Association of America. 
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last week’s issue of 


As announced in 


series of 


The Eastern Underwriter a 

promotions were made by New York 
Life. James T. Phillips was made senior 
vice president and chicf actuary, and 


Raymond C. Johnson vice president in 


charge of agency affairs. Promoted to 


vice presidencies were Lee M. Gammill, 
Ross McLeod, Earl M. MacRae, John F. 
Ryan, Ronald B. Swinford and Edward 





Jerry Saltsberg & Assoc ates 


LEE M. GAMMILL 
B. Williams. Charles E. Judson was 
made a secretary of the company. Mr. 


Mr. 


as general counsel. 


Gammill and McLeod will continue 


Promoted to second 
John M. K. Ab- 


vice presidencies were 





Associates 


Jerry Saltsberg & 


JOHN F. RYAN 
bott, Manuel R. Cueto, Edward W. Mc- 
Pherson, Charles M. Sternhell and Ed- 
ward H. Sweetser. 


New assistant vice presidents will be 
Rollin Bennett in insurance relations; 
Guy L. Fairbanks, Jr., in Group insur- 
ance; Glen B. Gross in personnel; Tier- 


ney A. O’Rourke in Group; John F. 


New York Life Promotions 


T. Phillips, Senior Vice President; R. C. Johnson, Vice 
President Agency; Gammill, McLeod, MacRae, Ryan, 
Swinford, Williams and Judson, Also Advanced 





age loans; 
Joseph C. 
research, and 
former counsel, 


Regan, real estate and mortg 
Fred M. Rom, 
Sibigtroth in insurance 
Adelbert G. Straub, Jr., 
who is being transferred to the insur- 


comptroller’s; 


ance relations department. 

Dr. Howard L. Hauge was promoted 
to medical director and Dr. Edward M. 
Freeland to associate medical director. 

Henry J. Bischoff, Jr., 


was made an 


Vincent James 


ROSS McLEOD 


and 
assis- 


executive assistant in personnel 


Paul administrative 


Krenicky an 
tant in Group department. 
promotions saw 


McKenny, 


Stewart War- 
John Poinier, 


Other 
ing, Michael M. 





EARL M. MacRAE 
Fred G. Kimball and G. Warren DeGel- 
leke become directors in the agency 


department of multiple sales, advanced 
underwriting, brokerage _ sales, sales 
training and accident and sickness sales, 
respectively. Leonard K. Pfiffner was 
made director of agency administration. 


John G. Williams was promoted to di- 
rector of office administration in the 
agency department. In the Group de- 


partment, Anthony F. Noll, Jr., was 





























Blackstone Stud ‘os 


RAYMOND C. JOHNSON 


promoted to manager of Group insur- 


ance sales. 
Careers 
Mr. Phillips, who joined New York 
Life in 1921, has been vice president and 


chief actuary since 1953. A graduate of 
the University of Toronto, he became 


assistant actuary in 1929 and actuary in 
1937. In 1948 he became deputy chief 
actuary and later in the same year a 


vice president. In 1950 he was made vice 
president in charge of underwriting. He 
became chief actuary in 1953 and since 
then has had general supervision of the 
Ordinary actuarial functions and insur- 
ance practices of the company. 

Mr. has been vice president 
of agency administration since 1951. He 
joined New York Life as an agent in 
Phoenix in 1928 following his graduation 
magna cum laude from the University 
of Arizona. He was named _ assistant 
manager of the Arizona branch office in 
1929 and manager in 1934. Five years 
later he became manager of the Los 
Angeles branch. He came to the home 
office in 1942 as superintendent of agen- 
cies. In 1943 he was appointed an assis- 
tant vice president and in 1949 an agency 
vice president. 


Johnson 


Mr. Gammill and Mr. McLeod have 
been general counsel since 1953. 
Mr. Gammill, whose supervision is 


devoted primarily to legal matters per- 
taining to insurance, agencv affairs and 
taxes, joined New York Life in 1933. A 
native of Arkansas, he was graduated 
from Yale Law School in 1929 where 
he was an editor of the Yale Law Jour- 
nal and won the John Currier Gallagher 
Moot Court prize. 

Mr. McLeod, who specializes in legal 
matters pertaining to investments, joined 
New York Life in 1927. He was pro- 
moted to assistant counsel in 1939 and 
to counsel in 1945. A native of New- 
foundland, he was graduated from Dal- 
housie University in Halifax in 1919 
and from Harvard Law School in 1924. 
He served in the U. S. Air Force in 
World War II as an intelligence officer. 

Mr. MacRae, who becomes vice presi- 
dent in charge of underwriting, joined 
New York Life in 1953 as an assistant 
vice president in the underwriting de- 
partment. He was actuary of Occidental 
Life from 1948 to 1953 and was chairman 
of the underwriting committee of Occi- 
dental from 1943 to 1953. From 1928 to 
1937 Mr. MacRae was associated with 
Great-West Life in Winnipeg, Manitoba. 

Mr. Ryan, who is’ in charge of the 
insurance research department of New 
York Life, has been a second vice presi- 
dent since 1953. A native of Brooklyn 
he joined the company in 1929, became 
an actuarial supervisor in 1944, assistant 
actuary in 1945, executive assistant in 
1949 and assistant vice president in 1950. 

Mr. Swinford joined New York Life 
in 1931 and has been a second vice presi- 
dent in charge of the company’s insur- 
ance relations department, which he will 





















JAMES T. PHILLIPS 






head, since 1953. He wa 

3erea College and Yale 
University Law School from which he 
was graduated in 1931. He served a 
counsel until 1943 and assistant genera 
counsel until 1949 when he became assis. 
tant vice president in charge of research 
and development. 

Mr. Williams also has been a secon( 
vice president since 1953. He will con- 
tinue to have general supervision of the 
issue and change operations and _per- 
sonal accident and sickness department 
He joined New York Life in 1931 fol- 
lowing his graduation from Amherst 


continue to 
educated at 































































RONALD B. SWINFORD 
College, became assistant actuary it 
1945, executive assistant in 1949, ani 
assistant vice president in 1950. He 


served as an officer in the Army during 
World War II. 

Mr. Judson, who has been assistati 
vice president, joined New York Life in 
1908. He served in various departments 
before becoming, in 1915, secretary © 
the civil service committee which super 
vised the personnel of the company. Hé 
Was appointed assistant secretary 
1927 and has been secretary of the board 
of directors since 1941. : 5 

Mr. Abbott, who has been assistat § 
vice president in the public relation 
department, joined New York Life i 
1946. Previously, he had been publi 
relations manager of Remington Ar 
Co. and with Tamblyn & Brown, Int. 
a public relations and fund raising firm 
A graduate of Harvard, he was a fF@ 
porter on the New York Times at 
assistant to the editor of the Wichitiyy 
Daily Eagle. & 

Mr. Cueto, who has been an actuaf! 
since 1950, joined New York Life # 
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He wa a million people in our country today have ulcers of | development of this ailment. 
er: Yale the digestive system in an active form. This includes both As the ulcer develops, pain, an unnatural feeling of 
beter : ulcers of the stomach and ulcers of the duodenum—that hunger, so-called “heartburn” and “indigestion,” or other 
t genend part of the small intestine into which the stomach empties. digestive complaints usually occur. 
ume assis There is evidence that this disease is increasing, espe- 
r researc cially among those from 30 to 50 years of age. 
a second Medical science can now offer greater hope than ever 
will con: before to those who have this condition. Many cases can 
on of the be cured completely, and others can be controlled. 


and _per- 
partment 
1931 fol- 
Amherst 


ary 1 
9, an 


0. He 


during 





sistat in excess of 31,000,000 including Collier’s, Time, 
Fag Newsweek, Saturday Evening Post, Ladies’ Home 
i Pn Journal,Good Housekeeping, Redbook, Reader’s 
pubit Digest, National Geographic. 



































CCORDING TO recent conservative estimates, about half 


This has been made possible largeiy by increased knowl- 
edge of the nature of the disease—particularly of the part 





that the emotions play in causing ulcers. There has also 
been great improvement in methods of diagnosis and 
treatment. 


An ulcer is essentially an irritated or inflamed area in 
the lining of the stomach or duodenum. Although the 
exact cause is unknown, there are several factors which 
may be responsible for its onset. 

Constant abuse of the stomach through eating hurried, 
irregular meals—or eating food that is too highly seasoned, 
or too hot or too cold—may lead to an ulcer. 


Prolonged emotional tension, accompanied by excessive 
secretion of the acid digestive juices formed by the stom- 


Metropolitan Life Insurance Company 4 





ach, is also believed to be an important factor in the 

















































Through improved X-ray techniques and other diag- 
nostic aids, the doctor can almost always determine the 
size and location of an ulcer. If the condition is detected, 
he will recommend prompt treatment, as an ulcer may 
quickly undermine general health by interfering with the 
body’s nutritive processes. 










Fortunately, in many cases, ulcers can be treated suc- 
cessfully by appropriate dietary measures. Specialists say 
that the patient must also readjust his daily life so as to 
reduce mental and emotional strain. 









In addition, new drugs are proving helpful. Cases that 
do not respond to either drug or diet therapy are often 
benefited by surgery. 







As a safeguard against ulcers and other diseases of the 
digestive system, doctors urge everyone to seek immediate 
medical attention whenever persistent discomfort occurs 
in the region of the stomach. 










With prompt medical care, many persons with ulcers 
and other digestive disorders recover completely and lead 
normal, healthy lives. 
















This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 









































































































Henry M. Kennedy, executive director 


of public relations and advertising for 


The Prudential, was elected president 
of the Life Insurance Advertisers Asso- 
at the New Orleans annual meet- 
had 


president last year, was previously treas- 


ciation 
ing this week. He served as vice 
urer and secretary, was chairman of the 
annual meeting 1949-50 and chairman of 
1944. 

Kennedy joined Prudential after 


1932. He 


was made assistant editor of publications 


Eastern Round Table in 
wpy” 
graduating from Princeton in 
in 1938 and has been director of advertis- 
ing and publications since 1946, becoming 
executive director of public relations and 
advertising last month. He is a member 
of the board of directors of Association 
of National Advertisers and has been ac- 
tive in the health and welfare relations 


field and a number of civic organizations. 


He was awarded the “Chartered Life 
Underwriter” designation by American 
College of Life Underwriters in 1942. 


M. S. Crockford Elected 
Vice President of LAA 








CROCKFORD 


MORGAN S. 


Morgan S. Crockford, secretary of Ex- 
celsior Life of Toronto, was elected vice 
president of Life Insurance Advertisers 
Association at the New Orleans meeting 
this week. He has been a member of the 
association since 1936, served as a mem- 
1937-38 


and 1953-54, was elected secretary 1954- 


ber of the executive committee 
55, chairman of the annual meeting 1952, 
vice chairman then chairman of the edu- 
cational committee 1953-54. 

Mr. Crockford has served as chairman 
of the Advertisers Section of the Cana- 
dian Life Officers Association, was vice 
chairman of the LIAMA public informa- 
LOMA study 


committee and its first chairman of the 


tion committee, service 
LOMA Canadian planning committee. In 
duties as 
secretary of Excelsior Life he directs the 


addition to his aministrative 


advertising and sales promotion activi- 
ties of the company. 








HENRY M. KENNEDY 


J. M. Locke LAA Secretary; 
Other Officers Elected 


Joseph M. Locke, supervisor of publi- 
Gulf 
was elected secretary of Life Insurance 


cations for Life of Jacksonville, 
Advertisers Association at New Orleans. 
Richard S. Haggman, director of public 
relations Kansas City Life, was made 
treasurer and Paul Duling, director of 
sales promotion Postal Life, editor. 

Mr. Locke has served on various com- 
mittees of LAA being chairman of the 
advertising committee this past year. He 
was a member of the executive commit- 
tee 1951-52, secretary of the Southern 
Round Table in 1951 and editor of Life 
\dvertisers 1949-50. He joined Gulf Life 
as an agent 10 vears ago, became a su- 
perintendent and joined the home office 
following military service. 


Access to Management 
Needed by PR People 


JOSEPH M. BRYAN LAA SPEAKER 
Jefferson Standard Executive Shows 
Importance of Public Relations 
to Company 





The most effective public relations 
work is done when the public relations 
director has complete and direct access 
to top management and when that man- 
agement sees to it that he is intimately 
acquainted with company policies and 
objectives, said Joseph M. Bryan, senior 
vice president of Jefferson Standard 
Life, in addressing the Life Insurance 
Advertisers Association meeting at New 
Orleans this week. Mr. Bryan is also 
president of American Life Convention. 

“Giving the company an identity and a 
personality in its local community,” said 
Mr. Bryan, “is something that every 
company needs, and the person charged 
with public relations could take leader- 
ship in this area.” Because we have no 
freight sidings or heavy machinery or 
big warehouses, there is a tendency for 
the public to forget that we exist. If the 
public relations man were to concentrate 
on this one job, even though he has 
many other activities, | think he would 
be performing a definite service for his 
company and his activities would meet 
with great approval on the part of man- 
agement. 


Should Be Sound Professional 


“Wherever I have seen a public rela- 
tions director that I particularly admire, 





Growing Competition 
AL B. RICHARDSON BEFORE LAA 


President of Association Gives a Look 
Ahead to Advertising and 
Public Relations 


New Orleans—This era is shaping up 
as one of terrific competition for a share 
of the consumer’s attention as well as 
his dollar; this demands superior sales- 
manship vigorously supported by solid 
sales promotion, astute advertising and 
present public said Al B. 


Richardson, president of Life Insurance 


relations, 


Advertisers Association, at its meeting 
here this week. Mr. Richardson is vice 


president of public relations for Life 
Insurance Co. of Georgia. 
“In recent years we have seen more 


aggressive activity by more companies 
in advertising and sales promotion than 
in any other period in the industry’s his- 
tory since the early part of this cen- 
tury,” said Mr. Richardson. “The ‘hard 
Sales 
Budgets are 
The many new companies re- 
cently organized are helping to fire up 
competition within the industry. More 
and more, coming to 
recognize the importance of public rela- 
tions activities, not only as a way of 


sell’ has come into advertising. 
tools are being sharpened. 
growing. 


companies are 


staying in line with sound public policy, 
but because of the healthy long- 
term effect on sales volume. There is a 
growing realization that public relations 
does not mean frills but is good busi- 
matter of 


also 


ness, a enlightened — self- 
interest. 

“The volume of advertising in national 
magazines has increased vigorously in 
the last five years. Virtually all this 
advertising now is conducted by some 
But the list 
is growing. One company is joining this 


20 of the large companies. 


month. As more companies extend their 
field organizations toward full national 





| find that to begin with he is a sound 
professional. That is, he knows how to 
write a press release, he is wise in the 


ways of communication. He sets out 
to earn a_ close relationship with his 
fellow staff members and he ends up 


by having them come to him for advice 
and guidance in communications prob- 
lems. They start out by wanting to 
know how to carry out policy; they end 
up by asking his assistance in the formu- 
lation of policy. 

“We are all just beginning to under- 
stand what public relations is about. In 
the years that stretch ahead of us, pub- 
lic relations will become what we might 
call a “built-in” function of management. 
We accept it today. When our under- 
standing matches our acceptance, then 
we will be on our way from a_ public 
relations point of view. 

“When you come right down to it, 
public relations cannot create a com- 
pany personality all by itself. But it can 
express that personality with utmost 
effectiveness. That’s what all of us need 
to understand. 

“The job of public relations men, it 
seems to me, is to build strongly on the 
current acceptance of management and 
to turn that acceptance into understand- 
ing. What’s the reward? For your com- 
pany, “Personality Plus.” For you, the 
never-ending task of keeping it a plus 
and not a minus factor. You may not 
live long or prosper in the doing—but 
you will certainly have a lot of fun, and 
what’s more, a tremendous sense of ac- 
complishment—which is, after all, what 
we live for.” 
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LIFE ADVERTISERS ASSOCIATION AT NEW ORLEANS | ‘ 
aa Higher Ad Budgets in *vssemation wwe shall see siding fl oy 


entries into this area of advertising 


Sunday supplement newspaper advertic. Ma 
ing approaching a national basis is use, 
effectively by one company. It seem, 
reasonable that the use of this mediyy 9 PAL 
will be expanded. National network ry. 
dio is used successfully by one company Mut 


Another company is doing splendidly oy 

major network TV, and still another jx 

entering bigtime TV this fall. Cost oj 
(Continued on Page 22) 





Your Mutual 
Benefit Life 


. Man say 





difference |. 
between : 
a job and |: 


a career.” |: 





That’s true in every field—but es 
pecially true when it comes to selling 
life insurance. When you’re simply be 
doing a job, everyone knows it. Fe & 
When you're building a_ lifetime 
career, everybody knows that— — w 
including the client, the General & of 
Agent and the Home Office. Because - 
they concentrate on building careers. & 
Mutual Benefit Life men like 
LawrenceV. Powell, CLU, of Kan- 
kakee, Illinois, 
“go places” fast— 
in gaining clients’ 
respect and earn- 
ing good livings. 
The Mutual Bene- 
fit Life Insurance 
Company, New- 
ark, New Jersey 
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additional ° . ~ must find out what it is. In our own Turning to the creative opportunities a company sa blicl 

tional : d ae any says publicly. 

idvertising Creative Thinking a company we have taken one step toward of the LAA man, Mr. Palmer suggested “Creativeness is needed in planning 
Tr advertis. Management Need Today introducing ‘automation _ in _ selling’ that perhaps the LAA man had more’ both the deeds we perform and the 
ISIS 1S used oa = le —— a opportunity to “throw away the book words we speak. Each of our compa- 

t seems sa riefly, this selling tool enables our and dream” than some other home office nies has the great op i ‘ 
: : ’ lies has d portunity for crea- 
1s medium pALMER TELLS LAA MEMBERS agents to a many pts sage at : employes, such as lawyers and under- tiveness in discovering new products or 
etwork ra. . . time instead of one at a time through writers who are restricted by certain coverages, new methods, new merchan- 
> company Mutual — = oe , Sees the use of moving pictures. If an agent rules and regulations. dise techniques. 
endidly on Growing in: eo“ pa gen stands before a group of people who _“Your job, by its very nature, is crea- “Tf we do not show creativeness in 
a i in Yavings Necor — his gpl and he _ = of tive,” the speaker declared. “Our busi- the actions or performance of our com- 
- Cost of , . : lose people request personalized in- ness is judged basically on two factors: pany, we could easily fail to keep 
22) New Orleans—The life deg nt formation, we feel that is 100% auto- (1) on its deeds or the actions it takes; abreast of public desires and_ public 

agent was characterized as the “sales- mation of his time. and (2) is judged by its words, or what needs.” 


man of savings” in a speech by H. Bruce 
Palmer, president of Mutual Benefit 
Life, Newark, N. J., speaking before the 
annual meeting of Life Advertisers As- 
ciation. Mr. Palmer said that the role 
of the insurance agent in the present 
economy is of extreme importance. Not 
only does he make available a service 
which is high on the list of man’s innate 


desires, but the agent, together with rep- 
resentatives of all financial institutions, 
has a responsibility to drain off more 
savings dollars in order that the econ- 
omy may be maintained in high gear, 
the speaker added. 

“Because of the tight money market 
of today, the efforts of the ‘salesman of 
savings’ must be increased many-fold,” 
Mr. Palmer declared. “He also needs 
the help of the advertising, public rela- 
tions and sales promotion men in his 
company more than ever. Perhaps most 
of all, he needs enlightened management 
which will, through its creative efforts, 
develop new sales and merchandising 
techniques.” 

Mr. Palmer, youngest president of a 
major life insurance company, explained 
that the life insurance business, as well 
as other businesses, needs “fresh think- 
ing” on the part of its management. He 
urged that creative thinking takes the 
place of following the precepts of “the 
book.” 

“In our business I deplore the ‘me too’ 
philosophy,” Mr. Palmer declared. “This 
philosophy says, let’s follow the leader 
> if only for expedience sake. It is fol- 

lowed by too many entrusted with the 
welfare of a great industry. Instead, 
why don’t we dream and act in the 
realm of the right, and when the pages 
of the book of our total opportunities 
have been written it is my hope that 
creative courage will be found in every 
chapter, yes, on every page, yes, in 
every sentence. 

“There is only one criterion by which 
we should judge the right when we are 
treading down any experimental paths. 
That is, to judge what is ultimately 
good for the policyholder, for the agent 
who has built our business, and for the 
) industry and our company.” Mr. Palmer 

emphasized that he did not wish to infer 
to the audience that there is no creative 
thinking now in business. There is a 
great deal, he hastened to add, but much 
more is needed. 


Aids for Salesmen 





t e8 “There is, for example, the tremendous 
‘lling Progress being made in electronics,” Mr. 
nly Palmer said. “In this field, some of our 

Pp" best genius has been utilized to create 
s It an instrument which will revolutionize 
time the operation of many businesses, pos- 
Wee: sibly our own. In our own home office 
at We are often stunned by the realization 
reral of the changes that will come in the 
auie immediate future through the use of 

our electronic machines. 

cers, ‘The word automation has been given 
like to all of this. We welcome this develop- 
‘ai ment and we believe that our employes, 


whom we have kept informed on this 
development, do, too. They see new 
°pportunities for themselves. 

ut we need further creative effort 
to show us how we can bring automa- 
tion to the sales operation, as an exam- 
Ple. Can we expect our salesmen to 
Work 40 to 50 hours a week, not includ- 
Ing night and Sunday calls, when their 
colleagues in the home office have had 
their leisure hours increased and their 
working hours decreased by automation ? 

ere is an answer to this and we 























HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


BIG UMBRELLA, 
SMALL OUTLAY 


And while be may not now think so, we know his 
needs or wants may some day change. So Income 
Protection is convertible—to anniversary nearest 
age 65—for the FULL amount then at risk—with- 
out evidence of insurability. 


Many widows already know the value of this 
"Women and Children First” plan. 


"A Star in the West..." 


*“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 





When buyers want—for whatever reason—the 
largest amount of immediate life insurance pro- 
tection they can get for the smallest possible out- 
lay, they continue to turn to Occidental’s Income 
Protection policy or rider. 


Decreasing Term for any period of 10 to 50 years, 
with or without a basic policy, and payable as in- 
come or single sum, this plan permits the buyer to 
raise a big, comforting umbrella over his family 
or business. 
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300 Agents and GA’s Attend 4.Day 
Washington Nat’! Convention at Banff 


More than 300 agents and general 
agents from the Washington National of 
Evanston, Ill, attended the recent four- 
day general agency department conven- 
tion at the Banff Springs Hotel in 
Canada. 

Qualification quotas over a two-year 
period formed the basis for invitation to 
this well balanced meeting. The 
vention theme was “Opportunities Un- 


con- 


limited.” 

Talks by Chairman of Board R. J. 
Wetterlund, President P. W. Watt and 
Agency Vice President Kenneth Mullins 
highlighted the opening of the business 
sessions. 

In his talk entitled, “Today - Tomor- 
row,” Mr. Wetterlund pointed out that 
increased service to the public, an active 
public relations program by each agent, 
self-improvement through Study and the 
record accomplishments of past years, all 
point to an industry and field force that 
will grow both “in stature as well as in 
numbers” in the years ahead. 


Wetterlund on Variable Annuities 


Mr. Wetterlund also participated in 
the discussion on variable annuities, say- 
ing that he was personally not opposed 
to efforts of interests who wish to ex- 
periment with a. new idea. “However,” 
he remarked, “I am opposed to the life 
insurance company as we know it today, 
doing anything that might harm the 
good name of the life insurance busi- 
ness.” 

He declared that if company manage- 
ment feels it must participate in the 
variable annuity experiment and tie-in 
common stocks, “it should not do it 
within the present life insurance com- 
pany framework but through a separate 
organization.” 

Watt on Growth Through Opportunity 

President Watt in his address, “Growth 
Through Opportunity,” stressed the im- 
portance of short range goals and the 
favorable economic climate for more 
sales. According to Mr. Watt, some of 
the reasons for this optimism are: con- 
tinued increase in the population, the 
healthy and expanding economy, an “in- 
surance awareness” by the as yet under- 
insured public, home office steps to keep 
pace with the changing times and favor- 
able predictions for the future by eco- 
nomic experts. Mr. Watt also brought 
out: 

“Perhaps the great volume of life and 
A. &S. insurance which has been writ- 
ten the past few years has affected 
the thinking of those who are partici- 
pating so actively. It seems natural for 
the reaction to follow that since such a 
tremendous job of selling has been done, 
prospects will rc. and fewer. 
The truth is that we have barely started 
to do our job. nce 

“On one hand, pe@ple are seriously 
under-insured. On the*other hand, they 
have more money with which to buy 
the protection thev so vitally need. The 
eminent Dr. S. S. Huebner, president 
emeritus of the American College of 
Life Underwriters, recently said, ‘Pron- 
erty values are insured 85% but life 
values only 10%.’ One reason for opti- 
mism and a source of prospects can be 
found in his statement. 

“Furthermore, with the nation’s econ- 
omy expanding and the population in- 
creasing, the market for our product 
ever changes and expands. Both the 
underwriter and the home office are 
being challenged to keep pace... .” 


Mullins Cites Achievements 


_ Agency Vice President Kenneth Mul- 
lins presented in detail achievements 
in the general agency department since 


the last convention in 1954. In addition 
to helping set sales records, he looked 
upon these developments as being instru- 
mental in increasing the average sized 
policy and reducing lapses. 

A hard-hitting program was initiated 
for the General Agency Department, he 
said, with a 1956 goal of a 200% increase 
in written life insurance, a 400% increase 
of life insurance in force, and a 100% 
increase in A. & H. premiums collected. 


Kenneth Porter Dramatizes His Life 


Another featured speaker, Agent Ken- 
neth Porter, Phoenix, Ariz., talked on 
the topic, “This Is. Your Life.” Mr. 
Porter, a leading producer of the com- 
pany, ran a half hour film before -his 
talk. It was an actual filming of his 
appearance on the Ralph Edwards’ net- 
work TV show of the same-name. The 
movie gave a moving description of his 
determination to lead a normal life even 
though paralyzed from neck to knees 
as a result of spinal injuries received 
while with the Marines in the Solomon 
Islands, 

After showing of the film, Mr. Porter 
elaborated on his belief that “life is 
what you make it.” The advantages of 
professional] type selling and hints on 
making larger sales concluded the talk. 

Harold Van Every, district agent in 
Minneapolis for the Bankers Life of 
Iowa, was guest speaker. Mr. Van 
Every, life-time member of the MDRT 
who also holds membership in his ccm- 
pany’s top honor clubs, graduated from 
the University of Minnesota where he 
participated in football and basketball. 
He was named “All Big Ten” and “Most 
Valuable Player” in football in 1939 and 
also won the Big Ten medal for scholar- 
ship and athletics in 1940. Before enter- 











Our 10th Anniversary Year 
A Friendly Welcome Awaits You at 
MEYERS-CRISONA AGENCY, INC. 


General Agent 
CONTINENTAL ASSURANCE COMPANY 


89-30 161st Street, Jamaica 32, N. Y. 
Phone: JAmaica 3-3540-1-2 


Personalized Service for Brokers 
TRY US ON YOUR NEXT CASE. ASK FOR HARRY OR GEORGE 





ing the insurance profession, he played 


two years of professional football: for 
the Green Bay Packers. 
Mr. Van Every’s talk on “How I 


Control the Insurance in 200 Families” 
consisted of a review of his start in the 
business and the various approaches used 
for a savings and social security talk. 
Insurance was compared with bank serv- 
iges from three standpoints: loss of 
health, death and retirement. Approaches 
used with a two interview method and 
the minimums established before the 
second interview were also discussed. 
Other convention speakers and their 
topics were: Agent Ralph Matlin, Los 


Angeles, “Human_ Interest Selling” ; 
Agent H. Keith Johnson, Chicago, 
“Heads ‘or- Tails’; Agent Daniel L. 


Clark, Milwaukee, “It’s the ‘Close’ That 
Makes the Man.” 

Agency supervisors participated in a 
skit entitled, “Preparing for Banff”; and 
two panel type skits were offered—one 
including four agents and another four 
wives of agents. Executives froin the 
Group department conducted a session 
giving pointers on Group business. 

In addition to the- business sessions, 
a special breakfast for President’s Club 
members and their wives and a banquet 
at which production leaders received rec- 
ognition were held. Entertainment in- 
cluded a trip to the Mount Norquay 
chair lift and a sightseeing tour to Lake 














SUPERVISING GENERAL AGENTS WANTED... 


239% Commissions 
During First 20 Years Plus 
Lifetime Renewals 


Top first year commissions—Best money making contract on the 
market with Immediate Vested Renewals! 


Louise. 





for Charitable Institutions. 
4. LOWER rates for Females. 


Della, attorney, Baltimore, Md.; 


Fila.; 


Phoenix, Ariz.; 
James K. McShane, 


can Bankers Life of Florida; 
surance Co. of Florida. 





IN LESS THAN FOUR YEARS OF ACTIVE OPERATIONS 
OVER $108,000,000 IN FORCE 


1. Complete line of very competitive policies, including new Preferred 
Whole Life 20, Preferred Paid-Up at 65, Annual Renewable Term, 
Quadruple Protection and unusual investment plans. 

2. SPECIAL SPLIT DOLLAR PENSION PACKAGE — No U. S. 
Treasury Department approval necessary. 


3. SPECIAL BEQUEST POLICY — New and Unique — Terrific Appeal 


5. EXCELLENT Substandard Facilities. 
Attractive Franchises 
in New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 25 Other States 
eres OF DIRECTORS: Joseph H. te’ V.P., Eastern Air Lines, Miami, Fla.; George 


Service, Inc., Wilmington, Dela.; George S. Eccles, president, First Security Corpo- 
ration System of Banks of Utah, Idaho and Wyoming; Thornton M. Fincher, V.P. and 
Treasurer, Security Trust Co., Miami, Fla.; 
Eduardo Morales, Executive V.P., Pan American Bank, Miami, Fla.: 
Knox, Jr., President, Knox Corporation, Thomson, Ga.; 
Saree S. Ling, Executive V.P. of American Banker: 

-D., director, Doctors Hospital, Inc., Miami, Fla.; James G. 
Ranni, president of American Bankers Life of Florida; 
Philip Stoller, Executive V.P. of American Bankers In- 


STOCK OPTIONS FOR AGENTS ON PRODUCTION BASIS. 
Write or wire: LEO SEXTON 
General Manager, Agency Department 


AMERICAN BANKERS LIFE ASSURANCE COMPANY 
OF FLORIDA 


345 N. E. Second Avenue, Miami 32, Florida 
JAMES G. RANNI, PRESIDENT, LIFE MEMBER MDRT 


K. Dolliver, president, Credit Finance 


Paul L. E. Helliwell, attorney, Miami, 
Peter S. 
my Insurance, 
s Life of Florida; 


Tom L. 


R. Kirk Landon, V.P. of Ameri- 




















a EDA 


cemented 











an 





« WNW YY YY NI IV 


|WEGHORN| 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 



















AOI DO 





Life Co. of Virginia 
Wins Advertising Award 


Outdoor advertising by Life Co. of Vir- 
ginia has won the top award in a 
national advertising competition. 

Each: year the Affiliated Advertising 
Agencies Network offers awards in a 
number of advertising categories. The 
gold award, signifying first place in its 
category, was given Life of Virginia for 
a 24-sheet poster design showing a little 
boy and gir] being measured for height, 
with the accompanying text reading, 
“Give Them a Full Measure of Protec- 
tion.” 

John Moyler, Jr., second vice presi- 
dent in charge of advertising and public 
relations for Life of Virginia, said this 
poster was one of four designs used by 
his company in the past 12 months. Life 
of Virginia has had extensive outdoor 
showings. During its 85th anniversary 
month, March, 1956, it displayed more 
than 1,000 boards in 110 cities. 

Affiliated Advertising Agencies Net- 
work is an inter-agency group with some 
40 members in the United States and 
Canada. The winning entry was sub- 
mitted by Life of Virginia’s advertising 
agency, Cargill and Wilson, Inc., Rich- 
mond, a member of the AAAN, 

Presentation of the award was made 
at a dinner in Richmond on Septem- 
ber 21. 


N. Y. Life Promotions 


(Continued from Page 14) 





1924. He became an actuarial supervisor 
in 1944, assistant actuary in 1945, and 
associate actuary in 1949. He is im 
charge of electronic calculations in the 
actuarial department. 

Mr. McPherson, who is in the office 
of vice president of personnel, C. W. V. 
Meares, joined the company in Wash- 
ington, D. C. in 1927. He became office 
manager in the Baltimore branch 1 
1935, in the Washington branch in 1) 
and came to the home office in 1945. He 
became deputy comptroller in 1946 and 
assistant vice president in 1954. 

Mr. Sternhell, who is in the insurance 
research department, has been an assls- 
tant vice president since 1954. He joined 
New York Life in 1951 after 15 years 
in various phases of actuarial research 
with Metropolitan Life. 

Mr. Sweetser, who will remain in Mr. 
Phillips’ office, came to New York Lite 
in 1937 and was transferred to the actt- 
arial department in 1938. In 1949 he was 
placed in charge of the mathematica 
division of the department. In 1950 he 
was transferred to Mr. Phillips’ office 
and in 1954 he was made an assistant 
vice president. 
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The Man from Equitable who helped to send 53 children to college 


During a dull evening not too many months 
ago, The Man from Equitable was browsing 
through his files. To his surprise, he found 
that 53 boys and girls were going to college 
as a direct result of Equitable policies he 
had sold their fathers. 

Then he recalled what his agency man- 
ager had said a long time ago. A good in- 
come is important, of course, but being The 


Man from Equitable is far more than just a 
livelihood. It’s a way of life that brings satis- 
factions which money alone can’t buy. 

The satisfaction of knowing that 53 boys 
and girls were getting a good education. 
The satisfaction of taking an active part in 
community activities, from Boy Scouts to 
Big Brother. The satisfaction of being 
looked up to wherever he went—and getting 


a friendly smile from people he barely knew. 
It’s good, he thought, to be The Man from 
Equitable. 


Living Insurance 
by Equitable, New York 


The Equitable Life Assurance Society oi the U. S., 393 Seventh Avenue, New York 1, N. Y. 
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Fitzhugh Traylor New 
President CLU Society 


OTHER OFFICERS ARE ELECTED 


Society; Distinguished Service 
to Associations 





Fitzhugh Traylor, CLU, of Indianapo- 
lis, former school teacher who has been 
with Equitable Society for 34 
became the 13th president of American 


years, 


Society of Chartered Life Underwriters 
at the annual meeting of the Socicty, 
Tuesday, in Washington. 

At the same meeting it was announced 
that the CLU Society is now just short 





FITZHUGH TRAYLOR 


that the 
100th local CLU Chapter is now in proc- 


of four thousand strong, and 


ess of formation. 


Members of the American Society 
who attended the breakfast heard the 
announcement that Robert L. Woods, 
CLU, general agent for Massachusetts 
Mutual Life, Los Angeles, had been 
elected secretary of the Society by the 
customary mail ballot. 

At the same time, Frederick W. Floyd, 
CLU, manager in Philadelphia for Life 
Insurance Co. of Virginia, was reelected 
treasurer; and two other officers of the 
Society were elevated to the next higher 
position in accordance with traditional 
practice. 

These were Eugene C. DeVol, CLU, 
general agent, Philadelphia, for National 
Life of Vermont, who became first vice 
president, and William H. Andrews, Jr., 


CLU, manager Greensboro, N. C., for 
Jefferson Standard, second vice presi- 
dent. 
Directors Elected 
It was announced that the following 


set of five new directors, each represent- 
ing one of the geographical regions of 
the American Society, had been elected: 
Walter L. Downing, associate general 
agent, for New England Life; 
William L. Spencer, agent, Youngstown, 
Ohio, for Equitable Society; H. Cochran 
Fisher, agent, Washington, for Aetna 
Life; C. William Scott, associate gen- 
eral agent, Kansas City, for Massa- 
chusetts Mutual Life: and Paul A. Wal- 
lace, special agent, Seattle for North- 
western Mutual Life. 

\ sixth director was elected to fill the 
unexpired term of the late Sid Marean 


Joston 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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Pacific Mutual Names Grubin 
Oakland Agency Manager 


Grubin has been named 
Oakland Agency of 
Mutual Life. The appointment 
announced by Ralph J. Walker, 
Mutual vice president in charge 
of agencies. 

Mr. Grubin began with Pacific Mutual 
in 1948 as a field representative in Los 
Angeles, and was advanced to the post 
of supervisor, then to that of an 
assistant general agent. 


Leslie L. 
manager of the 
Pacific 
was 
Pacific 





of Cincinnati. Fritz A. Lichtenberg, Jr., 
agent for Massachusetts Mutual Life, 
Columbus, O., was chosen to fill the 
vacant post. 

Kitzhugh Traylor, the new president, 
had been successively a director, secre- 
tary, second and first vice president of 
the American Society. He has been 
agency manager for Equitable Society 
in Indianapolis since 1943, and prior to 
that was agent, district manager, as- 
sistant agency manager, and agenev 
manager in Boston. He was also a field 
instructor for the home office of the 
company 

Amon other positions held by) Mr. 
Travlor were these: president of Boston 
Life Underwriters Association, Boston 
General Agents and Managers Associa- 
tion, director, Indianapolis Life Under- 
writers Association, and vice president, 
Indiana State Life Underwriters Asso- 
ciation. 

He was first president of the Equi- 
table CLU’ Association, and was chair- 
man of the first CLU Institute at Uni- 
versity of Connecticut in 1946. He was 
a member of the founding committee of 
life Insurance Marketing Institute at 
Purdue University. 

Mr. Travlor received his CLU desig- 
nation in 1930 after taking all five ex- 
aminations the same vear. He received 
the American College’s Certificate in 
Life Insurance Agency Management in 
1934. and was president of Boston Chapn- 
ter of American Society of CLU’s in 
1934-36. 

Membership in American Society, ac- 
cording to the announcement made at 
the annual hreakfast, stood at 3,984. 
more than double the membership of 
seven years ago. 

George Neitlich, CLU, manager in 
suburban Boston for Metronolitan Life, 
who was the retiring president of the 
Society, presided at the breakfast. A 
silver pitcher was presented to him by 
officers and members of the Societv in 
recognition of his service as_ president 
and kev figure in the Society during 
recent years. 
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JAMES F. MacGRATH, General Agent 
WALLY CLAPP, The Eastern Underwriter 
Small Groups — 10 to 24 Lives 


Do you realize what a wonderful market 


have a streamlined method for developing 


Many cases can be put into effect 
without Home Office underwriting. 
rules are Simple and make it possible for 
the small firm to arrange benefits with a 
minimum of fuss and bother. 


THE UNITED STATES LIFE INSURANCE CO. 
Agency Supervisor—TOM DEANE 
84 William Street, New York 38, N. Y. 


Named in Scarsdale, N. Y. 


For Connecticut General 


JOHN THAYER TAINTOR 


Connecticut General, Hartford, will 
open a branch office in Scarsdale, N. Y., 
Vice President Stuart F. Smith 
nounced. 

The new agency is in keeping with the 
company’s expansion program for the 
metropolitan New York area. It will be 
under the direction of John Thayer 
Taintor who has been serving as mana- 
ger of the company’s 42nd Street branch 
office in New York City. 

All operations at the 42nd Street office 
are being absorbed by the Scarsdale 
agency and a new mid-Manhattan office 
to be opened later this fall. 

Manager Taintor will direct a staff of 
nine full-time agents. David E. Jeffery, 
Jr., Group manager, will be in charge 
of the development and administration 
of employe benefit programs for Group 
clients in the Westchester County area. 

Connecticut General will occupy 2,100 
square feet of working space on the first 
floor of the new Overhill Building. Its 
quarters will be fully air-conditioned. 
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Guarantee Mutual Holds 
Convention in New York 


AT WALDORF - ASTORIA HOTEL 
President Ralph E. Kiplinger Head; 
Delegation From the Home Office; 
Over 100 in Attendance 





Over 100 members of the field organj- 
zation of Guarantee Mutual Life 4; 
Omaha attended a convention at the 
Waldorf-Astoria Hotel in New York 
this week. 

President Ralph E. Kiplinger extended 
the official welcome to the agents, gep. 
eral agents and home office associates 
and their wives at breakfast last Sun 
day morning. The meeting was under 
the general direction of Agency Vice 
President J. D. Anderson and featured 


many contributions from agents and 
general agents with outstandinz sales 
records. 

Qualification for attendance — ended 


June 30 of this vear. The field sales or 
ganization established during August th, 
ereatest month of sales ever recorded jy 
the history of the company. 

Guarantee Mutual operates in 2 
states and the Territory of Hawaii and 
all sections in the operating territory 
were represented by members of th 
field organization who qualified to at 
tend the meeting. 


Anderson Chairman 


J. D. Anderson, agency vice president, 
made the opening talk following the 
welcome of President Kiplinger, and 
was chairman of the business sessions 
Among the field speakers were B. W 
Flinders. Burbank, Cal.; Abe Newman, 
Akron, Ohio; W. S. Hunt, Tulsa; W. D 
Rediger, Milford. Neb.: C. W. Croley, 
Albany, Ore.; and W. W. Cooley, Salem, 
Ore. Dr. J. P. Donelan talked on un- 
derwriting trends. 

Guest speakers were Milton Goldberg, 
director of research on staff of agency 
vice president, Equitable Society; Dr 


Kenneth McFarland, General Motors; 
Rev. Bob Richards of Long Beach 
Church of the Brethren, Los Angeles, 


and an Olympic pole vaulter; and Bur- 
nett Huey, Life Insurance Agency Man- 
agement Association. 


Lee Wilks Made President 
Of International Claim 


Lee Wilks, vice president, Lincoln Na- 
tional Life, Fort Wayne, was elected 
president of the International Claim As- 
sociation at the 47th annual meeting last 
week at Old Point Comfort, Va. Other 
officers are Wallace Wessels, manager, 
claim department, Phoenix Mutual, Hart- 
ford, vice president: Louis L. Graham, 
vice president. Business Men’s Assur- 
ance, Kansas City, secretary; John Mc- 
Alexander, assistant secretary, Bankers 
National Life, Monclair, N. J., treasurer 

Elected to the executive committee for 
two years were George Lane. Ir., man- 
ager. Groun disability claims, Metropol- 
tan Life, New York; Edwin Linthicum. 





Ir.. secretary, life accident and Grou 
claim denartment, the Travelers, Hart- 
ford; Walter T. Mav. assistant secre- 


tary, Massachusetts Mutual, Springfield, 
Mass.; John Kirkendale, claims manager. 
North American Life Assurance, To- 
ronto: Howard JT. LeClair, vice president, 
Mutual Benefit Health & Accident Asso- 
ciation, Omaha. ‘ 
Elected to the executive committee for 
one year were Turner O. Houston. as 
sistant secretary, Peninsular Life, Jack- 
sonville; Daniel A. McCabe, general mar- 
ager, claim department, The Prudentia. 
Newark; TL. L. Phelps, assistant vic’ 
president. North American Life, Chicago: 
Samuel B. Reed, assistant secretary. 
Connecticut General, Hartford. 
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BMA Sales Department Promotions 


Promotions for five members of the 
cales department of the Business Men’s 
Assurance were announced by J. W. 
Sayler, vice president in charge of sales. 
Due to expansion in company operations, 
the following promotions have been made 


among sales department officials: C. R. 
Moreland, regional field manager; Jack 
E. Bernet, advertising manager; James 


E, Wavada, sales promotion manager; 
J. K. Higdon, sales promotion supervisor ; 
John R. Lilla, sales record supervisor. 

Gc RR Moreland has been associated 
with BMA since 1939, has been a mem- 
her of the sales department since 1947, 
and was named sales assistant in 1949, 
He will now supervise all of the activities 
of the home office territory operations 
and will work with G. J. Tritch, field 
manager, in the expansion and develop- 
ment of other BMA territory 

Jack E. Bernet, who will be in charge 
of the company’s advertising and pub- 
licity programs, joined the BMA sales 
department in June of this year as 
advertising consultant. Prior to his as- 
sociation with BMA he was advertising 
and public relations director of the Sin- 
clair Coal Co. of Kansas City and the 
Peabody and Southern Coal Companies 
of Chicago. Bernet did graduate work in 


Equitable Society Makes 
Group Department Changes 


Further changes in Equitable Life As- 
surance Society’s Group department, de- 
signed for increased effectiveness on the 
top management level, were announced 
by Vice President Merle A. Gulick. 

Changes involve new assignments for 
three Equitable career employes, George 
E. Parker, who assumes the new post 
of Group department sales manager, 
Thomas J. Attridge, who becomes man- 
ager of the newly created southwestern 
Group field department with headquar- 
ters in Dallas, and James C. Brunson, 
who steps in as manager of the new 
east central Group field department with 
headquarters is Cleveland. 

Mr. Parker, working out of the New 
York home office, will supervise the fol- 
lowing divisions: proposal, sales develop- 
ment, competition, underwriting liaison, 
new business control, new business issue, 
and commission authorization. He re- 
ports directly to Second Vice President 
H. H. Pierpont. The new appointee was 
formerly associate manager of the home 
office, a position he held since 1950. 

Mr. Attridge, new southwestern de- 
partment manager, will initially supervise 
Equitable agency territories in Texas, 
New Mexico and Arizona. The Denver 
and Cheyenne territories will be added 
to his department at the beginning of 
1957. 

Mr. Brunson’s new east central de- 
partment will be made up of Group field 
divisions whose headquarters are in 
Cleveland, Detroit and Indianapolis. He 
formerly served in Group sales and sales 
management in Louisville, Atlanta, and 
Cincinnati. 


Journalism at the University of Kansas. 

James E. Wavada joined BMA in 1947 
and entered the sales department in 
1953. Since that time he has had a part 
in the preparation of all sales material 
and is responsible for publication of the 
BMA Bulletin for salesmen. With the 
establishment of the new sales promotion 
division, Wavada will direct all sales pro- 
motion activities. 

John Kenneth Higdon, who will super- 
vise the promotion and distribution of 
sales aids and the development of sales 
training material, has been a member of 
the BMA sales department since Janu- 
ary, 1956. Higdon worked in various de- 
partments of the company before serv- 
ing in the Navy in World War IT. Upon 
graduation from Kansas University in 
1948 he served as a jet pilot.in the Air 
Force, holding the rank of Captain at the 
time of his discharge in January of this 
vear. He is the son of BMA President 
J. C. Higdon. 

Tohn R. Lilla has been associated with 
BMA since 1948. After returning from 
active duty in the Marine Corps in 1953, 
Lilla worked in the policyowner’s service 
department of the comnany and was 
transferred to sales in 1955. His new 
duties include the supervision of all pro- 
duction records. 


August Sales Set Record 


August purchases of life insurance, 
amounting to $4,544000,000 and the 
largest August total on record, brought 
the aggregate for the first eight months 
of the year to $33,871,000,000, or 11% 
more than the record total of a year ago. 
The August figure, reported by the Life 
Insurance Agency Management Associ- 
ation, was 23% greater than the $3,645,- 
000,000 in August of last year. 

Purchases of Ordinary life insurance 
in August were $2,888,000,000 or 12% 
over August a year ago. This was the 
largest August total on record for Ordin- 
ary insurance. The number of Ordinary 
policies purchased in August was 656,000, 
bringing the first eight month’s total to 
5,283,000, up 7% from a year ago. 

Industrial life insurance bought in Au- 
gust amounted to $526,000,000, up 2% 
from the corresponding month last year. 

New Group life insurance amounted to 
$1,130,000,000 in August, a new record for 
the month and an increase of 102% from 
August a year ago. These figures rep- 
resent new Groups set up only and not 
additions under Group insurance con- 
tracts already in force. 

In the first eight months of this year. 
Ordinary life insurance bought accounted 
for $22,623,000,000, an increase of 13% 
over last year. Industrial life insurance 
purchases represented $4,178,000,000 of 
this year’s eight-month total, down 2% 
from last year. New Group life insur- 
ance amounted to $7,070,000,000, an in- 
crease of 11% from the first eight 
months of last year. Last year’s figure 
includes the additions of $1,925,000,000 
made in April to the Federal Employes 
group. Without this, the eight-month 
total of new Group life insurance this 
vear was 59% greater than a year ago. 





WE ARE 
BUILDING 
IN THESE 

STATES! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


LIFE INSURANCE CO. of AMERICA 


WILMINGTON 99, DELAWARE 






STIGATE AT ONCE! 





INVESTIGATE OUR 
PROPOSAL... LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


COMPETITIVE ADVANTAGES 


L.LC.A. Policies are replete with unusual 
selling features. For instance—the L.I.C.A. 
DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65... returns all 

paid in additi to face amount 
death tonetit during period (20 years) in 
which premiums are paid. 


MERCHANDISING ADVANTAGES 
A hard-hitting, sales producing program 
from “mail to sale’. The modern, up-to- 
the-minute aids we furnish are tested and 
proved for powerful selling force. Every- 
thing furnished to you without charge. 





ADVERTISING ADVANTAGES 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


CONTRACT ADVANTAGES 

10 pay Life * 20 pay Life * 30 pay Life 
* Life paid at 65 * modified Life » whole 
Life * preferred Life * double protection 
* 5 types of endowment + 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


SPECIAL HELP ADVANTAGES 


We have an outstanding Assistance plan 
— affords you unlimited earning possibili- 
ties. We give you the backing and whole- 
hearted support for positive success. 


CASH-IN-POCKET ADVANTAGES 


This is truly a “ground floor” opportunity. 
L..C.A.’s vigorous program of agency 
building offers outstanding opportunities 
for both types of general agents — pro- 
ducing and organizing. Wonderful brok- 
erage and surplus agreements! You can 
make money with L.I.C.A. 














Mutual of N. Y. Liberalizes 
Double Indemnity Rules 


Older people will be able to buy addi- 
tional insurance against accidental death, 
as a result of action announced by Mu- 
tual of New York. 

Double indemnity previously was not 
issuable by Mutual Life if the applicant 
was over 55 years old. Under the com- 
pany’s liberalized rules, the benefit will 
be issuable up to age 60 in new life insur- 
ance policies and can be included in 
existing policies if the insured is not 
over 60. Premiums for the double indem- 
nity provision are payable to age 65, 
when the coverage ceases. 

Also provided in the benefit is an addi- 
tional indemnity against public convey- 
ance accidents, that is, where double in- 
demnity would normally be payable, the 
total payment will be three times the 
face amount of the policy, instead of 
twice the face amount, if death results 


Bankers of Iowa Increases 

New business issued and paid-for in 
Bankers Life, Des Moines, for the first 
eight months of 1956 totaled $186,348,334, 
an increase of nearly $28 million over the 
same period last year. Of this total 
$111,465,047 was Ordinary insurance and 
$74,883,287 was Group insurance. 

Production for the month of August 
totaled $22,553,700, an increase of over 
$2 million over the same month last 
vear. Of this amount $14,827,731 was 
Ordinary insurance and $7,725,969 Group 
insurance, 

Total insurance in force in Bankers 
Life had reached a new high of $2,580,- 
472,569 by the end of August. Of this 
total $1,608,573,286 was Ordinary insur- 
ance and $971,899,283 Group insurance. 





from an accident while riding as a pas- 
senger in a commercial vehicle operated 
for hire. 











Good News from: 








The Broker’s Company - 


Northeastern Life 


INSURANCE COMPANY OF NEW YORK 
PREFERRED WHOLE LIFE: Minimum $10,000 — Guaranteed 


Low Cost — Waiver of Premium Benefit automatically 





included on standard issues. $20.06 per $1,000 at age 35. 


HOME OFFICE —110 WILLIAM STREET * NEW YORK 38, N.Y. 





* WORTH 4-0440 
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Edward J. Sisley Dead; 
Headed Brokerage Firm 


MANY YEARS WITH TRAVELERS 
Long Pentiaset ta’ Mow York Life 
Underwriters Assn. and Insurance 
Education 


Edward J. Sisley, senior partner of the 
insurance brokerage firm of Sisley & 
Brinckerhoff, Inc., 80 John Street, New 
York, and for many years head of an 
agency for the Travelers, died at his 
home in Woodcliff Lake, N. J. on Sun- 
day at the age of 83. For many years 
he was prominent in the affairs of the 
Life Underwriters Assn. of New York 
City serving on its executive committee 
but always declining the presidency. He 
was interested in insurance education, 
the launching of a life insurance course 
at New York University being his idea 
and the was instrumental in’ bringing 
Griffin M. Lovelace, well known insur- 
ance educator, from Carnegie Institute 
to New York University. 

Native of England, Mr. Sisley came to 
this country at the turn of the centurv 
as a WMCA secretary. He met T. P. 
Spencer, then in charge of the Travelers 
life insurance for Greater New York, 
becoming an agent for that company. 
He was a million dollar writer for many 
years. In 1917 he and Walter W. Brinck- 
erhoff, also a Travelers agent, formed 
the general agency firm of Sisley & 
Brinckerhoff. In 1931 they gave up the 
Travelers general agency continuing as 
a general insurance brokerage firm. 

Mr. Sisley was a former board mem- 
ber of the Hackensack Hospital Asso- 
ciation, Hackensack, N. J., and former 
member of the board of directors of the 
Beekman - Downtown Hospital, New 
York. He was founder and member of 
the board of governors of the Tri-Boro 
Ambulance Service, Park Ridge. 

Mr. Sisley was also a former member 
of the Brough Council of Woodcliff Lake 
and was past president of its Board of 
Education. In both world wars, he was 
president of Pascack Valley chapter of 
American Red Cross. He was also presi- 
dent for four decades of the Choir Asso- 
ciation of Pascack Reformed Church of 
Park Ridge 

Surviving are 
Sisley, and a son, 


his wife, 
John B. 


Mrs. Lucy H. 
Sisley. 





Murphy Miami Gen’! Agent 
Of American Bankers Life 





~ & 
JOHN V. MURPHY, JR. 


The appointment of John V. Murphy, 
Jr.asa general agent of American Bank- 
ers Life in Miami has been announced 
by James G. Ranni, president of the 
company. Mr. Murphy comes to the 
American Bankers with nine years’ ex- 
perience in the business. He was for- 
merly a general agent representing a 
large eastern company for the state of 
Virginia with headquarters in Rich- 
mond, 


State Farm Life Tops 
$1 Billion in Force 


RECOGNITION GIVEN TO AGENTS 





Goal Reached 27 Years and Five Months 
From Company’s Inception in 1929, 


President M. G. Fuller States 


State Farm Life of Bloomington, III., 
has reached $1,000,000,000 of Ordinary 
life insurance in force, Morris G. Fuller, 
president, announced today (September 
28). The mark was attained mid-way in 
the company’s 28th year. 

President Fuller stated that the billion 
dollar goal was reached in 27 years and 
five months from the date State Farm 
Life began business in April, 1929. As of 
June 30 the company’s assets exceeded 
$114 million and its surplus to policy- 
holders was over $15,600,000. Through 
August 31 of this year the field force 
paid for $133,500,000 of new Ordinary 
business. 

In recognition of this outstanding per- 
agents of the State Farm 
Companies are being saluted in double- 
page, two-color ads appearing in leading 
insurance trade journals. Entitled “With- 
out this man, the zeros mean nothing,” 


formance 








LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 





PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





the ads congratulate State Farm Life 
agents for their sales efforts. 

Adlai H. Rust, president of State Farm 
Mutual and chief executive officer of 
the group, commended the State Farm 
agency force on attaining the billion 
dollar goal. 

“To reach a billion dollars of Ordinary 
life insurance in force in less than 28 
years is significant,” Mr. Rust stated. 
“This is the mark that is associated with 
maturity in the life insurance business, 
and means that we have come of age 
in this field. It is even more significant,” 
he added, “that every dollar of this bil- 
lion was sold by the same men who have 
insured 4,500,000 automobiles and are 
writing better than $20 million annually 


of fire insurance premiums. 





“Net cost to whom, 


Mr. Prospect?” 


A PROMINENT MID-WEST BROKER, 
who frequently sells Manufactur- 
ers *G.M.P. when substantial low- 
cost permanent protection is called 
for, answers his clients’ “Net Cost”? 
question this way: 

“Net cost to whom, Mr. Pros- 
pect? 

“The reason I ask is because 
many people refer to net cost when 
they really mean net cost if sur- 
rendered. That may not be the most 
important consideration to you 
because: 

“First, your real purpose in pur- 
chasing this insurance is to provide 
the most protection for the lowest 
guaranteed outlay—and you want 
to have the privilege of keeping it 
as long as you want it. 


“Secondly, $1,000 a year at age 





*Whole Life, non-par, $25,000 minimum, 


35 will provide over $54,000 of 
G.M.P.—as compared to less than 
$43,000 under most whole life par 
plans for which low net surrender 
costs are currently estimated. 


“If you take a contract designed 
primarily to yield low net cost on 
surrender, and you die in the early 
years, the actual “‘cost” to your 
beneficiary in reduced protection 
can be as much as $11,000—per- 
haps even more. That’s the really 
significant “cost” picture, Mr. 
Prospect—not one that requires 
giving up your insurance, not one 
dependent on high dividend earn- 
ings, but one that provides maxi- 
mum benefits for your beneficiary 
if you die.” 


Why don’t you call Manufactur- 
ers Life for help with your next 
“Net Cost”’ competitive case. 


BRANCH OFFICES IN THE FOLLOWING CITIES 


BALTIMORE * CHICAGO 


CINCINNATI ¢ CLEVELAND « 


COLUMBUS «¢ DETROIT 


HARTFORD * HONOLULU ¢ LANSING * LOS ANGELES ¢ MINNEAPOLIS «© NEWARK 


PHILADELPHIA e¢ PITTSBURGH e 


PORTLAND « 


SAGINAW ¢ SAN FRANCISCO 


SEATTLE «© SPOKANE * WASHINGTON, D.C. 


Also licensed in Arizona, Delaware, Idaho, Virginia, and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


36-56 @ 





ee 





ee 


ASS'T MANAGER WANTED 
IN NEW YORK CITY 


Rapid growth forces us to go out 
of our Agency for a full time, 
career life underwriter, successful 
in our business for 2 years or 
more, who would like to work 
toward Agency Management for 
one of the largest ordinary com- 
panies in America. Please write 
Box 2451, The Eastern Under- 
writer, 93 Nassau Street, New 
York, giving age, experience, and 
training. All replies strictly con- 
fidential. 


Richardson At LAA 


(Continued from Page 16) 











these national network media make 


them unfeasible for companies not hay- 
ing a widespread field force. But radio 
and television are being used on a 
regional and local basis. There will be 
continued increase in the use of these 
media. 
Entering Broader Fields 

“Adding to the magazine, radio, and 
TV messages sponsored by 
companies are the nationwide newspaper 
campaigns conducted by the Institute of 
Life Insurance in the United States and 
by the Canadian Life Officers Associa- 
tion in Canada. 

“Expenditures for mass media during 
the next ten years will increase not only 
in amount but in relation to sales. Since 


the record shows that life insurance 
companies are not standing up very well 
to the competition for the consumer’s 
dollar, a more realistic attitude toward 
survival seems to dictate bigger budgets 
and more aggressive advertising. If our 
industry’s effectiveness as marketers is 
to continue we must meet the competi- 
tion in the arena of ideas and attitudes 
and wants. Every company should do 
as much as it individually can in its own 
particular locality. There will be consid- 
erable increase in use of local mass 
media, particularly community newspa- 
pers and radio. There will be more cost- 
sharing with the agent. This advertis- 
ing, based on research to find the most 
successful appeals in specific markets, 
will be much more skillfully prepared. 
Forward looks see budgets steadily ris- 
ing during the next decennium, but not 
in spectacular fashion. By 1966, some- 
one may have found the magic formula 
for relating advertising expenditures to 
a reliable guide—sales, premium income, 
assets, or what have you. Advertising 
will be better integrated with selling 
techniques and advertising will play 2 
more important role in the entire sales 
process. 

“In this process there will be no les- 
sening of the importance of the agent. 
Advertisers will continue to recognize 
that advertising is intended to build 
favorable attitudes toward insurance 
and a particular company, to pave the 
way for the agent who must, in the 
end, provide the counseling, fix the 
need, and consummate the sale. Adver- 
tising will continue to build the stature 
of the agent by presenting him as a 
community leader, a professional coun- 
selor, a good man to know.” 
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ALC Annual Convention Program 


ALC President Joseph M. Bryan has 
announced a full program for the gen- 
eral sessions of the American Life Con- 
yention annual meeting to be held at 
the Edgewater Beach Hotel in Chicago, 
October 8-12. Mr. Bryan is also senior 
vice president of Jefferson Standard 
Life and chairman of Pilot Life, both of 
Greensboro, N. C. 

Nine prominent men, including five 
noted figures outside the life insurance 
industry and four, who may properly be 
called industry men will address the 
two-day general session, on October 10- 
11, About 1,000 key life insurance execu- 
tives representing 251 member compa- 
nies of the ALC from 44 states, the Dis- 
trict of Columbia and three provinces of 
Canada will gather in Chicago, for the 
3Ist annual meeting. 

Three of the five men from outside 
the industry are chairman of the board 


of noted American corporations: Lucius 
D. Clay, Continental Can Co.; Robert E. 
Wilson, Standard Oil of Indiana; and 


Marriner S. Eccles, First Security Cor- 
poration of Salt Lake City. Mr. Eccles 
former chairman of the Federal 


Reserve Board. Also D. W. Ambridge, 
president and general manager of 

Ahitibi Power & Paper Co. of Toronto, 
Canada, and Edward R. Murrow, noted 
news reporter and analyst, who is also a 
member of the board of directors of 
CBS. 

The four men more closely connected 
with the insurance industry include 
Oregon Insurance Commissioner Robert 
B. Taylor, president of the National As- 
sociation of Insurance Commissioners; 
and Lester O. Schriver, managing di- 
rector of the National Association of 
Life Underwriters. Two insurance com- 
pany presidents will also address the 
annual meeting; Henry S. Beers, presi- 
dent of Aetna Life, Hartford; and 
Walter G. Voecks, president of Lutheran 
Mutual Life of Waverly, Iowa. 

According to President Bryan’s an- 
nouncement, the first of two general 
sessions will open at 9:30 Wednesday 
morning, October 10, with an invocation 
by Reverend Adolph Bohn, D.D., minis- 
ter of the Edgewater Presbyterian 
Church of Chicago. The first item on 
the program will be the traditional presi- 
dential address given by President 
3ryan. He will be followed by Execu- 
tive Vice President Claris Adams mak- 
ing his annual report. 

Commissioner Taylor of Oregon, presi- 


is a 


dent of the NAIC, will follow Mr. 
Adz ams, representing the regulatory 
bodies of the industry. The next 


speaker will be Lester O. Schriver, man- 
aging director of NALU, representing 
the agents’ point of view. 

The Wednesday morning session will 
be concluded by an address by Mr. Am- 
bridge, with a paper entitled “The 
North American Pulp and Paper Indus- 
ry 

The second general session will begin 
at 9:30 Thursday morning with an ad- 
dress by Mr. Beers, on “Mass Selling 
in the Feld of Life Insurance.” He will 
be followed by Edward R. Murrow, 
speaking on American Foreign Policy. 

The final speaker of the morning ses- 
sion will be Robert E. Wilson, who will 
present “The Outlook for the Petroleum 
Industry.” 

The annual meeting will reconvene in 
the afternoon to hear Marriner S. 
Eccles, who will discuss the “Problem 
ot Maintaining Economic Stability with 
Maximum Employment and _ Produc- 
tion.” He will be followed by Mr. 
Voecks, whose address is entitiled, “To- 
morrow in the Light of Yesterday.” The 
final speaker on the Thursday after- 
9 program will be General Lucius D. 

ay 

The general sessions will be held in 
the ballroom of the Edgewater Beach 





R. H. Hartley Named Mgr. 
In Tulsa for Life of Va. 


Robert H. Hartley, a 1956 member of 
the MDRT and a recipient this year of 
the NQA, has been named manager in 


Hotel on Wednesday and Thursday of 
the week-long annual meeting of ALC 
The meeting will open on Monday, Oc- ; é ees 
tober 8, with the Legal Section gather- Tulsa by Life Ins, Co. of Virginia. 
ing which will continue on Tuesday. A disbursing agent with the U.S 
The Agency Section will also hold its Army Transport Corps in Australia and 
meeting on Tuesday. The Combination § a vice consul and disbursing agent with 
Companies Section will hold a luncheon’ the Department of State in the Philip- 


meeting on Wednesday, October 10. Fol- pines, Mr. Hartley began his insurance 
lowing the. general session, the Finan- career in Tulsa in 1952 with Jefferson 
cial Section will hold an all-day meeting Standard. He has more recently repre- 


on Friday. sented Southwestern in the same city. 


Franklin Names J. F. Byrne 


John F. Byrne has been appointed 
general agent in Granada Hills, Cal., for 
Franklin Life of Springfield, Ill. Mr. 
Byrne was for 21 years associated with 
The Prudential. Starting in the Newark 
office he later moved to the western 
home office mortgage loan department. 
Five years ago he transferred to field 
work in the Van Nuys and Northridge 
othces. 

In his new position with the Franklin, 
Mr. Byrne will develop the West Val- 
ley area. 








— THE HIGHEST PAYING, MOST PERMANENT AND | 
EASIEST. TO-SERVICE FORM OF COVERAGE YOU HAVE BEEN OFFERED! 


P Highest Paving 


Yes, Group Life is the highest-paying form of 
Group Coverage—both to you as the agent of 
record and to the employer. You, as agent, bene- 
fit through substantial commissions paid on Group 
Life business—a coverage which does not require 
your constant time and attention. 

The employer benefits through increased employee 
efficiency, better em- 
ployer-employee rela- 
SIGNIFICANT FACTS tions and decreased 
ABOUT THE COMPANY labor turnover, as well 

as through dividends 
which accumulate due 
to favorable claim ex- 
perience. 


After a Group 


the employer. 
come in, since 
employer. 


are handled by 


you have less 





In a short span of years, Washington 
National has become one of the lead- 
ing multiple-line personal protection 





institutions writing Life, Accident, 
Health, Hospitalization, Franchise 
and Group Insurance. It is in the top 


25 percent of companies in Life In- earnings for me! 





legal reserve stock accident and health C) Send further details immediately 


companies in premium income. Its 
courteous and efficient service is ren- 


oe to more than 3,000,000 policy- 


NAME 


about selling Group Life Insurance and the 
marvelous opportunity it presents in increased 


[J Hove your Field Supervisor contact me at the address shown below 


sine villa parle See) 


J Most Pormanent 


Life plan has been in force for over 


one year, necessary reserves have been accumulated 
and favorable experience credits begin to accrue to 


It is difficult for a competitor to 
credits have been accruing for the 


V Easiott te -Sorvice 


Group Life coverage does not require constant at- 
tention and claim servicing. All Group Life claims 


the Home Office Claim Department, 


and only regular courtesy calls on the group by you, 
the agent, are necessary. With Group Life coverage 


service work, thus giving you more 


time to devote to other lines. 
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Increase Coverage for 900 


Chock Full O’ Nuts Workers 

Life insurance coverage for 900 Chock 
Full O’ Nuts Corporation employes has 
been increased from a previous maxi- 
mum of $10,000 to up to $25,000 at no 
William Black, 


The entire cost of 


cost to the employes, 
president, announced 
the employes’ life insurance program, 
1944, 


restaurant and 


inaugurated in has always been 


absorbed by the coffee 
company. 

Mr. Black said that 
ceive $1,000 of free life insurance cover- 
age after the first year of work. There- 
after, the policy is increased $1,000 for 
each year of employment until the in- 


all employes re- 


surance protection reaches $25,000. Pre- 
viously, the maximum was $10,000 for ten 


or more years of Chock Full O’ Nuts 
employment. 

Mr. Black said that employes who 
have been with the company eleven 


years, for example, would receive $11,000 
worth of free life insurance coverage, 
while those with Chock Full O’ Nuts 
twenty or twenty-five years would im- 
mediately gain $20,000 or $25,000 policies, 
etc. 

It was estimated the up-to-$25,000 cov- 
erage would bring the company’s new 
life insurance coverage to about $4,000,- 
000. Included in the program are em- 
ployes in Chock Full O’ Nuts restaurant 
chain; its coffee-roasting plant in Brook- 
lyn; its bakery in Harrison, N. J., and 
the home office in New York City. 


Connecticut Mutual Holds 
Mortgage Loan Conference 


Forty-five mortgage loan represen- 
tatives of Connecticut Mutual Life 
attended a three-day conference last 
week at the company’s home office in 
Hartford. Vice President Frederick J. 
Eberle was in charge of the conference. 
Peter M. Fraser, chairman, and Charles 
J. Zimmerman, president of Connecticut 
Mutual, spoke. 

One topic of particular interest dis- 
cussed was the large increase in the 
number of new shopping centers through- 
out the country and the need of such 
centers if well located. Also discussed 
were general topics concerning mort- 
gage loan problems, policies and prac- 
tices. 

Other home office people who partici- 
pated included George A. Scheidler, as- 
sistant vice president; E. C. Joslin, 
supervisor of city loans, and Edward 
Orchard, assistant supervisor of city 
loans. 

Connecticut Mutual now has more 
than $358 million invested in urban 
mortgage loans representing approxi- 
mately 30% of the total invested funds 
of the company. It also has $26 million, 
book value, in real estate purchased for 
investment. 


William T. Wingo Named 


William T. Wingo has been appointed 
assistant to Byron T. Jenings, manager 
of the pension and employe benefit de- 
partment, Cincinnati Agency, Union Cen- 
tral Life. Mr. Wingo’s appointment, 
effective September 15, was announced 
by Judd C. Benson, manager of the 
Cincinnati agency. 

Mr. Wingo attended the University of 
Cincinnati and is an honor graduate of 
the Salmon P. Chase College of Law. He 
was awarded the Order of Curia upon 
graduation. During the past few years he 
has been engaged in the practice of law 
as an associate of Lindhorst and Drei- 
dame, and prior to that for four years ho 
was employed in the law and actuarial 
departments of another insurance com 
pany. 

Mr. Benson stated that because of th: 
unusual increase in pension, profit shar- 
ing and employe benefit plans during the 
past several years it is desirable to add 
to the staff. 





Cash Prizes Offered 
For Best Sales Ideas 


Prizes totaling $250 will be awarded 
for top sales ideas in the fifth annual 
insurance contest sponsored by Success- 
ful Farming magazine. The awards will 
go to the insurance salesmen who write 
the best letters on the subject, “How 
| use my company’s advertising in ‘Suc- 
cessful Farming.” Letters may be any 
length, contest officials say, with empha- 
sis on the ideas presented, not fine 
writing. 

Prizes include a first prize of $100, 
second prize, $50, third prize, $25, and 
15 prizes of $5 each. 

Purpose of the contest is to find suc- 
cessful ideas used by insurance salesmen 
and share those ideas with others. All 
who enter the contest will receive a com- 
plete digest of the best letters as well 
as the names of the winners. 

This is the fifth contest of this nature 
sponsored by the magazine. Previous 
contests have developed some very suc- 
cessful ideas, contest officials report. One 
agent held an evening meeting for vo- 
cational agriculture students and used 
sales helps furnished ‘by Successful 
Farming. He reported, “That one meet- 
ing brought me $20,000 in applications 
and I will get $30,000 more from the 
group.” 

Contest 


FOR 


Arthur Arnow, Inc. 
Bergen-Eiber Agency 

B & R Brokerage 

Barker Fire Office, Inc. 
Berkshire Life Insur. Co. 
Brooklyn Underwriting Agcy. 
A. L. Carr Agency 


Continental American Life 
Insurance Company 
General Adjustment Bureau 





entries should be mailed to 


4000 sq. ft. - 26 Court St., Brooklyn 


in Brooklyn's most prominent Insurance Building 


Immediate posse:sion! Excellent light. Soundproof 
ceiling, Kentile floors, fluorescent lighting. For- 
merly occupied by prominent insurance company. 


Present insurance tenants include: 


LORD MANAGEMENT CORP. 


RENT 


Mass. Mutual Life Insur. Co. 
New York Life Insurance Co. 
Paston Agency 

Penn Mutual Life Insur. Co. 
Prudential Insurance Co. 
Travelers Insurance Co. 


Union Casualty Life 
Insurance Company 


Wallace Insurance Company 
James K. Wilson, Inc. 


26 COURT STREET 
Brooklyn, N. Y., TR 5-8697 





Successful Farming, Des 
Towa. The contest closes 
Prize money will be sent 


Don _ Ross, 
Moines 3, 
December 1. 


the winners in time for Christmas shop- 
ping. 


ANICO announces 


the Executive Special plan 
$25,000 minimum issue polisy 


\A 


GUARANTEED 
RATES AND VALUES pgp $1,000 
AT SPECIMEN AGE 35 










ante "on Ve © Annual Premium $ 18.89 
® 20th Year Cash Value sais 
® 20th Year Paid Up 556.00 
®* Cash at 65 Pd. Up Ins. -419.00 
* 20 Premiums “a 377.80 





ORDINARY LIFE Paip UP AT 95 
© Standard and Sub-Standard 6 










death © 
Something id 


field. 






Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


--=~ AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





MORE THAN 3 BILLIONS, 500 MILLIONS IN FORCE 








Joins Life Insurance 
Marketing Institute 


John W. Lawrence, Jr., of Chicago, 
has joined the staff of the Life Insur- 
ance Marketing Institute at Purdue 
University, Hal L. Nutt, director of the 
Institute, has announced. Mr. Lawrence 
has accepted the post of assistant di- 
rector, 

A native of Kansas City, Mo., Mr. 
Lawrence attended high school in Salt 
Lake City and graduated from the Uni- 
versity of Utah with a B.A. degree in 
mathematics. While in school he re- 
ceived letters in football baseball, track, 
and fencing, and was president of Phi 
Delta Theta fraternity. 

After graduation he enlisted in the 
U. S. Army Counter Intelligence Corps 
and spent a year and a half behind the 
Iron Curtain in Germany. Following his 
discharge from the Army, he spent four 
months traveling throughout Europe, 
and then started to work for the Massa- 
chusetts Mutual in Chicago. 

Mr. Lawrence entered Purdue’s Life 
Insurance Marketing Institute and was 
successful in selling over $600,000 worth 
ot insurance during his first full year as 
an agent while attending the Institute. 
At Purdue, Mr. Lawrence will instruct 
and counsel the younger students in the 
school in addition to handling adminis- 
trative assignments, 

The Life Insurance Marketing Insti- 
tute was established at Purdue in 1945 
and since then has trained thousands of 
agents in the life insurance business. 
The regular program covers one year of 
classroom and supervised field work. 
Classroom study is divided into basic, in- 
termediate, and advanced courses of 
four weeks each. In addition, one-week 
indoctrination courses are available to 
new agents. 

Other members of the staff at the 
Present time are Bernard Haught and 
Edward C. Childs, also assistant di- 
rectors. 





Franklin Life’s August 
Sales Show Gain of 47% 


During August new paid sales of the 
Franklin Life, Springfield, TIl., totaled 
$58.456,969, a gain of 474% over the 
same month last year. Sales for the 
month represented a new all-time record 
in new paid sales for anv single month 
in the history of the Franklin. New 
paid sales durins the first eight months 
of 1956 showed a gain of 34.4% over 
the same period last vear. bringing out- 
standing coverage to $2,276.972.721. This 
represents a net gain of $252,146,158 
since January 1. 
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Miller Commissioner 
West Virginia Dept. 


sUCCEEDS THOMAS J. GILLOOLY 





; ; 
rmer Attorney for State’s Inheritance 
= Tax Division; His Military 
Experience 





Louie Miller, Jr., of Charleston, 36- 
year-old Chief Deputy State Insurance 
Commissioner, yesterday was elevated to 
insurance Commissioner by Governor 
Marland. The appointment is effective 
October 1. He succeeds Thomas J. 
Gillooly of Clarksburg, who has resigned 
4, become associate counsel for Ameri- 
ean Life Convention in Chicago, 

Mr. Miller was named chief deputy 

more than a year ago when Commis- 
sioner Gillooly reorganized and expanded 
the Insurance Department as authorized 
under a new law. He was attorney and 
director for the inheritance tax division 
of the State Tax Commission from 1951 
until he entered the Insurance Depart- 
7 ial of Law graduate in 1949 
from the University of Chicago, Mr. 
Miller practiced law in Charleston for 
about two years before becoming Tax 
‘ommissioner. : 
— previously had received an A.B. 
degree from Morris Harvey College in 
1946. Born in Charleston in 1920 he was 
craduated from Charleston High School. 
He entered the Army as a private in 
1042 and was discharged in 1945 as a 
first lieutenant. He was overseas with 
the 339th Infantry Regiment during his 
last year of duty. From 1945 to 1950, he 
remained wtih the U. S. Army- Reserve 
and also joined the Illinois National 
Guard, rising to the rank of captain in 
hoth military organizations. In 1950 he 
served in the regular Army, and_ since 
1951 has continued his activities in the 
Army Reserve. 

Commissioner Miller is a member of 
the Charleston and West Virginia bar 
associations and Reserve Officers Asso- 
ciation. He is a Mason and Methodist. 





A. J. Polk, Jr., J. T. Burgess, 
Get John Hancock Posts 


Alvar J. Polk, Jr., has been appointed 
director of pension trust and employe 
consultation sales and service for the 
John Hancock. Mr. Polk was formerly 
administrative assistant on the staff of 
Group Vice President Clarence W. 
Wyatt. His new responsibilities, in addi- 
tion to those he has had for the under- 
writing and servicing of such type 
plans, also will include sales promotion 
and field training. 

At the same time Vice President R. 
Radcliffe Massey announced that James 
T. Burgess has been appointed director 
of Group sales development in the com- 
pany’s general agency department. Tor- 
merly supervisor of pension trust and 
employe consultation sales in the Group 
department, Mr. Burgess’s new function 
will be to help the general agencv de- 
partnient take full advantage of the 
Group lines offered by the John Han- 
cock, 





Columbian National Life’s 
Presidents Club Meeting 


Columbian National Life, Boston, con- 
cluded a three-day Presidents’ Club 
Conference at The Broadmoor, Colorado 
Springs, Colorado. 

Attending from Columbian National’s 
home office were President Julian D. 
Anthony, Vice President Fred S. Sibley, 
both of whom addressed the members; 
William T. Condon Henry W. Cook, Jr., 
Christopher F. Lee, John J. McDevitt, 
Eric C. Nissen, Jr., Frederick M. Smail 
and Leonard J. Watson. 

Mr. Condon conducted a_ two-day 
seminar on business insurance, Mr. Nis- 
sen presented the company’s new Group 
Major medical. Mr. Watson introduced 
4 new direct mail program. 


Life Investors Holdings 

Life Insurance Investors, Inc. in its 
new statement for the period ended July 
31 reports that 89.8% of its original $21 
had been invested in 
life insurance stocks. The net asset val- 
ues per share was $15.25, compared with 
$15.57 on January 1. 

New investments during the first six 
months include 5,300 shares of Business 
Men’s Assurance, 1,450 Great American 
Life Underwriters (Franklin Life hold- 
ing company), 20,000 shares of Nation- 
wide Corp., and 4,270 shares of Peerless. 

Life Insurance Investors added 158 
shares of Kansas City Life, making its 
total holdings 738 shares; Life Insurance 
Co, of Virginia holdings now consist of 
8,405 shares, an increase of 1,150; North- 
western National Life shares were in- 
creased by 2,700 shares, the new total 
being 8,500; and Sun Life of Canada in- 
vestment was increased by 500 shares to 
a total of 1,800. 


million of funds 





Kirkland Co-Manager for 


° ° = ° 
Guardian in Birmingham 
Appointment of Emmett O. Kirkland 
as co-manager, in partnership with Bar- 
ney Copeland, of its Birmingham, Ala., 
agency has been announced by The 
Guardian Life. 

A native of Birmingham, Mr. Kirkland 
attended the public schools there and 
entered the insurance business in 1946. 
He is currently president of the Birming- 
ham Life Underwriters Association and 
chairman of the law and legislature com- 
mittee of the association. Mr. Kirkland 
is a past commander of the Birmingham 
American Legion and past chairman of 
the American Legion Jr. baseball team. 

Mr. Copeland has been manager for 
The Guardian since 1938 in partnership 
with Justin Fuller whose death occurred 
earlier this year. 


YOUR 


FOREIGN PROBLEMS 


ARE OUR 


“DOMESTIC’ CASES 


For over 30 years we have specialized in life insurance of 
all kinds on foreign risks — ordinary as well as group em- 
ployee benefit plans. American Life branch offices and 
agencies encompass much of the world — our mail service 
and affiliated companies cover the rest. Don’t pass up your 
foreign prospects! Just write or call: 





VOUMIE 


Cane LIFE 


aco 





825-827 Washington Street, Wilmington, Delaware 





New England Life Reports 
Record Ordinary Sales 


Record sales of $60.8 million of new 
Ordinary life insurance in August, 40.2% 
more than the previous record for that 
month set in 1955, were reported by O. 
Kelley Anderson, president of New Eng- 
land Life. 

Sales for the first eight months of 1956 
are running 30.7% ahead of 1955, the 
company’s previous peak year. 





LIFE INSURANCE COMPANY 








Family Income with a 
“Christmas Bonus” 


All family income plans pay the beneficiary a regular 
monthly income. But... in addition . . . Jefferson Stand- 
ard makes an extra payment each Christmas Season. 
Guaranteeing 2/2 % on policies currently issued, Jeffer- 
son Standard has never paid less than 4% on proceeds 
left on deposit to provide income. Extra Christmas in- 
come, provided by additional interest, is another BIG 
PLUS enjoyed by Jefferson Standard’s Mr. 4%. 


Jetierson \andard 


Home Office: Greensboro, N.C. 
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United States Life Names 


Eastern Insurance Agency 
United States Life, New York, an- 
nounces the recent appointment of East- 
ern Insurance Agency, Inc., Boston, as 
a general agent in that city. The agency 
is under the direction of Frank Mc- 
Lucas, president; William T. Donahue, 
vice president, and Richard H. Foster, 
treasurer. 

Frank McLucas began his insurance 
career in 1951 as a broker and in July 
of 1955 incorporated the Eastern Insur- 
ance Agency. In the past year, he re- 
ports a 400% increase in business. A 
native New Englander, Mr. McLucas is 
a graduate of Northeastern University. 
Prior to field, 
he was an electrical engineer with the 
30ston He is a past presi- 
dent of the Cap Cod Commercial Travel- 


entering the insurance 


Edison Co. 
ers; also, a past councilor of Somerville 


Lodge, United Order of 
Travelers. 


Commercial 


A graduate of Boston University, Vice 
President William Donahue is also gen- 
eral sales manager of the Eastern In- 
surance Agency. 

Treasurer Richard HH. Foster holds de- 
grees from Holy Cross and an LE, de- 
gree for post-graduate work at Babson 
Institute. At the present time, he is 
working towards his CLU designation. 


Manhattan Life A»noints 
W. H. Knox, Jr. General Agt. 


Walter H. Knox, Jr. has been ap- 
pointed general agent of Manhattan Life 
in Midland, Texas. Mr. Knox has been 
in the insurance field for a number of 
years, first as insurance officer in the 
U. S. Army and later as a broker with 
the Government Personnel Mutual, and 
Minnesota Mutual Life. 

He is a veteran of World War II, 
with five years active service overseas. 
Upon his return to the U. S. in 1945 
he became an insurance officer in the 
Regular Army where he remained until 
his retirement as a major in 1953. 

He is a graduate of Mississippi State 
College where he received a B.S. degree 
in chemistry and physics. 

An active member of the 
Association of Life Underwriters, 


National 
Mr. 


Knox is also a Mason and, for the past 
two years, has been vice-president of the 
Panhandle Chapter Chinchilla Associ- 
ation of America. 
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Again in 1956-57 


A national advertising program 
of dramatic pictures and copy 
showing why... 


ee 
When someone's counting on you... 


you can count on life insurance 


A NEW SERIES OF 13 MESSAGES: 


— beginning in October and continuing 
through next May 

— appearing in 525 daily newspapers 

—plus announcements on 30 major radio 
stations 


—reaching combined audiences of more 
than 50,000,000 persons 


Sponsored by the INSTITUTE OF LIFE INSURANCE 
488 Madison Avenue, New York 22, N. Y. 
in the interest of life insurance and its policyholders 
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Denny Griswold 


One of the fast 
\merican business is that of public re- 


growing fields in 


lations in which 100,000 people are now 


engaged. Objective of public relations in 
husiness is to win good will of the pub- 
lic through professional know-how. It 
first manifested itself in business when 
the Standard Oil Co., at the time the 
most unpopular corporation in America, 
engaged a public relations man. The 
chief Standard Oil executive, the late 
john D. Rockefeller, had become target 
for a continuous stream of abuse, in- 
cluding the publication of books of a 
derogatory nature. 

Indignant over the sneers, false state- 
ments and innuendos of the army of 
muckrakers and their failure to present a 
correct viewpoint of the business genius 
{ John D, Rockefeller and how his ac- 


livities so largely contributed to the na- 
tion’s economy in development of the 
oil industry, Standard Oil employed 
loseph Clark, a New York Herald editor, 
ior purpose of presenting the real facts 
) the public. Standard Oil engaged 
ie late Ivy Lee as its public rela- 
tions chief representative and he did 
an extraordinarily competent job in this 
post. Associated with Mr. Lee was 

Thomas J, Ross, name of the firm be- 
coming Ivy Lee and T. J. Ross. After 
Mr. Lee’s death Mr. Ross became head 
of Ivy Lee and T. J. Ross, a public re- 
lations organization which at the present 
lime represents some of the outstanding 
business institutions of America. Mr. 
Xoss is a director of the Home Insurance 
Lo, on boards of some other corpora- 
tons and the firm is also engaged in 
public relations for National Board of 
Fire Underwriters. 

The direct and allied activities of 

public relations people now result in 
more than a billion dollars worth of an- 
nual expenditures, a major part of which 
is in advertising. Also included are films, 
speaking programs, plant tour and more 
than $100,000,000 worth of printed mate- 
nals, such as reports, company publica- 
tions, booklets, brochures and other reg- 
ular and special publications going to 
customers, dealers, stockholders, em- 
ployes, community leaders and govern- 
ment officials. 
_ One of the principal figures in the pub- 
l¢ relations world is a woman. She is 
Denny Griswold, publisher of the Public 
Relations News, a weekly publication 
a. news developments in PR 
hele 

Public Relations News each year 
makes awards to ten companies or cor- 
borations in American business which 
jave displayed outstanding public rela- 
ons tor the vear. As was printed in 
He Eastern Undery riter last week the 
itst presentation of a 1955 PR award 
id the publication was to New York Life 
or the manner in which it has won good 
So at its large housing development at 
Tesh Meadows, Long Island. 


t} 
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Mrs. Griswold first met her future hus- 
band, the late Glenn Griswold, when he 
was editor and publisher of Business 
Week and a vice president of McGraw- 
Hill Publishing Co. for whom she had 
been working. After their marriage they 
together opened the public relations firm 
of Glenn Griswold Associates. During 
this experience she came to realize that 
there was a great need to educate man- 
agement to the importance of public 
relations in modern day society. The 
Griswolds consequently gave up their 
firm to preach the gospel of PR through 
a publication aimed at top management. 
Thus was born Public Relations News. 
Since Glenn Griswold’s death she has 
been carrying on as chief of Public 
Relations News which is regarded as a 
Bible in its field. Through reports of 
new techniques and developments, case 
studies, reviews of new public relations 
literature and _ hard-hitting editorials, 
Denny Griswold’s paper has helped pro- 
duce a new corps of management which 
considers PR opinion just as vital to an 
organization’s success as are some of 
the other divisions, especially in efficient 
production objectives. 

Today, at least 15 colleges offer de- 
grees in public relations, several of these 
on the graduate level, up to Ph.D at 
New York University. When in 1947, 
Boston University became the first school 
to offer an undergraduate degree in pub- 
lic relations, it recognized Denny Gris- 
wold as an appropriate person to deliver 
the principal address. Two years later, 
Theta Sigma Phi, the national journalism 
society, honored her as its oman of 
the Year.’ Freedom Foundations, Inc. 
singled her out for “outstanding achieve- 
ment in bringing about a better under- 
standing of the American Way of Life.” 
She founded the Committee on Women 
in Public Relations in 1946 and was its 
chairman for two years; she is also a 
member of the public relations committee 
of the Camp Fire Girls of America. 

Mrs. Griswold co-edited and helped 
write “Your Public Relations, the Stand- 
ard Public Relations Handbook,” which 
is used as a text in more than 40 educa- 
tional institutions. 

In 1952, the Federation for Railway 
Progress selected her as its public rela- 
tions award winner for that year. In the 
same year, she became the only woman 
on the U. S. Chamber of Commerce 39- 
member Public Relations Advisory Com- 
mittee. 

In an address made at the press con- 
ference where New York Life was pre- 
sented with an award because of its 
public relations at the Fresh Meadows 
housing development President Clarence 
J. Myers paid a tribute to competent 
public relations people and then said: 

“Perhaps I can best conclude these 
remarks by venturing to offer a personal 
opinion for what it mav be worth, speak- 
ing as a company president. Surely it is 
good sense for management to make the 
best use of all the tools available for 
the difficult job it has to do these days. 
Public relations is one such tool. In mv 
opinion it can be an extremely valuable 
one. 

“Too often, however, this tool is not 
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used to full capacity, or it is not used 
early enough. 

“When all is said and done in the end 
a company’s public relations office will 
only be as useful to management as 
management wants it to be. If manage- 
ment thinks of the public relations op- 
eration in a small way then it will occupy 
a small place in the company’s scheme 
of things and its contribution will be 
small. If management thinks it is impor- 
tant it will occupy a prominent place 
and its contribution will be significant. 

“The special value of this award to us 
at New York Life is that it is a vindica- 
tion of the public relations principles by 
which we try to live.” 


ee 


Fresh Meadows PR Described 


The Fresh Meadows housing in 
Queens, Long Island, of New York Life, 
is a 3,000 unit development on 188 acres 
providing living quarters for 11,000 per- 
sons. Public relations at Fresh Meadows 
which won the award of Public Rela- 
tions News includes these features: 

In developing friendly relations ‘be- 
tween neighbors and between tenants 
and landlord, core of the New York Life 
PR plan is a system of communication 
with tenants to keep them informed and 
enable the management to anticipate and 
serve needs of the residents. A folder, 
“Your Home in Fresh Meadows” is pre- 
pared for apartment seekers. It is enlived 
with colored copy and photos. These 
are pictures of the play area, some of 
the community’s 50 stores, its nursery 
center and school, theater, library and 
automatic laundries and typical rooms 
and buildings. As soon as a new resi- 
dent signs for an apartment he is pre- 
sented with 25 attractively printed an- 
nouncement letters and envelopes for 
mailing to friends. Copy reads: “This is 
to let you know that will reside 


ME Cree <8 Fresh Meadows after ........ 
Inside is a map of the community. 
When the newcomer moves in he is 


greeted with a welcome card from the 
resident manager. A directory and a 19- 
page booklet further orients the tenant. 
The former’ gives locations and_ tele- 
phone numbers of stores in the main and 
neighborhood shopping centers, carries 
listing of doctors and dentists, describes 
nearby transportation facilities, hospitals, 
churches, parks and golf courses; intro- 
duces members of Fresh Meadows staff 
and their special responsibilities. The 
booklet tells the story of the community, 
describes and illustrates the develop- 
ment’s facilities, explains the minimum 
regulations. 

Monthly messages are enclosed with 
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the rent bill. These are small leaflets, 
printed in color, and offering informa- 
tion with respect to better community 
living. Information is given about the 23 
community activity rooms and oppor- 
tunities for such groups as hobby, pho- 
tography, painting, etc., and such youth 
groups as Campfire Girls and Boy 
Scouts. 

Each year two special events are held. 
One is the tournament of terraces, a 
contest in which residents with terrace 
gardens compete for prizes offered by 
the management. During the week be- 
fore Christmas four male singers—the 
Dickens Quartet, don 19th Century cos- 
tumes, ride about the development in an 
old horse-drawn carriage and sing holi- 
day greetings. 

x * 


Manual on Insurance For Hospitals 


The American Hospital Association of 
Chicago has published a book, “Manual 
on Insurance for Hospitals.” The book- 
let explains all types of coverage—prop- 
erty damage and casualty, and it also 
presents in detail an insurance program 
on an actual hospital. 

This particular hospital plant itself is 
insured under a blanket fire and ex- 
tended coverage policy covering both the 
building and its contents. They are 
valued at approximately $1,800,000. The 
amount of insurance is $1,630,000. A 90% 
coinsurance clause contained in the 
Nlanket policy was regarded as 
factory in the event of loss 

Two other properties of the hospital 
which are actually apartment buildings 
used as nurses residences were each 
specifically insured both as to the build- 
ing and contents, and in both the 80% 
coinsurance clause was used. The rate 
at which the insurance was written be- 
cause of the main hospital itself, and 
the 90% coinsurance clause, was approxi- 
mately $.11 per $100 of insurance per 
year. 

The hospital’s liability coverage was 
in four policies, a comprehensive lia- 
bility, an auto liability, boiler and ma- 
chinery and workmen’s compensation 
policies. All these were placed in one 
company with exception of boiler and 
machinery. 

The hospital purchased three separate 
policies in reference to theft insurance: 
a commercial blanket bond in amount 
of $10,000, a depositor’s forgery bond in 
amount of $10,000; and broad form 
money and securities destruction policy 
in amount of $3,000. 

The hospital insured the stained glass 
in its chapel under a plate glass policy. 

The hospital insured its radium under 

(Continued on Page 38) 
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New Fire Prevention 
Film for Industry 


TITLE — “FIRST FIVE MINUTES” 


Chief Henry C Tine of Hartford 
Fire Dept. Featured; Copies of Film 
May Be Borrowed or Bought 


A new instructional film on fire pre- 
been re- 





vention in industry has just 
leased. Its title is “The First Five Min- 
utes,” and it Audio 
Productions, Inc., with the cooperation 


was produced by 





CHIEF HENRY G. THOMAS 
Hartford Fire Department 


Under- 
and 


Board of Fire 
black and white 


of the National 
writers. It is in 
runs 27 minutes. 

The film emphasizes the importance 
of the industrial fire brigade in plant 
fire prevention and protection, featuring 
Chief Henry G. Thomas of the Hart- 
ford Fire Department. Chief Thomas is 
a past president of the International As- 
sociation of Fire Chiefs, vice president 
of the National Fire Protection Associa- 
tion, and an authority on fire prevention. 


Purpose of Film 


Purpose of the film is to bring to 
management’s attention the fact that a 
very small number of big industrial fires 
every year are responsible for a sub- 
stantial portion of the nation’s total fire 
losses. Recently, according to the Na- 
tional Board of Fire Underwriters, 300 
large-loss fires—those resulting in losses 
of $250,000 or more—accounted for 23% 
of the year’s $785,000,000 losses. 

Such fires, the National Board ob- 
serves, have serious effect on the indus- 
try involved. Among other things, they 
result in: 

1. Loss of workers, who may obtain 
employment elsewhere after fire results 
in plant shut-down. 

2. Loss of customers, who may obtain 
their supplies from others because they 
cannot afford to wait for a razed plant 
to regain production. 

Loss of cash reserve resulting from 
costly repairs due to uninsured fire 
damage. 

4. Possible loss of competitive position 
brought about by curtailment of activity 
in research and development—activity 
which now must be spent on subsequent 
rebuilding and production changeovers. 
5. Loss to the community through de- 
crease in trade as a result of reduced 
earnings of workers living there. 


Big Fires Could Be Stopped at Outset 


_The film emphasizes that big fires, 
like all others, start as small ones, easily 


extinguishable by well-trained fire bri- 
gades acting decisively during the first 
few minutes. The film reminds the au- 
dience that the industrial fire brigade 
has responsibilities for calling the city 
fire department, safeguarding lives, 
fighting the fire, and protecting equip- 
ment and stock. - 

It refers briefly to the chemistry of 
fire and demonstrates the proper ex- 
tinguishment of fires in combustible 
solids, inflammable liquids, and in elec- 
trical equipment. 

Chief Thomas points out that every 
manufacturing plant contains many fire 
hazards. He tells the members of the 
fire brigade how they can best locate the 
fire hazards in their plant, what precau- 
tions they should take to prevent fires 


from starting, and what rules they 
should follow to prevent fires from 
spreading. 

The climax of the film is reached 


when Chief Thomas comments on the 
act ons of a well-trained industrial fire 
brigade and the audience sees how a 
fire in a manufacturing plant is con- 
tro'led, 

Copies of this film may be obtained 
on loan for training personnel without 
charge. Request should be addressed to 
Bureau of Communication Research, 
Inc., 13 East 37th Street, New York 16, 
N. Y. Prints of the film may be pur- 
chased from Audio Productions, Inc., 
630 Ninth Avenue, New York 36, N. Y. 

Chief Thomas was present and spoke 
before a group of press and public rela- 
tions representatives when a_ premiere 
showing of this excellent film was held 
in New York City last Friday. 


Honor Gallagher at 
Testimonial Dinner 


WINCHESTER AS TOASTMASTER 





Retiring U. S. Manager of Pearl Com- 
mended by Chisholm, Vincent, Smith, 
Stanley, Dumont for His Services 


broad 
and 


whose 
courage 


Vincent L. 
knowledge of 


Gallagher, 
insurance, 


genial personality have won him hosts 
of friends and admirers in the industry, 
was accorded a testimonial dinner by 
about 50 of his close friends on Monday 





D’ Arlene Studios 
VINCENT L. GALLAGHER 


evening at the Drug & Chemical Club 
in New York City. Mr. Gallagher, who 
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American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds, Inc. 


MANAGER 


92 William Street, 
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New York 38, N. Y. 




















is United States manager of the Pear] 
Assurance and president of the affiliated 
Monarch Insurance Co. of Ohio, is retiz. 
ing from active business and leaving to. 
day for Cocoanut Grove, Fla., where he 
and Mrs. Gallagher plan to live. He i 
being succeeded by Alfred T. Chisholm 
as chief administrative officer of the 
Pearl-American Group. The latter wa 
one of the speakers at Monday’s dinner 

Philip M. Winchester, prominent aq. 
juster, now associated with Allied Ad. 
justers, served as toastmaster at the 
banquet. Speakers who highly com. 
mended Mr. Gallagher for his many 
services to insurance included Lewis 4 
Vincent, general manager, National 
Board of Fire Underwriters; Everard p 
Smith, United States manager, Norwich 
Union Fire; Sumner Stanley, manager, 
New York Fire Insurance Rating Or- 
ganization, and John R. Dumont, for. 
merly manager of the Interstate Under- 
writers Board, now retired and living in 
New Jersey. 

Mr. Dumont lauded Mr. Gallagher as 
a moving force in getting the IUB or. 
ganized in 1929 as a means for proper 
handling and rating of multiple location 
risks. When the IUB was organized Mr. 
Dumont, who had served several years 
as Insurance Commissioner of Nebraska, 
came to New York to become the first 
manager of this board designed to bring 


order out of chaos in this new and 
growing branch of the fire insurance 
business. 


Mr. Gallagher was presented with a 
portable television set by Samuel A. 
Mehorter, chairman of McDaniel and 
Co., agents, on behalf of the guests 
present. Joseph G, Sullivan of the Amer- 
ica Fore Group and Clarence Fuss of 
Fuss and Larson, agents, were in charge 
of arrangements for the dinner. 





AGENTS’ SALES WORKSHOPS 


Springfield Companies’ Theme Is “Open 
the Door to Better Selling”; Work- 
shops Held in All States 
The sales workshops sponsored by the 
Springfield Insurance Companies, Spring- 
field, Mass., were inaugurated on Sep- 
tember 25, when meetings were held in 
Northampton, Mass., and Fort Wayne, 
Ind. “Open the Door to Better Selling’ 
is the theme of the workshops which 
are being held for the companies’ agents 
in all states from Maine to California. 

Designed to provide Springfield agents 
with proven sales techniques, _ these 
workshops are being conducted by com- 
pany agency officers, assisted by field- 
men. The Springfield men have receivel 
intensified sales training under the per- 
sonal supervision of Jack Lacy, one 0! 
the nation’s foremost professional sale: 
trainers. The workshop program is built 
around Mr. Lacy’s films and his Sale: 
Institute Course in Advanced Salesmar- 
ship. 

The Springfield sales workshops are 
providing the company’s agents wil! 
professional selling techniques. 


H. C. Johnson to Address 
N. Y. CPCU Conferment 


H. Clay Johnson, deputy United State: 
manager of the Royal-Liverpool Insur- 
ance Group, will speak at the annu 
Conferment Luncheon of the New Yor 
Chapter of the Society of Chartere: 
Property and Casualty Underwriters © 
Wednesday, October 17, 1956 at tht 
Hotel Biltmore, New York City. 

This annual event will feature the 
presentation of diplomas to those cand: 
dates in the New York area who hav 
successfully completed the CPCU exam: 
inations. Henry A. Herman of the Royé 
Liverpool Insurance Group, 150 Williat 
Street, is in charge of tickets which at 
priced at $6.00 each. 








COCHRAN SAILS FOR EUROPE 

William W. Cochran, executive Wi 
president of the Reinsurance Corporati 
of New York, sailed this week for Lot 
don on business. Mr. Cochran is 2 
secretary-treasurer of the Underwrite® 
Golf Association, and will miss the F® 
tournament today at the Westchest 
Country Club. 
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New National Board Ads Aim to 
Build Prestige For Local Agent 


How the National Board of Fire Un- 
lerwriters advertising campaigns main- 
win a basic concept that capital stock 
igsurance is quality coverage written 
py quality insurance companies through 
, quality system of distribution—the 
\merican Agency System—was outlined 
iy Frederick W. Westervelt, Jr., man- 
wer, pub ic relations department of the 
Yational Board, when he addressed the 
annual convention of the National Asso- 
sation of Insurance Agents in New York 
last week. He told also how the 1956-57 
campaign is especially designed to fea- 


YW 


" 





F. W. WESTERVELT, JR. 


ture the services and the high standing 
of the local agent in his home commu- 
nity, 

Originally placed in selected local 
newspapers, there was a gradual change 
from newspaper insertions to magazines 
having a national circulation, Mr. West- 
ervelt said. In 1933 the transition from 
newspapers to magazines was completed. 
It was felt that, through the use of 
national magazines, the message of the 
capital insurance companies on the na- 
ture of capital stock fire insurance, what 
it represents, the services it renders and 
its relation to other business, could be 
told more effectively to more readers. 


Strong Selling Point 


In the last few years there has been 
a gradual change in format, he continued. 
The advertising copy itself has been 
Written to stress the services of the 
capital stock insurance companies and 
their local agents or brokers. Last year 
the National Board’s advertising was so 
Written as to stress the value of the 


Mr, Westervelt declared. “The expert 
ability of the independent agent and 
broker to meet his clients’ insurance 


needs through companies where they can 
best be served is a strong selling point 
lor the American Agency System as op- 
posed to the restriction of market neces- 
sarily imposed on a captive agent. 
“The 1956-57 advertising campaign of 
the National Board of Fire Underwriters 
begins in October with an advertisement 


~1 the ‘Saturday Evening Post,’ ‘This 
eek’ magazine, ‘Time’ and the ‘Farm 
Urnal.” The advertising illustrations 


lor this campaign are entirely different 





from any you have seen in the past. 
They were chosen because by actual test 
it was found that the illustration tends 
to attract attention from a casual looker, 
and by leading him into the provocative 
caption he is converted from a looker to 
a reader. Then he has read the short 
direct message which quick!y conveys 
the story. 

“We are convinced that this new ad- 
vertising series will have a greater in- 
creased readership for the benefit of the 
capital stock insurance companies and 
their independent agents and_ brokers,” 
Mr. Westervelt stressed. 


Ad Aid Available to Producers 


“As we have done in the past, adver- 
tising aids are being made available to 
capital stock company agents and _ bro- 
kers. This will permit them to take 
advantage of the advertising in national 
magazines so as to create a tie-in at the 
local level, using the illustrations in the 
national advertising. These tie-ins can be 
effective. 

“At the local level copy may be written 
which will emphasize that the independ- 
ent local agent is the man referred to in 
the national advertising, and that he be 
given the opportunity to make a sales 
presentation for himself or his services. 
Because the local advertising is actually 
on a personal basis, much more can be 
said in the advertisements than can pos- 
sibly be said in institutional advertising 
copy which the National Board uses. 

“The Standard Protection Seal serves 
to identify all those in the capital stock 
insurance field. This seal of the capital 
stock insurance companies has been dis- 
played now for more than 15 years, and 
it has a certain impact which should not 
be disregarded.” 

Among advertising aids which the Na- 
tional Board has made available to local 
agents Mr. Westervelt cited logotypes of 
the seal, decalcomanias which can be 
displayed on office doors or on business 
vehicles, and mats and photo copies of 
the advertising illustrations. 


New “Bowser Contest” 


“Each year hundreds of local agents 
take advantage of the opportunity to 
promote local advertising through the 
use of the National Board’s advertising 
aids,” he stated. “This year we antic- 
ipate even greater participation in local 
advertising. Part of this is due to the 
appropriately named ‘Bowser Contest’ 
which has been planned for the 1956-57 
advertising year, designed as a friendly 
stimulus to utilization of the National 
Board’s advertising aids. 

“The ‘Bowser Contest’ affords to local 
agents in seven population groups the 
opportunity to compete for a pedigreed 
puppy of any one of seven breeds used 
to illustrate the National Board’s adver- 
tising. By using the illustrations of the 
national advertising, an agent need only 
send in what he considers the most effec- 
tive newspaper ad which will be judged 
on the basis of its effectiveness from an 
advertising point of view. 

“Each agent is given the opportunity 
not only to promote himself and his 
business through perfect tie-in adver- 
tising based on purely local conditions, 
but he also has the added incentive to 
compete with others in his own popula- 
tion group for the honor of having pro- 
duced the best advertising in its class. 

“The local agent now has the oppor- 
tunity to use a local message with an 
illustration which will have attracted 
attention in national magazines. The 
message in national ads can be para- 
phrased to meet his own requirements. 
He can identify himself with the 
capital stock insurance business and at 
the same time drive home his own theme 
that he is an independent agent striving 
to do his best for his clients and him- 
self. The National Board invites all 
local agents to avail themselves of these 
helpful advertising aids,” stated Mr. 
Westervelt in conclusion. 





Ten local agent; received Presidential Citations from President Kenneth Ross 
at the annual convention of the National Association of Insurance Agents last 


week at the Waldorf-Astoria. — 
plishments. Standing, left to right, are: 


These citations are given for outstanding accom- 


George A. Timm, Kenosha, Wis., state national director; Everett North, Bill- 
ings, Mont., state national director; Warren A. Bodwell, Manchester, N. 'H., past 
chairman, Eastern Agents Conference; Frederick J. England, Cambridge, Mass., 
state national director; Frank R. Bell, Jr., Charleston, W. Va., chairman, Southern 
Agents Conference; Harold B. Larson, Portland, Ore., state national director; 


H. Earl Munz, Paterson, N. 


J., chairman, NAIA property committee; James C. 


Kraus, New Orleans, past president, New Orleans Insurance Exchange; John J. 
Maguire, Philadelphia, chairman, Eastern Agents Conference, and President Ross 


of NAIA. 


The tenth recipient, C. S. NcNew, Jr., Pine Bluff, Ark., chairman, NATA finance 
committee, was not present when the citations were announced. 


AIDING FARM-WRITING AGENT 


Rural and Small Lines Agents Committee 
Aiming to Bring Problems of Agents 
to Companies’ Attention 


The rural and small lines agents com- 
mittee, of which Kenneth A. Young of 
Earth, Minn., is chairman, reported to 
the NAIA convention in New York last 
week that the has handled 
many inquiries concerning the new rat- 
ing plan put into effect first in Minne- 
basis. 





committee 


sota and on an_ experimental 

“Much interest,” states the report, “was 
shown in this and our committee was 
pleased to furnish information concern- 
ing this plan together with illustrations 
of its application in specific cases. Simi- 
lar rating plans have since been adopted 


in other states. Our committee will try 
to keep abreast of the many changes 
around the country and continue to be 
of help where he may. 

“At present we are making a survey, 
gathering information on problems of 
agents throughout the several associa- 
tions concerning farm forms, rates, or 
other types of problems and to give 
advice if possible to those rural and 
small lines or farm committees request- 
ing assistance in solving a_ particular 
problem. 

“We believe that a good rural and 
small lines or farm committee can be 
very helpful by bringing the local prob- 
lems to the attention of the companies, 
together with suggestions on how to cope 
with the problems. If agents do not 
recognize a problem and bring it to the 
attention of the company, how then 
should the company know that a prob- 
lem exists? Since a local problem affects 
local agents, it necessarily also affects 
the companies represented by those 
agents. Therefore, both should study and 
try to evaluate the cause and possible 
cure of the problem. 

“A continuing effort is being made to 
accumulate information from association 
rural and small lines and farm commit- 
tees for the benefit of other similar 
committees to whom it would apply. We 
hope that the accumulation of ideas will 
in the long run spread its benefit among 
those who may need assistance on some 
problem or other. Throughout the past 
year the principal interest shown by the 
association committees has been in re- 
gard to farm problems. Perhaps the 
coming year may find that the principal 
problems lie in the new forms such as 
the commercial mercantile block and 
the new CDP and other broad cover- 
ages.” 


COMPLETES EXEC. COMMITTEE 
Porter Ellis of Dallas Appointed to 
Round Out Committee; Full List of 
Members Is Presented 
Porter Ellis of Dallas, Texas, has been 
appointed to the executive committee of 
the National Insurance 
Agents for a three-year term. Mr. Ellis, 
a past president and former state na- 
tional director of the Texas Association, 
was named to complete the committee 
roster immediately following the asso- 
ciation’s 60th annual convention at the 
Waldorf-Astoria Hotel in New York 

City, September 17-19. 

The full NAIA executive committee 
and the years their terms expire is as 
follows: 

Robert E. Battles, Los Angeles, presi- 
dent; Louie E. Woodbury, Jr., Wilming- 
ton, N.C., vice president and chairman 
of executive committee; Porter Ellis, 
Dallas, Tex., 1959; Maurice J. Hartson, 
Tr.. New Orleans, 1958; Paul H. Jones, 
Tucson, Ariz., 1959: Dave R. McKown, 
Oklahoma City, 1957: Archie M. Slawsby, 
Nashua, N. H., 1957, and Morton V. 
V. White, Allentown, Pa., 1958. 


Association of 





Convention Committee 


Praised for Fine Job 


The New York Citv convention com- 
mittee, headed by Albert E. Mezey as 
general chairman and John C. Weghorn 
as vice chairman, received congratula- 
tions from the agents for the fine job 
done. Others on the committee were 
William A. Waters, president of the 
New York City Agents Association; 
Harry F. Legg, Arthur F. Blum, George 
A. Kramer, Jr., Alan F. Eifert and Wil- 


liam A. Hanssler. 


Commended by NAIA 


The American Insurance Co. received 
the thanks of the NATA convention in 
a resolution for its excellent job in pub- 
lishing the very attractive program. 
Vice President John N. Cosgrove, head 
of advertising and public relations for 
that company, had charge of this activ- 
ity. The Great American also was com- 
mended for its contribution toward the 
pleasure afforded the ladies at the con- 
vention and other companies, previously 
listed, were commended for their gen- 
erous contributions toward sponsorship 
of the annual ball and entertainment 
following the banquet. 
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Van Orman Appeals to Large Lines 


Agents to Solve Direct Writer Threat 


N. Y. State Bar Assn. Insurance Chairman Urges Them to 
Help Cos. Cope With Situation; Unbridled Competition 
in Rates and Forms Not the Solution 


and statesmanlike address 
Wayne Van Orman, New York insur 
ance attorney who is chairman of the 
insurance law section of New York State 

Jar Association and = insurance law 
chairman of the Association of the Bar 
of the City of New York, appealed to 
NAIA’s metropolitan and large lines 
committee members, all of whom are 
substantial agents, to cooperate with 
their companies “and through your 
united efforts find weapons to combat 
the direct writers, the techniques they 
employ and the problems they have 
created.” 

Mr. Van Orman addressed the break 
fast meeting September 19 of this repre 
sentative group of agents at th» Wal 
dorf-Astoria Hotel, New York, where 
NAIA held its 60th annual meeting Sep 
tember 17-19. He paid tribute to the 
metropolitan and large lines agents as 
professionals in every sense of the word 
“You have a larger volume of business 
than most agents. To write im»ortant 
lines, you must be acquainted with th: 
intricacies involved in complex technical 
underwriting. You have the experience 
and training to recognize a client’s un- 
usual needs. You have the capacitv to 
provide him with adequate protection. 
You have the know how and ability to 
provide safety and engineering service. 
You control the most important insur- 
ance business. 

“You are also the agents with the 
greatest influence with your companies 
and rightfully so. Without your produc- 
tion the companies would never be able 
to boast of the millions in assets they 
now enjoy. The big agents, because they 
know and are all these things, are re- 
garded by the public, the companies and 
their fellow agents as the leaders. Dis- 
tinctive hallmarks, then, of big agent 
are these: Responsibility, knowledge, 
ability, service, influence, prestige and 
le adership which is perhaps most im- 
portant.’ 


In a timely 


Must Help Companies Find Solution 


Through the years the big agents have 
been the foundation, framework and 
keystone of the insurance business. To- 
day Mr. Van Orman is fearful that this 
magnificent structure faces a_ serious 
threat to its continued existence in the 
form of the direct writer. He did not 
claim to know the answer to this prob- 
lem, but he declared that “if the answer 
is not discovered and the National Bu- 
reau companies abandon the principle of 


filing rates in unison or go into. the 
direct writing field, then the rate and 
policv war that will ensue mav_ well 
wreck the American Agency System.” 
Some companies, he said, mav— be 
slunged into solvency and the faith of 


the American public in the stability of 
insurance may be undermined. 

Mr. Van Orman insisted that aban- 
donment of rating bureaus, as some pro- 
is not the solution to the problem. 


nose, 
In his opinion, the metropolitan and 
large lines committee will continue to 


act in the best interests of the industry 


‘if it resolves to use its influence and 
leadership to support the principle of 
rate making in unison and that un- 
bridled free competition in making of 
rates will not solve the direct writer 
problem.” On the contrarv, he said, it 


will bring chaos to the industry. 


Reviews History of Rate Making 


the speaker 
of rate mak- 
1750_to 1810 


\s proof of his thesis 
then reviewed the history 
ing. He noted that from 
few companies were in existence and 
conditions were fairly stable. He then 
pointed out: “From 1810 to 1850 spas- 
modic attempts were made at rate mak 
ing im unison but the period was char- 
acterized by free competition. During 





VAN ORMAN 


WAYNE 


this period, numerous companies failed 
and the remainder failed to realize a 
profit but actually suffered an impair- 


ment in capital. From 1850 to 1866 rate 
cutting continued with demoralization in 
the industry and again various attempts 
to stem the tide. For ten years of Na- 
tional Board control, 1866 to 1876, there 
was a semblance of order in the indus- 
try. Competition again caused a_ break- 
down and from 1877 to 1880 unrestrained 
rate cutting was the rule. From the 
1880’s to the present day there have 
been in existence organizations exercis- 
ing control over rates.” 

Mr. Van Orman did not touch on 
casualty rate making, but said the ex- 
perience of companies in that field was 
similar to that of the fire carriers. 
“From 1900 to 1915 alone,” he remarked, 
“50 casualty and surety companies failed 
due to vicious rate cutting.” He then 
emphi isized : 

‘All through this history of rate mak- 
ing, one fact emerges and that is the 
continual efforts on the part of the 
companies to return to the same solution 
and that is the filing of rates in unison 
since they realized that without such 
joint action, there was no. stability. in 
the industry. Rate cutting offers at best, 
a temporary advantage at the sacrifice 
of tong term gain.” 

His study of rate making history re- 
vealed the unmistakable fact that from 
1866 to the present day there have been 
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organizations exercising control over fire 
insurance rates except for the period of 
1877-1880. Faced with this fact Mr. Van 
Orman decided to make a concentrated 
investigation of this period to determine 
what were the effects of free competi- 
tion in the past. Since most of the com- 
pi inies were domiciled or doing business 
in New York for the year 1877, the first 
vear of unbridled competition, he se- 
lected the New York Insurance Super- 
intendent’s report to legislature for that 
vear. The following is what he told the 
legislators at the end of 1877: 


Cheap Insurance Ultimately Gives 
Cheap Protection 


“ 


elance at the tables in this report 
is sufficient to demonstrate that the 
recklessness prevailing in the efforts to 
procure business among the companies 
must certainly result in disaster. Cheap 
insurance will ultimately give cheap 
protection.” 

The Superintendent continued: 
“From these statements the following 
inferences may be drawn: During the 
first six months of 1877 the companies’ 
surplus was reduced about 1314%. Only 
a third of them made any profit * * * 
The destruction of 2/15ths of insurance 
surplus during a half year when no large 
city or town suffered a heavy loss by 
fire must be mainly ascribed to the 
lowering of rates charged by the com- 
panies, Since 1874 the average decline 
in rates may be safely estimated at 35 
to 40%. 

“Some of the instances related to the 
reduction in rates under the pressure 
of competition seem incredible. * * * It 
is quite certain that the people who are 
paying these small rates are getting 
small insurance and it may not need 
the excuse of a large fire to bring such 
reckless underwriters to bankruptcy.” 

It was further reported: * * * “The 
disorganization of the National Board 
has tended to produce demoralization 
even among those who were its strong- 
est adherents and loudest in the ad- 
vocacy of the reforms it brought about. 
Tt is to be hoped that a return of good 
judgment to underwriters will not be 
delaved until it is accomplished by the 
results of a large conflagration.” 

Mr. Van Orman summed up by say- 
ing: “This report for 1877 well dem- 
onstrates the results of free competition 
in insuranc e; 

“T have recited 


x * x 


this history for one 
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convincing purpose to prove that the 
problem is not a new one and that yoy 
can be guided by what has happened 
before. It is obvious that the attempt 
to solve today’s problems simply }y 
wholesale price reduction and by broad. 
ening policy forms can give only tem 
porary relief and will ultimately lea 
to chaos. ‘ 

“While the history you have just hear 
has dealt largely with fire insurance, j 
is no less pertinent to the casualty jn. 
surance business. In fact, the danger 
inherent in the situation is greater ; 
the casualty business than in the fir 
business because any attempt to justify 
lower rate structures may lead to inade- 
quate claim reserving as the most fley- 
ble of the unknown costs. 

“This is a problem which affects com. 
panies as well as the agents. To put the 
total burden of price reductions on the 
agent by paying smaller commissions js 
not a complete answer. 

“Contrarywise for the agent to expect 
the comps inies to absorb the total te- 
duction in income is unrealistic. There 
must be a renewal of conferences be- 
tween all segments of the capital stock 
insurance business on a_ statesmanlike 
level. The emergency is no less com- 
pelling today.” 





Text of Resolution on 


Rating of Dwelling Risks 


Following is the full text of the NATA 
resolution, adopted by the national boar( 
of state directors in New York last week, 
dealing with the subject of bringing data 
on rating dwelling risks up-to-date, for 
ready use, if need be, to maintain ; 
strong competitive position: 

“Whereas: The methods of invasion of 
selective writers and deviating companies 
into the dwelling field has indicated that 
there may be reasons for a full recon- 
sideration of the methods of rating 
dwellings, 

“Whereas: Certain forms and_ pack 
age policies have already been given cor- 
sideration and credit for owner occt- 
pancy, number of occupants, value ‘ 
the dwelling and insurance to value 
well as the usual considerations of co1- 
struction, protection and exposure, al 

“Whereas: The normal development 
experience may reauire too Jong a peri 
to indicate those changes which at 
necessary for us to maintain a compet 
tive position and result in the same ¢ 


and 


forts to “catch up” after the crisis ha 
eccurred as we have faced in the pa 
in other lines. 

“Be it therefore resolved that: In th 


interest of the public and our member 
the National Association of Insurane 
Agents believes that such development 
must be immediately recognized and the 
a full study of underwriting and los 
records should be undertaken by 0 
companies individually and as a group * 
that any action which may be indicate 
and supported will be of a preventativ’ 
rather than a remedial nature.” 





FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund has declared 
quarterly dividend of 45 cents per shat 
on the capital stock of the compat! 
payable October 15 to stock of recor 
September 28, 
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Why insurance agents should adver- 
tise in local newspapers and what they 
should to get the most out of their 
appropriations were outlined by Jerry 
Davidson of New York, who is con- 
nected with the Bureau ot Advertising, 
American Newspaper Publisher Asso- 
cation, when he addressed the National 
Association of Insurance Agents’ con- 
vention in New York City last week. 
National magazines do not have enough 
local impact Mr. Davidson said, whereas 
ical newspapers, whether daily or 
weekly, reach practically every family 
and the news is centered on the home 
ayn community. To maintain and in- 
‘ease agent’s business he recommended 
the following : 


St Up Annual Budget 


“Set up an annual newspaper adver- 
ising budget. The sales goal you set 
and what you can invest will dictate its 
ive. Be sure your budeet is sufficient 
to tell your story adequately, to tell it 
often enough in space large enough, to 
have the desired impact. 

“Time your advertising messages care- 
july. Offer your prospects the kinds of 
coverage most likely to interest them at 
the moment. 

“Just a few examples: During the 
winter months, remind your prospects 
that the time of greatest hazard is at 
hand, and recommend that they review 
their entire program of fire coverage. 
In the fall months tell your prospects 
that it is time to take a long, hard look 
at their auto liability coverage. Long 
hours of darkness and inclement weather 
increase personal accident dangers in 
the city during the winter months. 
“Farming is an occupation with a par- 
ticularly high accident rate and farm 
activities, in most areas, peak in the 
summer and early fall. 

“Tie in all your sales activities with 
your newspaper promotion. If you use 
mailing pieces, window displays, or post- 
ers, time their message to match your 
newspaper advertising. If you employ 
solicitors be sure that they take advan- 
tage of the interest your ads stimulate 
and carry with them the ads pertinent 
to the ‘peak opportunities’ of the mo- 
ment tor use in their selling.” 


Agents’ Questions Answered 


Presenting some questions on news- 
paper advertising he has received from 
local agents and giving also his answers 
to these queries Mr. Davidson told the 
convention : 

“One agent said, ‘I’m not interested 
in reaching everybody in town. How can 
reach specialized clients ?’ 

The only sure way to reach all your 
Specialized clients is to use a true mass 
medium, the newspaper. Over the vears 
Cadillac has discovered it pays to prt 
steadily increasing portion of its 
idget into newspaper advertising. This 
is truly prestige advertising. Yet today 
Cadillac puts 65% or more of its adver- 
‘sing appropriation into newspapers. 

Another question: ‘Hasn't newspaper 
reading dropped off with the greater 
Impact of television ?’ 


56,000,000 Newspapers Sold Daily 


Answer: For eight years a large New 
ork advertising agency has carefully 
checked TV-viewing habits and put its 
indings in an authoritative series of 
studies called Videotown. Let me quote: 
ewspaper reading is the only form of 
Mass communication in the home which 
showed no downward reaction when TV 
sects were purchased.’ As a matter of 
fact, newspaper reading is at its all-time 
ugh with more than 56 million copies 
if daily newspapers purchased every 
y. 
“QO. Do I have to advertise to get some 
publicity in the newspaper ?” 
No you do not,” said Mr. David- 
egy “A reputable newspaper never ties 
iM news coverage and ad revenue. If 


} 






series of illustrated bulletins that are from art and headlines—to copy and 


T A S full of examples and success stories.” price—to signature. Avoid too many dif- 
f faces. is k y at larg 
Expert ells I low gents hould ae ferent type faces. It is known that large 


areas of ‘reverse type’ do not help read- 
ership. By reverse type | mean white 


. “Studies have shown that local busi- or ae tage he: 
' Ise Newspaper ds ffectively nesses which make their ads easily rec- PT tINE on Dlack background. 


ognizable by using distinctive art, lay- Use Dominant Illustrations 
; ; ; outs and type faces, gain impressively 
you have genuine, interesting news, higher readerships. In every city there “Ads containing illustrations attract 


never hesitate to send it to your paper.” are advertisers whose ads literally stand more attention than those without. We 
i. / : : 
Q. How can our local agents asso- out. Try to give your own ads a con-_ have also learned that one big picture 
ciation arrange for group advertising ? sistent personality and style of their gets more readership then several 





“A. First, talk it over with your local own. smaller ones. Action shots and pictures 
~J © - — 2" cle ~ + hs r 4 
newspaper. They'll be glad to show you “Ads are not crossword puzzles. The of people will get you more readers 
how. You might also secure from the layout should carry the eve throuch the then pictures of things. 
Insurance Advertising Conference a message easily and in proper sequence, “The first question readers ask is 
x + 











al J like new business, 
is where you find it. Rich source of additional 
premiums for you is the ever growing, 


enthusiastic number of pleasure 


boat owners. 
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and liability protection, 


expertly written and serviced MARIN E OFFICE 
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‘What’s in it for me?’ First decide the 
main reason why readers should buy 
what you are advertising and then fea- 
ture it in a compelling headline. 

Make Copy Complete 

“Tell the reader everything essential 
about the advertised coverage. Also, any 
special or exclusive features. Many a 
sale is lost because the reader assumes 
you don’t have what suits him. How- 
ever, do not burden your copy with 
inconsequential details. Copy should 
have a warm, sincere and enthusiastic 
tone. If you begin copy with an emo- 
tional appeal, end it with a reason-why 
appeal. 

“Don’t be afraid to quote a high price. 
Often, readers will overestimate omitted 
prices. If the advertised price is high, 
explain why it represents a good value. 
If the price is low, support it with fac- 
tual statements which create belief. 

Specify If Branded Merchandise 

“If the advertised coverage is a ‘known 
brand,’ say so. Capitalize on this and at 
the same time enhance your own repu- 
tation for quality by featuring a known 
policy brand name. If one of the com- 
panies you represent should have an 
exciting local advertising campaign run- 
ning, mention the company’s name as 
well as the advertised brand name of 
the policy. 

“Many of your companies offer mats, 
an inexpensive way to get a good look- 
ing newspaper ad with your own agency 
name dropped in. But you can also plan 
your own ads, to tie in. 

Ask for the Order Now 

“Ask for the sale and urge readers 
to buy now. You can stimulate prompt 
action by using such powerful stimu- 
lants as ‘come in today.’ If you had 
seen as many insurance agents’ ads as 
I have, that forgot to ask for the order, 
you'd see why I mention this. 

“Impossible as it may sound, agency 
names and addresses have been omitted. 
Check every ad to be certain you have 
included agency name, address, tele- 
phone number and_ possibly agency 
hours. Evet if yours is a long-estab- 
lished agency this is important. There 
are always newcomers and_ oldtimers 
who don’t know you in your town. 

“Don’t use unusual or difficult words. 
Many of your customers may not under- 
stand words that are familiar to you. 
Words like trade and technical terms, 
may-be confused and misunderstood. As 
you know, few members of the public 
understand words like ‘subrogation’ or 
‘co-insurance.’ Everybody understands 
simple language. Nobody resents it. Use 


LICENSED IN MINNESOTA 
The American Universal of Provi- 
dence, R.1., has been licensed in Minne- 
sota, bringing the company’s total num- 
ber of licensed jurisdictions to 32. 


HOEY, ELLISON, FRO 


GEORGE S. HANSON 


George S. Hanson, secretary and gen- 
eral the NATA, played his 
usual important role in keeping the con- 
vention running smoothly last week and 
furnishing the answers to several legal 
questions coming before the national 
board of state directors. He, and the 
lovely Mrs. Hanson, did manage, how- 
ever, to get some time off to enjoy the 
annual ball and the annual banquet. 


counsel of 





Plaudits for Mathews 
And His PR Assistants 


James R. Mathews, director of promo- 
tion of NAIA and editor of the “Ameri- 
can Agency Bulletin’; his able assistant, 
Clifford Reckling, and also’ Frances 
McCollum, who is secretary to Mr. 
Mathews, are receiving plaudits of the 
insurance and daily press for their ex- 
cellent public relations work in handling 


press releases, photographs and_ the 
thousand other details associated with 
keeping the newspapermen content at 


a convention. 





SPRINGFIELD TRANSFERS 
The Springfield Insurance Companies, 
have transferred Adjuster Donald H. 
Holman from Springfield to Pittsburgh 
and appointed Robert B. Gibson as ad- 

juster in western Massachusetts. 
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Cordial Collection 
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System Keeps 


Clients Paying Premiums Promptly 


A collecticn system which has proved 
successful offered last week to 
local agents attending the NAIA con- 
vention by William R. Van Dusen, local 
agent at Sherman Oaks, Calif. He 
stressed the importance of not allowing 
collections to become slow at this period 
of the financial boom there are 
increasing evidences that the 
surge in business may not continue long. 
Mr. Van Dusen cited present tight 
money and the credit squeeze in all lines 
of activity, increasing failures, particu- 
larly among small businesses and _ ex- 
pansion of credit to the point where 
many debtors may experience difficulty 
in making repayments. 

Mr. Van Dusen declared that a person 
of good character, plus good capacity 
plus good capital is a top credit risk 
and second in order is the man of good 
character plus capacity, minus capital. 
However, those with good character and 
capital, but without capacity, such as 
retired people, should be watched closely 
as credit risks. Those without character, 
capital, or good capacity should be 
avoided completely. He told the agents 
economists believe that regardless of 
which party wins the November elections 
the countrv is going to be faced with 
difficult political and economic ‘hurdles. 


was 


for 
upward 


Budget Payment Plan 


“Probably the best method for bring- 
ing ‘slow pay’ accounts into line,” stated 
Mr. Van Dusen, “is the budget payment 
plan, not premium finance plan. As- 
sureds prefer to budget their premium 
rather than finance them. Whenever 
possible let someone else act as creditor, 
such as the banks, Afco or the compa- 
nies. I for one don’t like company 
collection programs. I have always re- 
sisted them and I will continue to resist 
them and I will not use them unless 
it is absolutely necessary. If any of 
our companies should decide to become 
direct writers and thev are already 
collecting premiums, the conversion 
would be a relatively simple matter. 

“Direct collection by the companies, 
along with continuous form policies, are 
the two factors which could force the 
American Agency System companies into 
the direct writer class. 

“Whenever you and I do any premium 
financing with our own funds we have to 
think about the increased clerical cost. 
Bookkeeping, statements, phone calls, 
and oftentimes personal calls are neces- 
sary in order to keep the account cur- 
rent. One of the most popular budget 
plans used by agents is one-third down, 
one-third in 30 days and the balance in 
60 days. This is the method that I 
prefer when I finance an account. It gets 
all my money in within the 60 day 
period and I’m always well ahead of my 
assured, 

“However, there are instances where 


we vary this type of program and Dos 
sibly get one-fourth down and a fours, 
in 30 days and so-on until the premium 
is paid. Some agents even go so far a 
to postpone the first Payment until] 3) 
days after the inception date of th 
policy. Sooner or later the economic 
tide is bound to turn. When it does 
their client may not be able to make 
his first payment and that’s when the 
agent is going to find himself havin, 
to make a decision. Shall I cancel o: 
shall I stay on the risk? After he 
has stayed on the risk for more thay 
60 days he realizes that he probably 
should ‘have cancelled long before.” Mr 
Van Dusen observed. i as 


Right to Cancel Policy 


“Tf you are an agent who asks your 
client to sign a note when you finance 
his premium be sure that the note jp. 
cludes the right to cancel the policy an¢ 
retain the unearned premium to pay the 
balance due you. I have ‘heard of sever! 
instances where agents have found then. 
selves involved in malpractice actions 
when losses have occurred after policies 
have been cancelled. The agent has n 
right to cancel the policy. You see. ; 
note for an indebtedness does not give 
the agent the right to cancel the policy 
unless his note gives him that right. — 

“Wihen you are financing premium: 
through a bank or other lending institu- 
tion make certain the loan is made on 
non-recourse basis. In other words, don't 
guarantee your client’s note. If you are 
carrying the account yourself make sure 
that your charges are within the lega’ 
limit,” Mr. Van Dusen cautioned. _ 

“T would like to give you the composite 
collection recommendations of 96 insur- 
ance agencies. 

“1. When the sale is made, get a pay- 
ment commitment. Of course, try ti 
collect your full premium if you can, 
but if you can’t get a payment com- 
mitment; this holds true for new or 
renewed business. Make sure that you 
have a risk of good character, find out 
about the capital and, of course, the ca- 
pacity. 

“2. Invoice and mail your policy. If 
your assured ‘has already paid the pre- 
mium, receipt the invoice. If he hasn't, 
let it be known that the premium is due 
the date the policy is effective. Try to 
put over the jpoint to him that it 1 
C.O.D. and he should send you a check 
by return mail unless other pavment 
arrangements have been made. If you 
don’t get your check, send out a month- 
end statement. In our office, if the po- 
icy is written on or before the 24th oi 
the month, our client gets a bill on the 
first of the month. If the premium isn’! 
paid within 15 days a follow-up notice 
is mailed. 


Cordial Collection System 


“In my office I use what we call the 
dog system. However, the form is rela 
tively unimportant as long as it Is 4 
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cordial one. The first ’dog’ reads as fol- 
iO pOG-GONE—if it ain't gettin’ urgent 

URGENT: Insurance premiums are due 
when the insurance begins, and must be 
collected prior to end of grace period 
to avoid disturbing your protection. 

“Therefore, 

“Please send us $———at once (which 
is probably what you were just about to 
do, anyway). Many Thanks.’ 

‘We use a colored form for this and 
it does get pretty good results. If the 
payment isn’t received within seven days 
we send the next ‘dog’ and it reads: 

“DOG-GONE—if it ain’t 

“'Time to remind you again, that we 
need a check for i 

“Rive days later if we had no reply 
we call the assured. When we make our 
call we are faced with a decision, we 
either have to get off the risk or get 
something on account or else we’re going 
to have to be charitable minded and 
extend credit. If we’re so kind ‘hearted 
that we’re going to be charitable we are 
going to have to expect to have some 
credit losses,” the speaker said. 

“You are the only one who can solve 
your collection problem. If you follow 
the system that I’ve outlined you will be 
well below the United States average 
credit loss of %4 of 1%. In my office it 
is less than 1/10th of 1%. One agent told 
me that he has never lost a dime on col- 
lections and I might add that the thas 
one of the largest agencies in the West. 
Another agent told me that this collec- 
tions averaged about ten days. 

“Premium volume collection is actu- 
ally telling your client that you need 
his money worse than his other creditors 
because your product is more important 
to him. In talking to your assured over 
the telephone use a positive approach, 
let your client know that payment of this 
account is most important to him. Never 
assume that the reason you ‘haven’t re- 
ceived your money is his inability to 
pay. 

“Another effective method of getting 
money in is the personally hand-written 
note. Most of the agents I have talked 
to feel that the hand-written note at- 
tached to the monthly statement is the 
best. Some of them thought the thand- 
written note should go on the second 
statement, that is after the policy was 
30 days old. Make it something cordial 
like please, or thank you. ‘Thank you’ 
is one of the phrases that seems to bring 
the best results. It is difficult to become 
irritated with someone who says ‘Thank 
you.’” 





Wins Springfield Painting 

Mrs. Craig Thorn, Jr., wife of Craig 
Thorn of Craig Thorn, Inc., Hudson, 
N. Y., is the winner of an oil painting, 
“The Covered Wagon.” This is a paint- 
ing of the famous trademark of the 
Springfield Fire and Marine Insurance 
Company, Springfield (Mass.), and the 
award was made at the National Asso- 
ciation of Insurance Agents’ convention, 
New York City, last week. 





Frank B. Morgan Dies at 60 


Frank B, Morgan, retired Air Force 
Reserve colonel and insurance company 
head, died this month at Pompano 
Beach, Fla., after a short illness. He 
was 60 years old. For two years he had 
been president of the Frank B. Morse 
Insurance Co, and a director of the 
Chamber of Commerce, Palm Ridge, 
ne. and rea] estate firm and the Sun- 
tise Development Co., of Pompano 
each. 

A veteran of both World Wars and 
the Korean conflict, Mr. Morgan had 
een a commanding officer of the Air 
orce Reserve in New York and a mem- 
ber of the Air Force Reserve Officers 
Association, the Wings and Admirals 
ubs. 

At different times Mr. Morgan had 
been president of the Pension Corp. of 
‘America in New York and chief of the 
armed forces procuremennt division of 
the Sperry Corp. He had attended 
Northwestern and New York Universi- 
es. His widow survives. 












4EWPER COMPANIES PLAN 
gTOBER FIRE CAMPAIGN 
xq BOOST AGENTS’ SALES 





FEATURE BIG ADS IN 121 NEWSPAPERS 
FROM COAST TO COAST AND MORE THAN 
80 INDIVIDUAL ADVERTISING PIECES TO 
ADD PUNCH TO AGENTS’ LOCAL SALES 
CAMPAIGNS. 


Last year the Kemper Insurance organization 
dedicated the entire month of October to a 
giant sales campaign to boost local agents’ 
fire and property insurance volume. 

Result? More fire and package insurance 
was sold in one month than in any month 
in Kemper history! 

Again in 1956 the Kemper companies will 
devote the whole month of October to a 
nationwide promotion to boost agents’ vol- 
ume in fire and property insurance. The cam- 
paign will include: 





@ Eye-stopping advertisements in 121 
of the nation’s biggest newspapers 
featuring: 


V local agents’ pictures and their 
local agency service 

V_ Low net cost insurance through 
policyholder dividends 


@ Colorful ads in U.S. News and World 
Report magazine 


@ More than 80 individual ad pieces to 
help agents’ local sales campaigns 


—including folders, stickers, direct mail 
letters, etc. 


P LUS — new, fast fire claim service 


providing in most cases 24-hour payment of 
losses. 

If you are interested in representing this 
progressive organization write N. C. Flana- 
gin, Executive Vice President, at the Home 
Office. 





US. MAIL: 


mi 
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N. Y. WOMEN MEET OCT. 5-7 


Mid-Year Gathering of Federation at 
Binghamton, Home City of Pres. Avis 
Wood; Outline of Program Given 

The Federation of New York Insur- 
ance Women’s Clubs is making plans for 
its mid-year meeting to be held October 
5-7, in the Arlington Hotel, Bingham- 
ton. The Insurance Women of Bingham- 
ton, of which Federation president, Avis 
Wood, is a member, will be the hosts 
during the meeting. 

These sessions, which Federation and 
club officers, board members and comit- 
tee chairmen will attend, are important 
since they are both fact finding and 
policymaking. 

Activities will start with an informal 
dinner Friday evening, October 5, at 
which plans for later sessions will be 
formulated. The dinner will be followed 
by a two hour period given over to 
reports of Federation and club officers 
for the past six months and their plans 
for the active winter months. The eve- 
ning will close with special entertainment 
and a social hour. 

The important plenary sessions will be- 
gin at 10 o’clock Saturday morning and 
continue throughout the day, with inter- 
mission for lunch. The mid-year dinner 
will be held Saturday evening. Plans 
have been made for a guest speaker and 
entertainment by local talent. 

A special feature of this meeting will 
be a colossal white elephant sale, pro- 
ceeds of which will go to the Federation 
general fund. So that everyone may 
participate, each Federation member, 
through her own club, has been asked 
to donate any articles for which she has 
no further use. This collection, coming 
from hundreds of homes, is exnected to 
produce a variety of usable things as 
they go under the auctioneer’s hammer. 
President Avis Wood will act as cus- 
todian until everything is disposed of. 
The sessions will close with a breakfast 
meeting on October 7. 





Dutchess County Agents’ 
Clambake for Fieldmen 


The Dutchess County Association of 
Insurance Agents, one of the more than 
55 county and local associations affiliated 
with the New York State Association, 
has found a way to repay hard working 
special agents and company managers 
who serve agents throughout the year. 
For some years the Dutchess County 
Association has ‘had an annual outing 
to which the company men are invited 
guests. This year’s outing was held 
September 13. 

Attendance at the outing, held at Baird 
State Park, Freedom Plains, exceeded 
175 of which all but 40 were invited 
guests. The afternoon session included 
swimming, golf and then a clambake. 
The general chairman was the president 
of the association, John C. Webb, and 
the clambake chairman was Harold 
Dickerson. 

The Dutchess County Association has 
been holding this outing for ten years 
and it has served to cement relations 
between companies and agents. 





Okla. Holds Sound Barrier 
Damage Covered Under EC 


Joe B. Hunt, Oklahoma Insurance 


‘ Commissioner, has issued an opinion as 


a result of damages caused by breaking 
of the sound barrier by jet planes dur- 
ing the recent National Aircraft show 
in Oklahoma City. Mr. Hunt’s opinion 
is that damage caused by the sonic boom 
is covered under the explosion provision 
of policies providing extended coverage, 
which coverage has been interpreted by 
the courts as covering blasting damage. 
The dictionary defines blasting as a 
strong or sudden wind, a strong artificial 
current of air, the violent wind-like ef- 
fect consisting of a wave of increased, 
followed by a wave of decreased, atmos- 
pheric pressure, produced by an explo- 
sion, The courts have also held that 
where a policy is ambiguous it shall be 
construed in favor of the insured. 
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Newly elected officers of the New Jersey Association of Insurance Agents dis- 
cuss future plans for the agents’ organization. The NJAIA 63rd annual meeting 
was held recently at the Hotel Traymore, Atlantic City, N. J. 

Left to right: Samuel R. Worthington, Camden, executive committee chairman; 
Alan H. Miller, Hackensack, president; Roy H. MacBean, Cranford, state national 


director. 





Walsh President of 
Buffalo Agents’ Assn. 


John N. Walsh Jr., was elected presi- 
dent of the 115-year old Greater Buffalo 
Association of Insurance Agents in the 
Buffalo Athletic Club. Mr. Walsh, presi- 
dent of Norman Duffield & Co., Inc., and 


a partner in the J. N. Walsh Co., suc- 
ceeds Raymond G. Christ. 
Other officers are vice president, Rob- 


ert M. Rublee; secretary, Raymond C. 
Biondolillo; treasurer, Joseph J. Ruh, the 
latter re-elected. The 110-agency asso- 
ciation will celebrate its 115th anniver- 
sary at a dinner October 9 in the Hotel 
Statler. 





Brooklyn Brokers Annual 
Dinner-Dance November 15 


The Brooklyn Insurance Brokers As- 
sociation will hold its 44th annual dinner- 
dance on Thursday evening, November 
15, in the grand ballroom of the Hotel 
St. George in Brooklyn. Tickets are 
priced at $10 each. Jerome H. Gerst, 
50 Court Street, is chairman of the en- 
tertainment committee. 





Bronx Brokers Meet 

The Bronx Insurance Brokers Associa- 
tion held its first Fall meeting Septem- 
ber 20 with a luncheon at Mayer's 
Restaurant, Bronx, N. Y. The meeting 
was opened by President Lee H. White- 
stone. George Rosen, member of the 
board of directors reported on the meet- 
ing of Joint Council. Vice President 
Murray Berns spoke on advertising to 
combat direct writers. William O’Brien 
gave a short talk on what members 
should do on local advertising. 

Alexander Kosloff, attorney and secre- 
atrv of Manhattan Casualty, gave an 
address on new “Familv Policy.” Edward 
B lock, vice president of Manhattan Cas- 
ualty, spoke on new forms on automobile 


ct mpulsory insurance. 


Massachusetts Agents 
Meet in Boston Oct. 16-17 


The Massachusetts Association of In- 
surance Agents will hold its 57th annual 
meeting on Tuesday and Wednesday, 
October 16-17, at the Sheraton Plaza 
Hotel in Boston. There will be a meet- 
ing of the board of directors on Monday 
enening, October 15. 

On October 16 the convention starts 
With a get-together luncheon at which 
William N. Woodland, editor, “The 
Standard,” will speak. At the business 
session speakers will include Frederick 
W. Doremus, manager, Eastern Under- 
writers Association; Frederic A. Crafts, 
supervising counsel, ’Massac husetts Claim 
Investigation. William R. Summers, well 
known American League baseball um- 
pire, will speak at the banquet that eve- 
ning. 

There will be a local board advisory 
council breakfast, : 


) Wednesday morning, 
with Gordon A. Woodward presiding. 
Senator Silvio O. Conte, chairman of 


the legislative insurance committee, will 
talk on legislation. At the general busi- 
ness session there’ will be reports of 
committees and election of new officers. 
The closing luncheon session will have 
as speaker George S. Hanson, general 
counsel and executive secretary of the 
National Association — of Insurance 
Agents, whose subject is state regula- 
tion and the agent. 


McGinnis Promoted to 
N. Y. by Springfield Cos. 


Richard L. McGinnis, manager of the 
Boston office for the Springfield Insur- 
ance Companies since 1955, has been 
promoted to the New York office as 
assistant manager. He will assist Resi- 
dent Vice President H. J. Landen. At 
the same time Special Agent Lloyd S. 
Remsen has been promoted to Boston 
manager and W. W. Price has been 
appointed special agent in Boston. 





Prominent Buffalo Agencies 
Have Become Associated 





f.CLAUS> 


EMIL 


One of Western New York’s oldest 
insurance agencies, Worthington Sill & 
Morgan Inc., founded in 1858, has moved 
from its former offices in the Chamber 
of Commerce Bldg. into new offices with 
E. T. Clauss & Co. Inc. in the Morgan 
Onilding, Buffalo, N. Y. 

The two firms will be associated 
through their executives. Emil T. Clauss 
is president of E. T. Clauss & Co. Inc., 
founded in 1919. Ralph D. Morgan is 
president of Worthington Sill & Morgan. 
John C, Olson is vice president. Emil 
Clauss is a past president of the New 
York State Association of Insurance 
Agents. 

Officers of both firms are James T. 
Clauss, vice president; Charles J. Clauss, 
treasurer, and Richard F. Kresse, secre- 
tary. Both agencies handle all types of 
insurance. 





Stallone Vice President 
Of Henderson Agency 


Orrie L. Stallone, who recently joined 
the well known Henderson Insurance 
Agency of Herkimer, N. Y., as vice 
president, is a native of Herkimer and 
attended St. Lawrence University. After 
serving with the State Police five years 
and in the Army for a similar time he 
went with the Utica Mutual in North 
Carolina. Later he was with other com- 
panies, the most recent being the 
American Casualty in New York State. 

The agency, headed by John D. Hen- 
derson, was founded in 1866 by John E. 
Graves. It was purchased in 1872 by 
John D. Henderson, father of the pres- 
ent head, and Levi A. Lawton, operating 
under the name of Henderson & Law- 
ton. Later the name was changed to 
Henderson & DuBois. The elder Mr. 
Henderson died in 1910, with his son 
oe him. The following year the 
late Dewey J. Carter became a member 
of the firm and the name changed to 
Henderson, DuBois & Carter. In 1920, 
Mr. Henderson became sole owner. 





Field & Cowles Agreement 
With North America to End 


The firm of Field & Cowles, Boston, 
and Insurance Co. of North America 
have jointly announced the termination 
of their management agreement, effec- 
tive December 31, 1956. 

Field & Cowles has managed the ma- 
rine business in New England for North 
America Companies since 1867. 

The announcement was made Septem- 
ber 15 to New England agents in a letter 
jointly signed by the North America 
and Field & Cowles. It stated that “both 
Field & Cowles and North America have 
come to realize that developments in the 
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William T. Dunn, head of the insur- 
ance brokerage firm of Dunn & Fowler 
in New York, and his associates and 
staff, are joining Frank B. Hall & Co, 
where Mr. Dunn will be senior vice 
president and director. Mr. Dunn has 
been in insurance about 30 years and 
prior thereto was in the shipping busi- 
ness. 





multiple line field make it increasingly 
necessary for all departments of a com- 
pany to operate as a unit. Since we 
foresee further developments in_ the 
multiple line field which will point up 
nen problem to an even greater extent, 

e have jointly come to the conclusion 
that it would be in the best interests 0 
all concerned to bring this longstanding 
aang agreement to an end. 

30th Field & Cowles and the North 
America deeply regret the necessity of 
taking this action, particularly in view 
of the mutual confidence and regard 
upon which this old management agree 
ment has rested. However, we art 
pleased to say that Field & Cowles will 
continue to represent as agents both the 
Insurance Co. of North America for fire 
and marine business and the Indemnity 
Insurance Co. of North America fot 
casualty business. 
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N. Y. Hearing on Adequacy a ae Hurricane Weakens But 


Of North America Rates 


The New York Insurance Department 
will hold hearings on October 17 and 18 
at the New York City office at 61 Broad- 
wav on the dwelling fire insurance rates 
of the Insurance Company of North 
America and the Philadelphia Fire & 
Marine to determine whether such rates 
meet requirements of the New York 
Insurance Law. The hearings are re- 
quested by member companies and sub- 
scribers of the New York Fire Insurance 
Rating Organization. 

It is expected that Superintendent of 
Insurance Leffert Holz will preside at 
the hearings, which aim to determine 
the adequacy of North America fire 
rates for certain dwelling classes. These 
rates, originally filed in 1954, are said 
to be under NYFIRO rates, in some 
cases by as much as 10%. 


UM Endorsement Filed 
In Georgia by Several Cos. 


The Georgia Insurance Department 
has approved several filings making an 
uninsured motorist endorsement, similar 
to that now in use in New York State, 
available in Georgia as of October 1, 
according to the Georgia Association of 
Insurance Agents. Georgia motorists will 
have to pay $5 a year for the UME. 

The GAIA stated in its monthly news- 
letter that it has been unable to learn 
the identity of the companies making 
the filing. “Repeated inquiries of the 
Department have elicited only the in- 
formation that one of the companies 
involved is Allstate,” the announcement 
stated. 


St. Louis Agents Back 
As Members of Mo. Assn. 


The executive committee, Insurance 
Board of St. Louis, Wednesday ap- 
proved return of the Insurance Board 
to membership in the Missouri Associa- 
tion of Insurance Agents. This means 
all active members of board become 
members of state and national associa- 
tions. The break between the St. Louis 
Board and Missouri Association took 
place November 6, 1955, which auto- 
matically took members also out of 
the National Association of Insurance 
Agents. 


William W. Sampson Dies 


William Walker Sampson, 58, manager 

of the South-Eastern Underwriters As- 
sociation, died of a heart attack on 
September 20 at Atlanta, Ga. Mr. Samp- 
son became manager of the SEUA in 
December, 1946, following ten years as 
manager and 11 years as chief inspector 
of the Mississippi State Rating Bureau, 
Jackson, Miss. 

He was born at Suffolk, Va. While 
attending the University of South Caro- 
lina, he volunteered for service in World 
War I and spent one year in France in 
the infantry. Mr. Sampson was an Epis- 
copalian, a member of the Capital City 
Club and Atlanta Athletic Club, and 
PMLG, Mississippi Pond, Blue Goose. 


Merger Plan 


(Continued from Page 1) 














the holders thereof as a result of the 
merger, 

The merger will provide combined 

total admitted assets of $131,973,492, with 
capital of $6,300,000 and net surplus of 
$62.439,043, leaving a surplus to policy- 
ho ders of $68,739,043. T. T. Grimson is 
President of the United States Fire. 
_ The Southern Fire was incorporated 
in 1923 and J. F. Glass has been presi- 
dent and with the company since incep- 
tion. He has been also in charge of 
underwriting for Crum & Forster com- 
Panies in the Carolinas and Virginia. 
Stock control of the Southern has been 
held by Crum & Forster of New York, 
but there are other stockholders. At the 
close of last year the Southern had 
“sets of $6,745,886, and policyholders’ 
‘urplus of $3,194,523. Net premiums writ- 
fen in 1955 amounted to $2,757,000. 
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Many Losses Are Reported 
Stock company insurance adjusters in 
the South and Southwest been 
alerted to make their services available 
immediately to policyholders in Louisi- 
Mississippi where Hurricane 


have 


ana and 
damage, it’ was an- 


Joard of Fire 


Flossy has done 
nounced by the National 
Underwriters. 

Insurance from the 
will be fairly heavy despite the fact the 
storm grew weaker as it hit the south- 
ern mainland. Property losses along the 
coast of the Gulf of Mexico in Louisi- 
ana, Alabama and western Florida were 
boats dam- 


losses hurricane 


numerous and many were 
aged. Losses are estimated in the niil- 
lions plus about $2,000,000 damage suf- 


fered by oil equipment for off-shore 
drilling. 

These adjusters are employed by Gen- 
eral Adjustment Bureau, a stock com- 
pany organization, with facilities to dis- 
patch as many adjusters as necessary to 
the stricken areas. In addition, company 
staff adjusters and independent adjusters 
are available to assist policyholders in 
the area. 

The National Board’s catastrophe pro- 
cedure was put into effect before the 
storm struck the coast when it was ap- 
parent the hurricane was imminent. The 
purpose of the procedure is to achieve 
orderly adjustment of losses and dis- 
seminate information helpful to the pub- 
lic in protecting and preserving lives and 
property before and after the storm. 

The catastrophe plan also calls for the 
opening of special temporary adjustment 
offices in the stricken areas to assist 
policyholders. 

Information for the public on how to 
safeguard lives and property was tele- 
graphed by the National Board to news- 
papers and radio and TY stations in the 
Gulf Coast area. 





Savage to Retire Sept. 30 
From Zurich-American Cos. 


E. J. Savage, director of agency rela- 
tions for the Zurich-American Insurance 
Cos., will retire September 30 after 27 
years of service with the companies. 

Mr. Savage has been in the insurance 
business since 1919, when he became a 
partner with his father in the firm of 
Savage & Savage in New Orleans. In 
1928 he went to the Thomas E. Hanlon 
general agency in Cincinnati as special 
agent, and in the fall of 1929 he joined 
the Zurich in Chicago as special agent. 
He was made superintendent of agencies 
in May, 1932, and on January 1, 1950, 
he became director of agency relations. 

A gift of a silver coffee service was 
presented to Mr. Savage at a farewell 
luncheon in his honor, attended by the 
principal executives of Zurich-American 
and by a group of his close associates. 


Brokers Assn. Commends 
Seasonal Dwelling Change 


The danger of loss of coverage be- 
cause of failure to properly designate 
“seasonal dwelling” in New York Dwell- 
ing Form 850, no longer exists, accord- 
ing to C. Joseph Danahy, counsel to the 
Greater New York Insurance Brokers’ 
Association. Mr. Danahy made this as- 
sertion in a report to the association 
after a study of the recently revised 
language of the form. 

Mr. Danahy explained that before the 
New York Fire Insurance Rating Or- 
ganization changed the wording of the 
form with respect to seasonal dwellings, 
assureds were in constant jeopardy. 

The revised language broke an objec- 
tional paragraph into two separate and 
distinct sentences reading as follows: 
“No insurance shall apply hereunder on 
any farm dwelling. A seasonal dwelline 
shall be described as seasonal on the 
first page of this policy.” 
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Committee Key Men Named By Ritter 


appointed members of the 
and automobile dealer competi- 
tion committees of New York State 
Association of Insurance Agents have 
been announced by C. Fred Ritter of 
Middletown, president. 

Glenn Giltz of Ausable Forks, and 
Herbert S. Brewer of Lockport have 
been named to the finance committee to 
serve under Chairman Arthur F. Blum 
of Rockaway Park. Appointed to the 
automobile dealer competition committee 


Newly 
finance 


are Bruce Lent of White Plains, Lou 
Spicci of Haverstraw and George : 
Kramer, Jr. of Williston Park. John 


N. Walsh of Buffalo is chairman of this 
committee. 

Mr. Giltz, president of Northern In- 
suring Agency, Inc., is a former director 
of the association who was active in 
forming the Clinton County Association 
of Fire & Casualty Insurance Agents, 
Inc. Mr. Brewer, owner of Brewer & 
3rumley Agency, is currently treasurer 





Kemper Group Fire 
Promotion Ads in October 


Nationwide advertising and promotion 
will be used by the Kemper Group of 
insurance companies in a “Fire Up in 
October” sales campaign emphasizing its 
fire and package plan home insurance. 

President Hathaway G. Kemper an- 
nounces that the campaign will be pat- 
terned after last year’s “We’re On Fire 
in October” promotion, which produced 
the greatest monthly volume of fire in- 
surance sales in the organization’s his- 
tory. The campaign will run through the 
entire month of October. On the first 
Sunday, October 7, newspaper ads fea- 
turing fire, homeowner’s and compre- 
hensive dwelling insurance will appear in 
121 major markets. 


On Governing Committee 


Of N. J. Fire Rate Org. 


The Fire Insurance Rating Organiza- 
tion of N. J. has elected the following 
companies to the executive committee 
for three-year terms: Phoenix of Hart- 
ford, Agricultural, Boston and Royal. 
These succeed the following companies 
whose term expired this year: Hartford 
Fire, North River, New Hampshire, 
Phoenix Assurance, 


Fire Committee of 


New York Agents’ Assn. 


C. Fred Ritter of Middletown, presi- 
dent of the New York State Association 
of Insurance Agents, has appointed 
Einar G. Johnson of Staten Island, Ray- 
mond A. Muth of Newark, Brad Peck 
of Copake and Lloyd Boice of German- 
town to the fire insurance committee to 
assist Chairman Russell M. L. Carson 
of Glens Falls 

Mr. Boice, president of Lawrence 
Boice, Inc., agency has for a long time 
been ‘making a study of fire insurance 
rates and rules pertaining to farm prop- 
erty. Mr. Johnson, who operates his own 
agency, is a past president of the Rich- 
mond County Association and has served 
on the fire insurance committee of the 
state association. 

Mr. Muth, president of George W. 
Muth & Son, Inc., is a director of the 
State association and a past president of 
the Associated Insurors of Wayne, Sen- 
eca, Yates and Ontario Counties. Mr. 
Peck, owner of the Brad Peck Agency 
of Copake and president of C. W. Bost- 
wick, Inc. in Hudson, is a past president 
of the Columbia County Association. 





SLATON SPECIAL IN FLA. 

The Pennsylvania Fire has appointed 
Comer L. Slaton special agent for 
F oa in association with Special Agent 
E, Lessard. Headquarters remain at 
Jac aie. 


of the association and has served on its 
executive committee; also as a director 
and regional vice president. He was pre- 
viously co-chairman of the membership 
committee. He also is a past president 
of Lockport Association of Insurance 
Agents. 


Their Respective Careers 


Mr. Lent, a vice president of Knox, 
Lent & Tucker, Inc. of White Plains, 
is past president and a director of the 
Westchester County Association of In- 
surance Agents. He also serves on the 
agents and brokers committee of the 
Insurance Society of New York. 


Mr. Spicci, of the Thomas J. Freeman 
Agency of Haverstraw, is active in the 
Rockland County Association. He is a 


former field chairman for the Rockland 
Association’s outings. In 1954 he served 
as chairman of the down-state regional 
meeting of the New York State Asso- 
ciation, annually held at Garden City. 

Mr. Kramer, managing partner of 
Childs-Kramer Agency, Williston Park, 
is president of the Suburban Association 
of Insurance Agents and executive vice 
president of Nassau County Association 
of Insurance Agents. He is chairman of 
the liaison committee working with banks 
and building loan associations on behalf 
of the New York State Association. 


NORTH AMERICA CAMPAIGN 





Newspapers and Garroway TV Program 
to Help Agents Sell Homeowners 
and Tenants Policies 
Insurance Company of North America 
Companies, Philadelphia, will launch an 
extensive advertising campaign during 
October to help their 20,000 agents sell 
Homeowners and Tenants package poli- 
cies, as stated briefly in these columns 

last week. 

Starting October 1, over 920 leading 
daily, weekly and Sunday newspapers 
throughout the United States will be 
teamed with network television in one of 


the largest promotion programs ever 
undertaken by a property and casualty 
insurance firm. North America Com- 


panies have again bought participations 
on NBC-TV’s “Today” program, the pop- 


ular morning program starring Dave 
Garroway. Ninety-seven stations will be 
used. 


The newspaper campaign is spread to 
793 cities and towns in 42 states and the 


District of Columbia. N. W. Ayer & 
Son, Inc., North America Companies’ 


advertising agency, estimates that the 
advertisements should reach more than 
26 million families. 

The initial advertisement measures 
four columns by 12 inches, with suc- 
ceeding ads somewhat smaller. 

The advertising program is designed 
to encourage and assist in their own 
local sales programs the more than 
20,000 independent local agents who rep- 





SERVICE 
IS THE HEART 
OF OUR 


BUSINESS 





Cry — 


John D. Hickey 
Robert C. Mehorter 
Raymond Andreasen 





DOUBLED 


We've re-doubled our efforts to give you: 
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resent North America Companies, By 
arranging for a small announcement ad- 
jacent to the compsé inies’ larger messages, 
agents can tie-in economically. The com- 
bination of network television and ex- 
tensive newspaper advertising as em- 
ployed by North America Companies has 
been popular with agents. A_ similar 
program during the past Spring helped 
increase agents’ sales 40% above 1955 
levels, 


Hartford Assigns Arndt 


To Central Pennsylvania 
Special Agent Robert E. Arndt of the 
Hartford Fire has been assigned to the 
company’s central Pennsylvania terri- 
tory, B. B. Gracey, vice president and 
secretary, announces today. In his new 
position, Mr. Arndt will assist Special 
Agent William G. Munroe, operating 
from the Harrisburg office. 

Before joining the Hartford Fire, Mr. 
Arndt had been employed by the Middle 
Department Association of Fire Under- 
writers for nearly eight years as chief 
inspector. 








Big Bill 
(Continued from Page 29) 


the standard radium floater. 

The hospital had selected the boilers 
and the hot water tanks of all of its 
buildings, including the nurses’ resi- 
dences for special insurance in the boiler 
and machinery policy. 

The many air conditioning units, 
which are included in the coverage 
afforded by the fire and extended cov- 
erage endorsement policy, were not in- 
cluded in the boiler and machinery pol- 
icy, since the manufacturer’s warranty 
against failures had not expired. 

The many compressors and an ice- 
making machine were also not included 
in this special insurance. In the case 
of the compressors, their value being 
comparatively small and their being sev- 
eral years old, the loss of any one of 
them through burning or other similar 
hazard, could easily be absorbed by the 
hospital. 

The hospital owns two vehicles, 4 
truck and a station wagon. Each ot 
these is insured in a separate policy, the 
station wagon enjoving broader coverage 
than the truck. There being less than 
six automobiles, no fleet discount could 
be obtained by insuring the vehicles in 
the same policy. 

: * 


Modernize Home Office Lighting 

Travelers Insurance Co. is moderniz- 
ing the lighting on many of the floors 
in its home office in Hartford. In most 
cases old lighting is being replaced with 
new fluorescent fixtures. 

Most of the installation work of the 
new fixtures is being carried on during 
weekends so. that there is no inter- 
ruption in the company’s normal work 
schedules. The work is expected to con- 
tinue for several months. 

x oe x 


New Tuma Book 

New Reinsurance Co. of Geneva, 
Switzerland, announces that the third 
and last section of the book by Jaroslav 
Tuma, “Excess of Loss Studies” has beet 
published. It is called “Stop Loss 
Cover.” Publisher is the New Reinsur- 
ance Co., P. O. Box Rive, Geneva. 
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FIREMAN’S FUND CHANGES 





Killian Claim Manager in Eastern Field; 
Hennessey Marine Special in N. J.; 
Eaton Philadelphia Special 


Three appointments in the Eastern 
department of Fireman’s Fund Insurance 
Group are announced by Vice President 
Arthur T. Fleischhauer. 

James H. Killian has been named 
manager of the claim department for 
the eastern territory, headquartered in 
New York. He joined Fireman’s Fund 
in 1947, starting in the claim department. 
Until his. recent appointment, he has 
been serving as assistant manager. 

Joseph W. Hennessey, Jr., has been 
appointed marine special agent in the 
New Jersey field. Since 1954 he has 
been in the Eastern marine department, 
headquartered in New York. 

Donald C. Eaton, Jr., is the newly ap- 
pointed fire special agent in the Phila- 
delphia office territory. He joined the 
frm in 1950 and, after completing a 
comprehensive training course in the 
Boston office was assigned as a fire un- 
derwriter in Newark. Field work in New 
Jersey preceded his present appoint- 
ment. 





Graduated Rating Plans 
For Oklahoma and Florida 


With a new deviation filing in Okla- 
homa and a revision of its earlier Flor- 
ida filing, the Southwest General of 
Dallas is pushing for action on the 
graduated rating plan for fire and ex- 
tended coverage on dwellings and con- 
tents, based on the amount of insurance 
in force. 

Both filings, made September 14, set 
up the following deviations: For the 
first $5,000 or part thereof, no reduction; 
for excess of $5,000 up to $10,000, a re- 
duction of 40%; for excess of $10,000 up 
to $15,000, a reduction of 50%, and for 
the excess of $15,000, a reduction of 30%. 

The Oklahoma deviation, subject to 
approval, will become effective November 
1 and the effective date of the revised 
Florida filing, originally set for October 
1, is being postponed until December 1 
in order to give additional time for 
study of the new premium bracket call- 
ing for a 30% reduction for the excess 
of $15,000. The earlier Florida filing, 
now withdrawn, had specified a 50% re- 
duction for excess of $10,000. 

The deviations, according to Ben L. 
Culwell, executive vice president, apply 
to dwellings occupied by not more than 
two families and contents of such build- 
ings. Experience data compiled by the 
company, along with other supporting 
material, accompanied the filings. 





CPCU Degrees Conferred 
On 217 at Cincinnati 


At an all-industry luncheon sponsored 
by the Cincinnati chapter of the Society 
of Chartered Property & Casualty Un- 
derwriters, Dr. Harry J. Loman, dean 
ot the American Institute, conferred the 
CPCU designation on 217 persons who 
satisfactorily completed all the Institute’s 
requirements this year. 

The national conferment was con- 
ducted as one of the sessions of the 
annual meeting of the Society of CPCU 
which was held at the Netherland Plaza 
Hotel, Cincinnati, September 12-14. 





GARDEN STATE POND MEETS 

The Garden State Pond of Blue Goose 
held its first meeting of the season on 

ednesday evening, September 19 at 
The Rock in West Orange. Most Loyal 
Gander Fred L. Bross presided. Newly 
elected Most Loyal Gander Jules Simon- 
eaux of the Grand Nest, was the prin- 
cipal speaker. 





CAMDEN AGENTS MEET 
The Camden-Gloucester County, N. J., 
Nsurance Agents Association met Sep- 
tember 24 in Camden. Ralph Tallman, 
chief automobile underwriter, Aetna 
Casualty & Surety, discussed the new 
amily automobile policy. 
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Royal-Liverpool agents pick up the chips 
with a pat hand that can’t be topped, the 
Homeowners’ Sales Kit. 


Ask your Royal-Liverpool Multiple-line 





fieldman to deal you in for more “ Package- 


Policy”’ sales. 
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R. A. KENZEL ADVANCED 





Secretary, Northern Assurance, in 
Charge of Western Dept.; Widely 
Known for Blue Goose Activities 


Earl D. Patton, United States manager 
of the Northern Assurance and president 
of the American Marine & General, an- 
nounces advancement of R. A. Kenzel 







R. A. KENZEL 


to the position of secretary of the North- 
ern and assistant vice president of the 
American Marine in charge of the West- 
ern department. 

Mr. Kenzel joined the Northern in 1927 
after 10 years of underwriting experience 
in several large companies. In 1931 he 
was appointed state agent for Wisconsin 
and in 1952 he was returned to the home 
office and appointed assistant secretary 
of the Western department. 

Mr. Kenzel is a past president of the 
Wisconsin Fire Underwriters Association 
and was secretary of the Honorable Or- 
der of the Blue Goose, International for 
15 years. 





Tested Activities for 


Fire Prevention Efforts 


The several hundred practical projects 
which have proved most successful in 
recent years in gaining local public sup- 
port for fire prevention activity are il- 
lustrated in a revised and expanded 
fourth edition of the booklet “Tested 
Activities for Fire Prevention Commit- 
tees,” which is being distributed nation- 
wide this week to fire chiefs, local Cham- 
bers of ‘Commerce, and _ interested 
organizations by the accident and ffire 
prevention department of the Federation 
of Mutual Fire Insurance Companies. 

Projects selected for the publication 
have been chosen from those submitted 
in the annual “National Inter-Chamber 
Fire Safety Contest” sponsored by the 
Chamber of Commerce of the United 
States—in which local Chambers of 
Commerce compete on a basis of year- 
round fire prevention effectiveness—and 
from the annual contest of the National 
Fire Protection Association, in which 
municipalities compete on the basis of 
their activities during National Fire 
Prevention Week. 

“Tested Activities for Fire Prevention 
Committees” is widely used as a guide 
by local groups during National Fire 
Prevention Week, which will be observed 
this year October 7-13. Single copies 
may be obtained free by organizations 
not reached through the general distribu- 
tion by writing the Federation of Mutual 
Fire Insurance Companies, 20 North 
Wacker Drive, Chicago 6. Ill. 





ST. PAUL NAMES RIEGEL 
The St. Paul Fire and Marine an- 
nounces appointment of Jack L. Riegel 
as special agent with headquarters in 
the Denver, Colo., office. He replaces 
Melvin E. Dressel, recently transferred 
to the Michigan field. 
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1,300 Attended Monte Carlo Meet 


By A. NELson-SMITH 


British Insurance Journalist 


Leading marine underwriters from 30 
different countries basked in the Riviera 
sunshine during the week-long confer- 
ence of the International Union of Ma- 
rine Insurance which ended on Septem- 
ber 14. ; ; 

At full-day business meetings trom 
Monday to Thursday a wide range ot 
technical subjects was discussed, cover- 
ing various aspects of hull and cargo 
a legal problems, nuclear fission, 
the St. Eionoes: Seaway, and danger to 
eve tat due to changing climatic con- 
ditions. 

The Attendance 
attending the conference 
purchased a congress card which en- 
titled them and their ladies to various 
privileges such as free admission to the 


Everyone 


Casino and the beach and_ reduced 
charges for the excursions. The confer 

ence swelled the population of Monte 
Carlo by about 1,300, but official dele- 
gates entitled to attend the business 
meetings accounted for a comparatively 
small part of the total. The rest were 
representatives of companies and_bro- 
kers throughout the world and included 


leading marine 
personalities. 


many of the 
and reinsurance 


a great 
insurance 


Keynote on Amity 


Throughout the conference, the im- 
portance of international understanding 
and cooperation was stressed, the theme 
being “amity among marine insurers 
throughout the world, with service to 
the insuring public the paramount aim.’ 
An indication of the continued progress 
in this direction was the election as 
associate members of INGOSSTRAKH 
(the State foreign department of the 
U.S.S.R.) and the State Insurance In- 
stitute of Hungary. 

President H. J. Quirino de 
general manager of the Fidelidade, 
bon, was reelected. 

Owen E. Barker (Appleton & Cox, 
New York), president of the American 
Institute of Marine Underwriters, who 
was elected a vice president of the 
Union, was host at a cocktail party at 
the Monte-Carlo Beach before the din- 
ner for delegates on Wednesday. At 
the business meetings he reported on 
matter concerned with international 
cote i am for marine safety. 

President Fonseca, in whose honor the 
Portuguese national anthem was played 
as he entered, presided both at the dele- 
gates’ dinner and at the official banquet 
on Friday at the Sporting d’Ete, one of 
Monte Carlo’s two casinos. Both dinners 
were held in the open under star-studded 
black velvet skies and before a_back- 
cloth of thousands of lights twinkling 
way up into the hills and round to the 
softly floodlit, fairy-tale palace of Prince 
Rainier and Princess Grace in old 
Monaco. 


Fonseca, 
Lis- 


Hospitality 


Among other parties attended by most 
of the delegates and others at the con- 
ference were those given by Monsieur 
Dominique Leca and Signor Enrico 
Marchesano. Monsieur Leca, president 
of L’Union companies of Paris, received 
his guests in the flower-banked salons 
of the Hotel de Paris. Signor Marche- 
sano, president of the Reunione Adria- 
tica di Securita and l’Assicuratrice Itali- 
ana, held his party in the exotic setting 
of the Monte-Carlo Beach. 

Several reports at the business meet- 
ings were contributed by Harold Jack- 
son, of New York, who retired this year 





SILAS R. FRANZ CO. 
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MARINE UNION ELECTIONS 


Harold Jackson Honorary Member of 
Union; Owen E. Barker Vice Chair- 


man and on Executive Committee 

Harold Jackson, president of Wm. H. 
McGee & Co., Inc. of New York, and a 
director of the American Institute of 
Marine Underwriters, on September 14 
was elected an honorary member of the 


as a vice chairman of the Union but was 
elected an honorary member. 

Subjects covered included cargo loss 
prevention, the proposed cargo register, 
and danger to shipping due to changing 
climatic conditions. A. B. Stewart, the 
well-known Lloyd’s underwriter, con- 


tributed an eupOrs ant eg nuclear International Union of Marine Insur- 
fission. John l. Byrne (Talbot sird & ance. Mr. Jackson’s election to this 
Co., New York), chairman of the Free- honor came at the close of the 1956 
dom of Insurance Committee, and H. Congress of the International Union’s 
Huttner (of the Alpine, Zurich), re- Council in Monte-Carlo. Owen D. 


ported on discrimination in marine in- 


Barker, president of Appleton & Cox, 
surance, 


Inc., and president of the American In- 


The paper on the St. Lawrence Sea- : . P 

, -pnesei ia as va stitute, was elected a vice chairman and 
way was given by Arthur F. Bilkey . ‘ ee ; 
(marine managers, Ltd., Toronto) vice will serve on the executive committee. 

' rer The International Union of Marine 


president of the Canadian Board of Ma- A . 
Insurance is comprised of 44 member 





rine Underwriters, Montreal, who was 
accompanied at the conference’ by 
Richard M. Willemsen of the Great president; and Harold Jackson of Wm. 
Lakes Reinsurance Co., Toronto. 11. McGee & Co., who is vice chairman 
Mony Speskers of International Union of Marine Un- 
derwriters. 

Among other important contributors Among others from the United States 
to the business meetings were Har- attending were Frank A. Christensen, 
old H. Mummery, London, under- chairman, and N. H. Wentworth, 
writer of The London Assurance; Carl secretary, America Fore Insurance 
sriner of Zurich, a former president of Group; James O. Nichols, president; 
the IMU and now a vice chairman;  [éric Arpert, T. B. Brown, Jr., and A. 
R. A. J. Porter, another well-known ©, Muldoon, vice presidents, American 
Lloyd’s underwriter and a vice chairman Foreign Insurance Association; B. 


of the Union; C. D. Raynor, deputy itt, president, American Insurance 
chairman of Lloyd’s Underwriters’ As- Group, Newark. 
sociation; H. F. Thorburn, of the Sea. Also, Herbert FE. Girardet, General 


chairman of the Liverpool Underwriters’ Reinsurance Corp., New York; George 
Association; and L. K. Sweet, of Lon-  Inselman, Marine Office of America; 


don, underwriter of the Phoenix. Other and following representatives of Insur- 
well-known European speakers included ance Co. of North America: John A. 
Monsieur Jean Jaubert (Compagnie Piemand, Jr., C. F. Littlepage, Thomas 
d’Assurances Generales), of Paris; Dr. M. Torrey, Malcolm M. Dickinson (in 


P. J. de Haan and Dr. J. J. Kamp, 


: charge of the company’s European head- 
of Rotterdam; M. Hugo Helmensdorfer 


quarters at the Hague); H. A. Irminger, 


(General Insurance Co. Helvetia), and Robert B. Stillman and J. W. Wijlacker; 
M. Hans Huttner (Alpina Insurance HH. J. Kaufmann and H. G. Kaminer, 
Co.), of Switzerland. Seibels, Bruce & Co. Columbia, S. C., 
Vice chairmen of the IMU, who were’ and John T. Byrne, Talbot, Bird & Co., 
not on this occasion scheduled to deliver New York. 
papers, were L. Bostock-Jensen of the Brokers attending were Arthur F. 
Baltika, Copenhagen, and Paul Desprez Coen, Amit Corp., Arnold and Thomas 
of La Securite, Paris. RB. Herzfeld, Bleichroeder, Bing & Co., 
eT ee ee New York; A. Bettelheim_ Bentley of 
A. B. Bentley Co.; and C. S. Anderson, 
In addition to Owen E. Barker, presi- Johnson & Higgins, all of New York. 
dent of American Institute of Marine Mr. Bentley also represents Interna- 
Underwriters and of Appleton & Cox, tional Survey Agency, and Mr. Coen 
New York, the official delegation from also represents Transatlantic Marine 
the United States included Carl E. Mc- Claims Agency, Inc., New York. 


Dowell, executive vice president of Claim adjusters in attendance were E. 
\merican Institute; Madoe M. Pease, H. Carmen, Jr., Carmen & Co.; Balti- 
North British & Mercantile, second vice more; Mr. Bentley and Mr. Coen. 
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es 


associations from 42 countries. 
son, who retired this year as a vice 
chairman and member of the executive 
committee, has been active in the Inter. 
national Union since its post-war fe. 
vival. He attended the Council’s meet. 
ings in 1946 as a vice president of the 
American Institute and in 1947 and 104 
as president of that organization. Among 
his key interests has been the work of 
the cargo loss prevention committee, of 
which he has been chairm:z in since 1949 
In 1948, he was elected vice chairman 
of the Council and member of the execy- 
tive committee, to which he has rendered 
valuable service in the conduct of the 
Council’s affairs. He has also served on 
the Council’s nominating committee, hay- 
ing also been chairman of that commit- 
tee in 1954-55, 

Other honorary members of the Union 
are: Carl Briner of Switzerland, who js 
honorary president; Captain N. E. Kihl- 
bom of Sweden, and Harold M. Mum- 
mery and A. B. Stewart of England. 


Mr, Jack- 


Mass. Holds Equipment 


Dealers Forms Marine 
The Massachusetts Insurance Depart- 
ment has amended the Nation-wide 
Marine Definition to permit writing of 
equipment dealers policies. Such equip- 
ment consists principally of agricultural 
and road-building machinery. Insurance 
Commissioner Joseph A. Humphreys of 
the Bay State states that insurance of 
equipment dealers stock falls within the 
marine classification when the stock of 
such dealers consists of the equipment 
enumerated therein and their accessories 
with annual average values of 75% of 
the annual average values of the dealer's 
entire stock. In other words, the annual 
average values of such dealer’s stock 
unrelated to the principal stock should 
not exceed more than 25% of the annual 
average values of his entire stock. 


Crook Named as AIMA 


Representative in Dallas 
Norman B. Crook has been named rep- 
resentative in Texas of American In- 





ternational Marine Agency of New 
York, Inc., as successor to George J. 
Shaw. Mr. Crook will continue to main- 
tain the offices at 2006 Bryan Street, 
Dallas, Texas, in which he has been as- 


sociated wtih Mr. Shaw during the past 
two years, 

The newly-appointed representative 
has been in the marine insurance field 
ever since he left the U. S. Merchant 
Marine, ten years ago. He entered the 
field in the Houston office of the Auto- 
mobile Insurance Co. After eight years 
with that organization, he resigned the 
position of assistant marine underwriter, 
to join Mr. Shaw. 

Mr. Crook was educated in the public 
schools of West Hartford, Conn. With 
his wife and two children he has made 
his home in Texas since World War II. 
He is a past Skipper of the Houston 
Mariner’s Club. 





CONN. MARINERS TO MEET _ 

The Mariners Club of Connecticut wil 
hold its next meeting Tuesday, October 
9, at 7 p.m. at Saengerbund Hall, Wash- 
ington Street, Hartford. William D. Mc 
Guinness, insurance manager of the Port 
of New York Authority, will be guest 
speaker. He will show a sound film. 
“Conquest of the Hudson.” Reservations 
may be made by contacting the Pro 
gram Chairman, Karl W. Baer, Aetna 
Insurance Company, 670 Main Street. 
Hartford, Conn. 
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Chicago “Sun-Times” 
Prints St. Louis Charges 


GEORGE F. BARRETT UNDER FIRE 


“Post Dispatch” Staff Writer Reveals 
“Collections” By Former IIl. Attorney 
General from Out-of-State Cos. 


Chicago insurance people were keenly 
interested this week in the disclosures 
py the Chicago “Sun-Times” which re- 
produced a copyrighted by-line article 
from the St. Louis “Post Dispatch” 
charging that former Illinois Attorney 
General George F. Barrett “had col- 
lected thousands of dollars from out- 
of-state insurance companies seeking 
licenses to do business in Illinois.” 

Roy J. Harris, staff correspondent of 


the “Post Dispatch,” indicated that his 
article was based on a study of state 
Insurance Department records. He iden- 
tied Mr. Barrett as a Chicago lawyer, 
closely connected with the Illinois In- 
surance Department and its director, 
Justin T. McCarthy. His brother, Rob- 
ert E. Barrett, was director of the De- 
partment until his death in 1954. 
According to the Harris article, as 
printed in the Chicago “Sun-Times,” 
oficers of several out-of-state insurance 
companies said they had paid Mr. Bar- 
rett up to $5,000 for “routine legal serv- 
ices” which “if needed at all would cost 
at the most a few hundred dollars in 
other states.” 

The Chicago “Sun-Times” said early 
this week that Governor Stratton of 
Illinois declined to comment on the ar- 
tie. Neither Mr. Barrett nor Justin 
McCarthy were available to reporters 
despite persistent efforts to interview 
them, the “Sun-Times” also said. How- 
ever, officers of some of the eight com- 
panies named in the “Post Dispatch” 
were interviewed. The general gist of 
their responses was that “the Harris 
story is accurate in some parts, but also 
inaccurate in that the facts are twisted.” 





LESLIE TO GIVE COAST TALK 





Guest Speaker Oct. 4 at All Industry 
CPCU Luncheon in San Francisco; 
to Discuss Auto Liab. Ins. Trends 
William Leslie, general manager of 
National Bureau of Casualty Underwrit- 
ers, will be the guest speaker, October 4, 
at an All Industry CPCU luncheon in 
the Mark Hopkins Hotel, San Francisco. 
At this gathering designations will be 
Presented to Pacific Coast insurance 
people who have passed the examina- 
tions of the American Institute for 
Property and Liability Underwriters, 
Inc. Mr. Leslie will discuss “Trends in 
Automobile Liability Insurance.” 


Earle F. Heffley Promoted 
To Public Relations Director 


Earle F. Heffley, assistant secretary of 
emper Companies, has been appointed 
public relations director for Lumbermens 
Mutual Casualty and American Motor- 
‘sts. Hathaway G. Kemper, president of 
emper Companies, announced his pro- 
Motion. Robert P. Palmer, secretary of 
the companies, is advertising manager. 

Mr. Heffley had been Kemper assistant 
advertising manager since 1954. He 
joined the Group in 1946. 

A 1940 journalism graduate of Uni- 
versity of Illinois, Mr. Heffley served 
rom 1942 to 1945 in the Navy as a lieu- 
tenant commander. He has been presi- 
dent of the Advertising Executives Club 
% Chicago and a member of the board 
%! governors, Chicago Federated Adver- 
tising Clubs. 








AMA Elects New Vice 
Presidents, Directors 

QUARTERS AT SHERATON-ASTOR 

Herbert P. Stellwagen Elected Director; 


James L. Madden Reelected 
AMA Treasurer 





Four new vice presidents and ten new 
directors were elected by the American 
Management Association this week at 
board and membership meetings held in 
New York. 

New vice presidents in charge of the 
association‘s operating divisions for the 
1956-57 term are as follows: Finance Di- 
vision, John E. Kusik, vice president, 
finance, Chesapeake & Ohio Railway 
Co., Cleveland; office management divi- 
sion, William L. Crunk, general super- 
visor, sales offices, Reynolds Metals & 
Co., Louisville; packaging division, C. L. 
Rumberger, vice president research and 
quality control division, H. J. Heinz Co., 
Pittsburgh, Pa., and personnel division, 
James H. Taylor, director of industrial 
relations, Procter & Gamble Co., Cin- 
cinnati. They will head the advisory 
planning councils of their respective 
divisions. 

Elected to three-year terms on the 
board of directors were FE. Pennell 
Brooks, dean, School of Industrial Man- 


agement, Massachusetts Institute of 
Technology, Cambridge; Richard Hig- 
gins, president, Kendall Co., Boston; 


Stanley C. Hope, president, Esso Stand- 

ard Oil, New York; Robert S. Ingersoll, 

president, Borg-Warner Corp., Chicago; 
(Continued on Page 46) 


Conner Explains Scientific Formula 


To Judge Minimum Bond Amounts 


Steps leading up to the establishment 
of a scientific method of determining 
the minimum amounts of fidelity cover- 
age that should be carried by various 
concerns were outlined by George A. 
Conner, vice president of Fidelity & 
Deposit, in addressing the first fall lun- 
cheon meeting September 20 of the New 
York Chapter, American Society of In- 
surance Management, held in Hotel Stat- 
ler, New York. Mr. Conner, whose sub- 
ject was “Yardstick of Dishonesty Ex- 
posure,” was introduced by W. D. Mc- 
Guinness, insurance manager, Port of 
New York Authority, who is president 
of the New York Chapter. 

Mr. Conner told the insurance buyers 
that in 1952 a committee of the Surety 
Association of America started its study 
of all outstanding yardsticks. It had 
received a comprehensive report on all 
fidelity losses in excess of $10,000 for 
a ten-year period, which losses totaled 
500. The two outstanding problems fac- 
ing the committee were (1) finding a 
table that would recognize differences in 
exposure due to various kinds of oper- 
ations of insureds, and (2) finding a 
table which would apply both to small 
and large concerns without producing 
exorbitant amounts of coverage for the 
larger ones. 

Mr. Conner said the first problem was 
solved by an analysis of what was stolen 
and the methods used. A survey con- 
ducted by Price, Waterhouse & Co. in- 
dicated to the committee that 56 out of 
107 losses consist of embezzlement of 
cash receipts and 44 out of 107 involve 
cash disbursements. Also, “since the 
average dishonesty loss extends over a 
period of three years before discovery, 
it was necessary that the turnover be 
considered in arriving at a proper solu- 
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tion since the larger the turn-over the 
easier the accessibility by the dishonest 
employe and the more readily the con- 
cealment of the shortage. 

“Therefore, the three items -in the in- 
sured’s financial statement which were 
used as a basis for arriving at a final 
table, were (1) cash, deposits, securities, 
accounts receivable; (2) goods on hand 
or inventory; (3) annual gross sales or 
income.” 

The speaker explained that “obviously 
the sum of these three elements cannot 
be insured to value, so it is necessary 
to determine what percentage of each 
may be considered as constituting fair 
exposure, 


Percentages Arrived At 


“In answer to this we have, through 
trial and error, arrived at the following 
percentages: 

“Twenty per cent of cash, deposits, 
securities, receivables, etc. 

“Five per cent of goods on hand, i.e., 
raw materials, material in process, fin- 
ished merchandise or products. 

_ “Ten per cent of annual gross sales or 
income. 

_ “The sum of these percentages results 
is called the exposure index. 

“The second problem, namely, of pre- 
venting the amount of coverage for 
larger concerns reaching astronomical 
penalties, was solved by providing a 
table which would set out the recom- 
mended minimum amount of coverage 
for various exposures on a curve. The 
table of coverages starts out at 100% 
of the exposure index for smaller con- 
cerns and recedes to less than 1% of 
the exposure index for larger concerns. 
This provides much more realistic cov- 
erage for the larger concerns. 

“In applying this table to the 500 
losses studied by the committee, we 
found that 95% of all the losses would 
have been covered, leaving 5% only par- 
tially covered. This is a fair result and 
indicates the reasonableness of the table. 
The actual record of coverage for these 
Icsses showed that 65% were under-in- 
sured, the total amount of such under- 
insurance being $1,888,000. Under the 
new table the total amount of under- 
—* would amount to only $200,- 
100). : 


Insurance Must Have Relationship to 
Real Exposure 


Mr. Conner advised the buyers not to 
be surprised at large increases in cover- 
age over present amounts in applying 
the table. He explained: “Too many in- 
sureds have carried minimum bond 
amounts and used premium as the sole 
guide in deciding ‘how much insurance ?’ 
It is necessary to face up to the problem 
and carry amounts of insurance that 
bear a relationship to the real exposure. 
We believe the table of recommended 
minimum amounts of honesty insurance 
does just this. If you cannot increase 
your coverage to the proper amount at 
this time, by all means see that it is 
done at the earliest possible moment.” 

Closing with a word of caution, Mr. 
Conner said: “Heretofore no generally 
accepted scientific formula for determin- 
ing minimum amounts of honesty insur- 
ance has been in existence. This is no 
longer true. A tried and tested table is 
now available. For your own piece of 
mind, you should make sure that sooner 
or later, and preferably sooner, your 
company carries, at least, the minimum 
amounts of insurance called for by the 
table.” 





CALIFORNIA CONTRACT SURETY 

Cen-Vio-Ro of Southgate, Cal., has 
been awarded a contract by the U. S. 
Bureau of Reclamation, at a bid price 
of $5,638,539 for the construction of the 
Shafter-Wasco laterals and sublaterals 
of the Central Valley Project, near Shaf- 
ter and Wasco, Cal. Fidelity & Surety 
Co. of Maryland is surety on the work. 
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Wade Fetzer, Sr., Chicago, Nationally 
Known, Dies in Hinsdale, Ill. at 77 


Wade Fetzer, Sr. of Chicago, nation- 
ally known figure in both the agency 
and company executive ranks, who was 
chairman of W. A. Alexander & Co., 
general insurance agents in Chicago, and 
formerly president of Fidelity & Casu- 
altv Co. of New York, member company 
of America Fore Insurance Group, died 
September 22 at Hinsdale, Ill. at the age 
of 77. Mr. Fetzer was a director of the 
Fidelity & Casualty and the Continental 
Insurance Co. , 

Funeral services. attended by leading 
figures in the Chicago insurance fra- 
ternity as well as midwest company 
ranks, were held Monday, September 24, 
at the Hinsdale Congregational Church. 
Frank A, Christensen. chairman of the 
boards, America Fore Companies, was on 
the high seas returning from a vacation 
trip abroad, ‘ind in his absence President 
J. Victor Herd headed a delegation of 
America Fore officers that attended the 
funeral services. Included in the party 
were vice presidents Frank E. O’Brien, 
E. A. Henne, Raymond N. Caverly, E. H. 
Luecke and secretaries E. J. Ryan and 
Arthur R. Miller. 

Almost 60 Years in the Business 


Born in Ottumwa, Iowa, Wade Fet- 
zer’s entire insurance career had been 
spent with W. A. Alexander & Co. which 
he joined in 1897 as a clerk in the 
cashier’s department. He would have 
observed this 60th anniversary with that 
agency and in the business in 1957. Mr. 
Fetzer progressed through various de- 
partments in W. A. Alexander & Co. 
until he was made a junior partner in 
1904. Two years later he became a 
managing partner, and had established 
a reputation in Chicago as a big business 
producer, When the agency was incor- 
porated in 1927 he was elected president 
which office he retained until 1943 when 
he became chairman. At that time his 
son, Wade, Jr., was elected president. 

W. A. Alexander & Co. has repre- 
sented the Fidelitv & Casualty as gen- 
eral agents for 71 years. 

Originally the agency specialized on 
what was then known as industrial acci- 
dent insurance, most of it written on 
railroad employes. Under Mr. Fetzer’s 
direction additional lines were added to 
the agency’s facilities and, as a result, 
representation of casualty, fire and life 
insurance companies was acquired. 

First President of National Assn. of 

C. & S. Agents 

In addition to outstanding achieve- 
ments in his own organization Mr. Fet- 
zer was one of five men who, in 1913, 





WADE FETZER, SR. 


organized the National Association of 
Casualty Insurance Agents and served 
as its first president. Later, he was first 
president of the Insurance Federation of 
America. From 1927 to 1928 he was 
president of the Casualty Information 
Clearing House of Chicago. 

Mr. Fetzer was elected president of 
the Fidelity & Casualty in 1930 in recog- 
nition of his ability and years of intimate 
association with the company and _ his 
knowledge of its problems, subsequently 
becoming its vice chairman. He also 
continued as chief executive of W. A. 
Alexander & Co. 


He was a trustee of Northwestern 
University, Evanston, Ill, and Beloit 
Cc lege, Beloit, Wis. 

His death takes from the insurance 


scene an “industry great.” Mr. Fetzer’s 
personality and capacity for leadership 
has been responsible for making W. A. 
Alexander & Co. a leading insurance 
agency in the country. A master sales- 
man and organizer, he was always 
known as a developer of “man power.” 
The success he had with his personnel 
and office agents attests to this ability. 

He is survived by his widow, Mrs. 
Margaret Spilman Fetzer; two sons, 
Wade, Jr. and John C., and two daugh- 
ters, Mrs. John H. Sherman and Mrs. 
Calvin Bryant. 





Grechko and Mayer Named 


In Accounting Division 

Two promotions in the home office of 
the Travelers ‘have been announced by 
Russell D. Leinbach, second vice presi- 
dent. 

Nicholas F. Grechko ap- 
pointed assistant superintendent in the 
casualty accounting division and Mary 
R. Mayer thas been named _ supervisor 
in the punch unit of the casualty ac- 
counting division of the premium ac- 
counting department. 

Mr. Grechko joined the Travelers in 
1937 in the casualty accounting division. 
He was promoted to assistant supervisor 
in 1946 and supervisor in 1952. 

A native of Hartford, he attended 
Hartford Federal College and is a vet- 
eran of three years’ service with the 
U. S. Air Force during World War II. 

Miss Mayer started her insurance 
career with the companies in 1946 in the 
casualty accounting division and was 
promoted to assistant supervisor in 1948. 
A native of Manchester, Conn., she was 
graduated from Manchester High School. 


has been 


Blondell Heads New F. & D. 
Service Office at Tampa 


Fidelity & Deposit Co. and affiliate, 
American Bonding, have opened a serv- 
ice office in Tampa, Fla. under the 
direction of E. B. Blondell, Jr. 

The new office represents an extension 
of the facilities of the companies’ south- 
eastern headquarters, in Atlanta. 

Mr. Blondell has been associated with 
the F. & D. and its affiliate since 1949, 
and served in the companies’ home office 
prior to his appointment to their Kan- 
sas City branch several years ago. He 
is a native of Baltimore, and is a gradu- 
ate of Loyola College, in that city. 


NEW HAMPSHIRE REVISION 

Revised automobile liability insurance 
rates for Division I garages in New 
Hampshire are announced by the Mutual 
Insurance Rating Bureau on behalf of 
its members and subscribers. The revised 
rates are effective September 26, 1956. 
An average increase of 13.5% has been 
made, 





Changes in American 
Surety Branch Offices 

MANY KEY POSTS AFFECTED 

Schier, Schreck, Evans, and Cherry 


Named Resident Vice Presidents 
at Four Offices 





Changes in key positions at four 
branch offices of the American Surety 
Co., effective October 1, have been an- 
nounced by President William E. Mc- 
Kell. 





Earl H. Schier, Cincinnati manager 
since 1923, is appointed resident vice 
president. Lawrence FE. Dangelmeier, 
assistant manager since 1951, is pro- 
moted to branch manager. Mr. Schier 


recently celebrated his 50th anniversary 
with the organization, while Mr. Dangel- 
meier came with the company in 1929. 
George FE. Schreck, Hartford mana- 
ger since 1934, is appointed resident vice 
Wilkes D. Perkins, assistant 
manager since 1953, is promoted to 
branch manager. Mr. Schreck observed 
his 40th anniversary with the company 
this year. Mr. Perkins came with 
the company in 1937, and served as a 
lieutenant-commander in the United 
States Navy during World War II. 


Kansas City Changes 


W. Robert Evans, Kansas City mana- 
ger since 1923, is appointed resident vice 


president. 


president. J. Winfred Roleke, assistant 
manager since 1929, is promoted to 
branch manager. Mr. Evans has been 


connected with the company since 1919, 
while Mr. Roleke joined the organiza- 
tion in 1924, 

Paul N. Cherry, Washington manager 
since 1941, is appointed resident vice 
president. William A. Boysen, assistant 
manager at Syracuse since 1949, has 
been transferred to Washington as 
manager. Mr. Cherrry celebrated his 
45th anniversary with the company this 
year. Mr. Boysen joined American 
Surety in 1930. 

Roy V. Williams has been appointed 
assistant manager at Washington. With 
the company since 1947, he has been 
casualty superintendent there since 1952. 

L. Bert Nye, attorney-in-charge of 
American Surety’s mail route depart- 
ment in Washington since 1941, retires 
under the company’s plan on October 1, 
after 56 years of service with the or- 
ganization. This department becomes an 
integral unit of the Washington branch 
office. 





Announce Car Inspection 


Schedule for New York 


New York’s State Motor Vehicle Bu- 
reau has announced the schedule of 
compulsory motor vehicle inspections 
that will start next year under terms 
of a new law enacted by the 1956 State 
Legislature. 

Commissionner Joseph P. Kelly said 
the inspection program will begin in 
February with cars 1938 and older. Each 
month through November cars of other 
years through 1952 will be inspected. 
The schedule follows: 

1938 and older cars, February; 1939-40, 
March; 1941-45, April; 1946, May; 1947, 
Tune; 1948, July; 1949, August: 1950, 
September; 1951, October; and 1952, No- 
vember. 

Mr. Kelly added the staggered sched- 
ule will be followed to avoid last- 
minute congestion and long waiting 
lines. All vehicles more than four years 
ol d will have to pass the safety inspec- 
tion of brakes, light, steering and wheel 
alignment to get license plates in 1958. 

Any used car, regardless of age, will 
have to pass the inspection at the time 
of the cars resale. It is expected this 
provision will take effect May 1. If a 
vehicle fails to pass the inspection the 
first time it will have a 10-day period 
to be repaired and re-examined. 

The inspections will be made by state- 
licensed private garages. 


Rates Revised Sept. 26 
For Commercial Cars 


ALSO DIVISION I GARAGE Risks 
National Bureau Announces Both State. 
wide Reductions and Increases jn 1g 

Jurisdictions 





Revised automobile liability insurance 
rates for commercial cars and for “Djyj.- 
sion 1” garage risks with policies written 
on a payroll basis were announced Sep- 
tember 25 for a number of states by the 
National Bureau of Casualty Under. 
writers on behalf of its member and 
subscriber companies. The revised rates 
were effective September 26. 

Commercial car rate changes, which 
vary by classification and territory, result 
in average statewide reductions in Afi. 


zona, Georgia, Idaho, Maine, Minnesota, 
Montana, South Carolina, South Dakota. 
Vermont, Wyoming and the Territory oj 
Alaska. However, statewide increases in 
rates were necessary in California, Dela- 
ware, Missouri, New Mexico, North 
Dakota and the District of Columbia, 

The garage risks affected by rate 
changes are those buying the broad coy- 
erage afforded under the “Division 1- 
Premises-Operations-Automobiles” defi- 
nition of hazards in the policy. 


Part of Countrywide Program 


“The rate revisions for these garage 
risks are part of a countrywide program 
to adjust B.I. and P.D. rates according 
to the experience of the carriers,” the 
3ureau stated. “The companies have ex- 
perienced adverse underwriting results 
on this business in most states. Even the 
increase in wages for garage employes in 
recent years has not provided much 
material help in offsetting the increased 
cost of settling claims as all employes 
are rated on a fixed maximum payroll 
basis. Class (b) employes, that is, pro- 
prietors, partners, officers, salesmen, 
managers and chauffeurs, are each rated 
at a flat $2,000 of payroll, and class (a), 
clerical office employes, and class (c), all 
other employes, are subject to a weekly 
payroll maximum of $100.” 

The garage rate changes, which vary 
by territory, result in average statewide 
increases in Arizona, Delaware, Georgia, 
Maine, Minnesota, New Hampshire, New 
Mexico, South Carolina, South Dakota, 
Vermont and the District of Columbia. 
They produced average statewide reduc- 
tions in California, Missouri and Mon- 
tana. 





Revised Auto Liability 
Rates for Mississippi 


Revised private passenger automobile 
liability rates for Mississippi were, an- 
nounced this week by both the National 
Bureau of Casualty Underwriters and 
the Mutual Insurance Rating Bureau, 
effective date of the changes being Sep- 
tember 26. There are both reductions 
and increases, reflecting recent expefi- 
ence of the carriers. ¥ 

National Bureau issued the following 
information: , 

“For the territory comprised of Hanr- 
cock, Harrison and Jackson Counties, 
where experience has improved, rates 
for all cars are reduced. The reductions 
range from $3 to $10, depending upon 
classification. 

“Elsewhere in the state experience has 
been unfavorable and rates are im 
creased, the increases ranging from » 
to $13. 

“Car owners qualifying for farmer 
rates will continue to receive a discount 
of approximately 20% from the rates 
that would otherwise apply to their cars. 

The Mutual Rating Bureau advises 
that its Mississippi revision will meat 
an average rate increase of 7.3%. 
Amount of the increase for B.I. liability 
is 84% and for P.D. liability 5.4%. In 
a few territories rate reductions will ap- 
ply for some classifications. Car owners 
qualifying for farmers’ rates will com 
tinue to receive the discount of approx 
mately 20%. 
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- “Unforeseen events...need not change and shape the course of man’s affairs” 





Just a house of cards 


One jolt sends it tumbling. And just one jolt could shatter your financial security. 
It could be any one of countless unforeseen events: a disabling accident .. . 
an auto crash... a damage suit ...a dishonest employee. 
To protect your home, your business, your possessions, you need the 
personal service of your local insurance agent or broker. 
Your Maryland representative knows how to protect you with the 
right kinds and the right amounts of insurance at the right time, 
and that means before a loss or claim against you occurs. And, should 
trouble strike, he’s right beside you, your personal agent, ready and able to take 
your trouble and make it his business. And because he knows his business, it’s good 
business for you to know him. It pays in security and peace of mind. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety Bonds, 
and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 
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National Association of Life Underw r gton 
aos ttt = cist Ne tom Bi 
° ° year. What do business teachers empha- lion Americans who owned some form that income, occupation, education and inst 
Institute Symposium size about life insurance? of life insurance, other characteristics of this sort are oj mo! 
. In classes in general business students With this as background, I would like no importance in determining life ingy,. ? 
(Continued from Page 10) are expected to get an orientation to the to discuss some of the findings related ance ownership. I think we are wel 
major functions of business. All forms to people’s attitudes towards life insur- aware of the role that a person’s income, reli 
editor and tell him so. He likes to hear of insurance are an important part of an ance, since these are among the most for example, plays in determining the refl 
that he’s appreciated—and, besides, your understanding of how business operates. interesting and provide some valuable amount of his life insurance Coverage, | ser 
pat on the back will help us all to build Our studies indicate that the teachers insights. I have chosen three interrelated do want to point out, however, that even is 
an editorial climate strengthening our using this workbook spend an average analyses that seem to me highly relevant within a given income group there are a 
efforts to tell the story of life insurance. of eight class periods on the subject of | to your work: the reasons people give other factors at work and these factors . 
: life insurance. for owning life insurance; the relation- are the people’s motives and _ attitudes the 
° Our greatest effort has been directed ship of these reasons to the amount of towards life insurance. Since the agent oft 
Dr. Harlan B. Miller, Director to the high school age group because life insurance they own; and thirdly, can do more in the realm of motives an4 1 
° of the large number of students, approx- the relationship of these reasons to their attitudes of his clients than in the realm fv 
of Education imately eight million, and the fact that feelings about the adequacy of their life of income, I wanted to show the import- - 
The increasingly greater understanding many do not go on to college. While we — insurance coverage. ; . ance. of these. ; Pa 
of insurance needs by the public tends shall continue to devote much of our The first thing we tried to determine 3riefly these are some of the Tesults dat 
to make the work of the life underwriter effort to this age group, we are now _ in this survey was the major reasons’ of a phase of our activities which we fic 
more effective. It is especially significant exploring the possibilities on the college people had for owning life insurance. We feel will be of direct concern to the vie 
that today’s high school students—to- level. Total college enrollment is ap- did this in two ways. First, we asked agent. Our first publication devoted to a 
morrow’s prospects—have a far better proaching 3.000.000 and it is expected to people to give spontaneously in their this survey is now on the presses, and - 
understanding of life insurance than did almost double in the next fifteen years. own words what they felt to be the we hope that you will find the finished Ro 
students of even a decade ago. We have made a survey of needs, the major reasons for owning life insurance. product of interest and assistance. “h 
Most teenagers are already policy- results of which ee - a that eres pager of this analysis showed that e 
ders. More than 53% of all children a consumer orientated book may be in’ while a large percentage recognizec e b ; nes 
Saar te son Aha a reserve life order. We have also been exploring the uses of life insurance to provide support Robert oA Singer, Assistant ro 
insurance companies. An approach to problem of recruitment of college gradu- for dependents in case of death and_ to Di f Pp : " 
financial problems has been established. ates in cooperation with the L. O. M. A., provide for final expenses, relatively few irector oO romotion Pi 
Many young people are married and L.T. A. M.A,, The Society of Actuaries, people spontaneously mentioned the d Ad Regs we 
assume family responsibilities while still and representatives of your organization. more specialized uses of providing re- an vertising a 
in their teens, Do you realize that the Today’s teenagers should be better — tirement income, educational funds, sav- a a 
peak year of marriage for women is 18 — prospects tomorrow because of what they — ings. or repaying a mortgage in case of I know that the members of this audi- 
and the median year of marriage for learn about life insurance today. death. ence are accustomed to dealing with * 
women is 20! Next we gave people a card which specifics, that you are likely to be a neé 


Teenagers are learning more about life : , showed both the general uses and these |. Sart can rie eae AG : 
insurance than ever before. A partner- Albert 8 Hermalin Director more specialized uses of life insurance, little impatient with generalities. So it is 4 











































































ship has been established between busi- es: and asked each respondent to state for natural that in appraising the work oi : 
ness and educators to bring up-to-date of Statistics and Research each reason whether they considered it the Institute’s advertising campaigns, the vi 
information to the class room. This : of great importance to them, of lesser simple test you apply is: “Do they help fe 
means that today’s teenagers are pearn- Nowadays, no conversation gets very importance . them, or 1 a me and my agents sell more life insur- / 
ing about the importance of life nsur- far without some statistic or other being all. In this analvsis, a relatively large fr 3 ad 
ance. A frame of mind has been created quoted and providing up-to-date, accu- percentage said that the retirement, sav- ance: wil 
which should make them better pros- rate and representative stastics about the ings, educational and mortgage repay- Well, let’s talk about some specifics— “ 
pects for you. , life insurance business is the job of the ment uses of life insurance were of great specific points for each of us to think - 
At the invitation of teachers, the Insti- Institute’s Division of Statistics and Re- importance to them. . about on 
tute of Life Insurance has taken an _ search. These statistics do more than This phenomenon of relatively few ®20U'- ; a 
active part as one of the business “part- enable people to carry on conversations, people spontaneously mentioning these For example, think what the agent's An 
ners” in this cooperative program. The however. They provide the backbone for specialized uses, while a relatively large job would be like if he had constantly ” 
dramatic story of the success of this countless releases, articles and_ stories, percentage rated these as “of great im- to work against public disapproval of the cor 
partnership, based upon a mutual respect, and thereby materially aid these stories portance” once they were suggested, was business, to persuade a public slegiied -“ 
is best told by two figures. In the school — in obtaining wide distribution. found to hold for people in all walks eae : 7 of 
your 1950-51 distribution of our educa- For example, just saying that life in- of life. That is, there was but little vari- OF his product, or even just ignorant 1 
tional materials totaled approximately surance pays out large sums in benefits ation among families in different income about it. 6 
300,000 items. During the school vear in every state of the union is not likely grouns, educational groups, etc. Now think how much smoother his vol 
1955-56, this had jumped to nearly 1,000,- to produce much of a splash, but our _What is the significance of this analy- path is when’ the public looks stdcdae he 
000 or about a three-fold increase, Stu- fifteen vear series of the actual amount — sis, To my mind, it suggests that there is ‘ ‘ me 
dents take these books home. Parents paid in death benefits every three months a general lack of awareness of some of Upon the business, es Se shi 
read them as well as the teenagers. They in each state has enabled us to fashion the more specialized uses of life insur- derstands life insurance, and has some - 
are both learning about life insurance. a release four times a year which has ance and at the same time a certain re- familiarity with the value of the services al 
Our educational materials and services — produced considerable local impact from  ceptiveness to utilizing life insurance to it offers, as it does today. 7 ” 
are supplied by the divisions of: Fduca- coast to coast. Our data on the living these ends. I can imagine someone look- And consider, too, how difficult the = 
tion In Family Finance, and the Educa- benefits naid in each state, on the income ing at the card handed him by the inter- “sell” would be without the “pre-sell a 
tional Division. Under the direction of use of life insurance, on pensions, are viewer and saving “I didn’t know that record of sound performance in the pub- a 
Fred Kelsey, the Education in Family Fi- other examples of studies which have you could use life insurance to repay a lic interest by companies and agents, as off 
nance Division provides in-service train- formed the substance of many other mortgage in case of death; if so, it exvlained and interpreted through public oun 
ing for teachers by means of workshops _ releases. These releases are instrumental certain'y would be of great importance relations mechanisms such as the Insti- the 
located in 12 colleges and universities. in making the public aware of the im- to me.” tute. po 
Here teachers get the benefit of first- portance and value of life insurance. We The importance of this finding and its I think, therefore, we can agree that i 
hand information. For example, at the feel that such a favorable frame of mind potential value is shown by our second the creation of a proper environment is “a 
workshop located at the Universitv of — on the part of the public is of great analysis. We found that families who an essential aid to the sale of life insur- int 
Connecticut, Larry Ackerman and Dave _ henefit to the agent in his work. spontaneously mentioned the “education,” ance. We might call it an invisible (but ‘i 
Ivry, whom I’m sure many of you know, Without in any way minimizing the “retirement” or “savings” uses of life none the less real) partner that walks the 
lectured and answered questions on pen- value to the agent of these industry-wide insurance are more heavily insured than with each agent, helping him to break 
sion plans, fundamentals of life insur- insurance statistics, I think it is fair to those who mentioned “clean-up” funds down the barriers of prospect indiffer- the 
ance, program planning and life insur- term these benefits indirect. By this, I or “support of dependents.” Also, those ence and even hostility. : te 
ance and social security. Nearly 2,000 mean that except on occasion, these people who could not think of a single How is this environment created? anc 
teachers have had the benefit of work- statistics of the financial side of our reason for carrying life insurance had Well, partly by the actions of each wi 
shop training. business are not directly applicable to the very low coverage and in general the agent in his day-to-day contacts with the ne 
Materials prepared by the Educational agent’s main task of selling life insur- larger the number of reasons given for public, Partly by the relations between bes 
Division are readily accepted by high ance. In this capacity the agent is inter- owning life insurance, the higher the the companies and their policvholders. oa 
school teachers because they have been ested in knowing who is likelv to buy degree of insurance coverage. And partly by the planned emplovment usi 
designed to fill needs expressed by educa- life insurance and what is the best way Another interesting point arose when of public relations advertising. I say 
tors for supplementary materials and are — to approach a prospect. we analyzed the reasons given by those public relations advertising because the : 
prepared with the assistance of educa- The statistics that might directlv con- who felt they owned the right amount of | obiective is not direct sales. brt the ser 
tors, who know best how to present the cern him in this area would deal with insurance and those who felt they owned © selling of concepts and ideas which leat a6 
subject. Moderns Make Money Behave _ the people who own life insurance—with too little life insurance. Aside from to the creation of a better climate for aig 
is a unit prepared for use in home and _ the characteristics of the nolicvholders, “clean-up” funds, all other reasons were the growth of the life instrance business. ma 
family living classes. During the school with the factors that distinguish them mentioned more frequently by the group In this public relations effort advertising 1 
vear 1955-56, 250,000 students studied this from the uninsured population, and with who felt inadequatelv insured than by plays an important role, for on!v adver vo 
booklet. people’s attitudes towards life insurance. those who were satisfied with their cov-  tising enables us to present to the pub ag 
The social studies teacher takes quite About a year ago, the Institute under- erage. lic, through the media of mass communi for 
a different approach from that taken by took with the survey Research Center In short, people who are aware of a cation, the story in the form and in the bu 
the home economics teacher. Sharing the of the University of Michigan a large number of reasons for carrying life in- language we specify. P 
Risk, a new unit being distributed for scale nation-wide survey of life insur- surance not only own more insurance How vigorous should this advertising 
the first time this month, presents source ance ownership and attitudes towards than those who are less familiar with the be? The answer falls somewhere betwee! H 


material on the place of life insurance life insurance, which was designed to various uses of life insurance but also, the hard-hitting. practical requirements 










in one’s over-all plan for financial secur- develop information alone these lines. despite their better coverage, they are of the agent in the field and the eaual'y- 
{tv and the social and economic implica- We found that in 1955, 103 million more likelv to feel that they still own important need of the life insurance bus ’ 
tions of the life insurance business for Americans had life insurance with the — too little life insurance. iness to make known the manv foecets he: 
the economy as a whole. legal reserve life companies. Adding In stressing the importance of the of life insurance in action. and to hav? the 

Blueprint For Tomorrow, prepared for those who had other forms of life in- relationship between people’s motives for its important role understood by the ho 
the use of business teachers was placed — surance—fraternal, burial, National Serv- owning life insurance and their coverage, American people. tod 





in the hands of 260,000 boys and girls last ice Life, ete—gave us a total of 115 mil- I do not want to give the impression The present high esteem in which the 
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institution of life insurance is held is 
more than happenstance. The improve- 
ment that has been evident in the public 
rations of the business in recent years 
reflects increasing satisfaction with the 
grvices of the agent and a growing ap- 
preciation of his professional equipment, 
ys well as a satisfactory experience with 
the product, and with the companies 
offering it. 

Today we can say that the coopera- 
ive advertising program directed by the 
Institute has contributed to this public 
relations accomplishment, Through pub- 
fic services campaigns such an anti-in- 
fation program during the Korean con- 
fict, it has helped build prestige for the 
fe insurance business; a reputation for 
acting as big as the public expects it to 
he. Through its education and informa- 
fon campaigns, such as the current one, 
has confirmed the impression of a busi- 
ness alert to the public demand for facts 
and aware of a responsibility to supply 
them. 

These advertising campaigns have been 
devised to give consideration to all ele- 
ments of the business including, of 
course, the field forces. Last year, for 
example, this statement appeared in each 
of the Institute’s advertising messages: 

No two families have exactly the same 
needs for life insurance. That is why it is 
so important to get experienced help in 
planning the right program for your 
jamily. Naturallv, the best person to give 
you these specific answers is your own 
agent. 

And in the new campaign which gets 
underway next month, the agent’s role 
will continue to receive recognition. 

Speaking of that campaign, the single, 
forceful idea, “When someone’s counting 
on you, .. you can count on life insur- 
ance,” will once again be carried to the 
American people, through 13 advertise- 
ments in 525 daily newspapers in 315 
communities, and by more than 2200 spot 
amouncements on the farm programs 
of 30 major radio stations. 

In this potential audience of more than 
0 million will be thousands of people in 
your own area, many of them vour pol- 
ievholders and prospects. Incidentally, 
most newspapers have a multiple reader- 
ship, and it is expected that every adult 
American will have an opportunity to see 
one or more of the messages. 

The widespread favorable response to 
last year’s Institute program, as reflected 
in letters from the public, from life in- 
surance agents, and from home office 
officials, made the decision to continue 
our headline-slogan an easy one. Fur- 
thermore, our surveys show that the 
constant repetition of this theme, backed 
uo with specific facts showing why you 
can count on life insurance, will have an 
increasing cumulative effect—strengthen- 
ing and spreading the public’s belief in 
the dependability of life insurance. 

Let me close with one last specific. So 
that you get the most out of this institu- 
tional advertising, your policyholders 
and prospects must identify you and your 
work with these messages. The basic 
newspaper and radio audience is just the 
beginning, You and your associates can 
increase the local impact many-fold by 
wing the collateral campaign materials 
In vour community. 

To this end, the Institute will soon 
send you a complete “How-to-Do-It” kit 
—containing many helpful promotion aids 
—for the personal use of general agents, 
Managers, and agents. 

When you receive your kit, I’m sure 
you will see many ways vou and your 
agents can use it to help win new friends 
‘or your agency, your company and your 
business. 7 a 





Holgar J. Johnson, President, 


Institute of Life Insurance 


You have now had the opportunity to 
lear—many of you, perhaps, for the first 
‘ime—how the institute came into being, 
how it developed, and what it is doing 
today, especially as to how it affects you 





and your business. But that is not the 
entire story. 

There remains something else to be 
said, to be sure that we do not leave 
you with a false impression, both as to 
the institute and its place in the scheme 
of things, and your own responsibilities. 

It is this: the institute can not do the 
whole public relations job for the entire 
life insurance business. It does have the 
responsibility of giving leadership in the 
public relations area to all elements of 
the business and implementing the public 
relations program at the _ institutional 
level. 

When you stop to think the matter 
through, you realize that this is the only 
possible mission that the Institute could 
have. No one can bestow good public 
relations upon more than a_ thousand 
life insurance companies ,nor more than 
two hundred thousand fieldmen. But if 
we can point the way, devise sound phil- 
osophies, methods and procedures, and 
bring to your attention the best public 
relations ideas of your contemporaries, 
we feel that the Institute will have made 
a permanent contribution to a greater 
public understanding of our business. 

How, then, does this affect the agency 
head and his agents in the field of public 
relations? Because of their direct public 
contact, they are the people who plav a 
most important role. What they do helps 
create, solidify and increase the public 
relations of life insurance. Don’t think 
for a moment that we, working from a 
central office, believe that we can have 
the same effect upon the American 
people that you men and women on the 
firing line have every day. 

Because you are on the firing line, 
you have a heavy responsibility in this 
area, even though it may not be so 
strongly fixed in your consciousness as 
the selling and servicing of our product— 
for that is in essence part of the public 
relations activity. As in every other busi- 
ness, the ability of life insurance to sur- 
vive as a fundamental of American life 
lies in creating and maintaining the good 
will of our customers and prospects. We 
at the Institute can advance and nurture 
that good will to a reasonable degree, 
but you are the peonle who create it. 

So I believe, assuming that you wish 
to have public good will, that good busi- 
nesss judgment demands certain things 
of all agency heads and their associates : 

First, to develop in themselves a con- 
sciousness of what constitutes good pub- 
lic relations. This implies not only being 
good citizens, but treating every single 
business situation they face in the light 
of this question: “Is this act acceptable, 
understandable, and plausible to the pub- 
lic that will feel the impact of it?” If it 
is not, and yet good business demands it 
be done, be sure to explain why you 
must do it. 

Second, to inculcate into the minds of 
everyone they work with this same con- 
sciousness, because no person can suc- 
ceed to the optimum in our business 
unless he has a conscious understanding 
of and desire to create good public rela- 
tions. 

Third, all this requires that we treat 
good public relations as just as vital 
part of the marketing process as pros- 
pecting or training or supervision. 

The whole idea of the subject we have 
been discussing for the last hour is not 
new, but I sometimes wonder if it has as 
vet become a completely integrated part 
of our business lives. For instance, no 
general agent believes he can succeed to 
the fullest if he ignores recruiting. He 
must devote a specified part of his time 
to it, and it is constantly in his mind. 
The same should be true of his and_his 
men’s public relations. All other things 
being equal, the respected and admired 
agency manager is one who has caused 
all his publics to understand that he is 
acting in their best interests, and he will 
have considerably more spiritual and 
material success than the one who pays 
little or no attention to this factor. 

Fourth, to develop a program for good 
public relations. I would suggest a 
simple, four-step program that guides 


SS Expansion Too High 
A Price to Endure 


E. H. O'CONNOR TELLS NALU 


Warns That Benefits of Security Pro- 
gram Must Bear Sensible Rela- 
tionship to True Costs 


Washington, D. C—Further expansion 
of the Social Security system should be 
opposed on the grounds that the price 
of such security may be too high for 
the United States to endure, E. H. 
O’Connor, managing director of the In- 
surance Economics Society of America, 
told the annual meeting of the National 
Association of Life Underwriters, Sep- 
tember 27. 


It is well to remember, he said, that 
Government, private business or anyone 
else cannot give us security. He em- 
phasized, security is something that must 
be earned and paid for—whether it in- 
volves an individual or a nation. Social 
Security is not a gift from a beneficent 
government. Nor does it come from the 
sharing of accumulated wealth. As for 
most things in life, there is a price to 
be paid; and the American public should 
clearly understand that price. 


A Sensible Relationship 


Mr. O’Connor reminded NALUers that 
the benefits of any security program 
must bear some sensible relationship to 
what a country can pay or afford when 
the true costs mature. “Otherwise,” he 
declared, “the price may be a lower 
standard of living especially if the ener- 
getic people become discouraged by the 
load they are required to carry for the 
benefit of others.” 

_ Declaring that the price of SS expan- 
sion may eventually come to regimenta- 
tion and loss of freedom, Mr. O’Connor 
stressed his opposition to a further 
broadening of the program because 

sooner or later we may arrive at the 
point where the system is no longer 
secure.” He declared: 


“When we look at the developments 
that have taken place since 1937 we find 
that benefit levels have been succes- 
sively increased from a maximum 
amount of $25 a month in 1935 to $108.50 
in 1954. In 1939 the Act was amended to 
provide dependent and survivors benefits 
—the initial step into the life insurance 
field. In 1954 the so-called ‘freeze’ 
amendment was added, which serves to 
freeze the OASI status of persons cov- 
ered who are disabled for more than six 
months and for the primary benefit to 
be paid upon reaching the age of 65. 

“We in the life insurance business 
have always recognized our obligations 


to our policyholders and we have natur- 
ally provided the proper system of ful- 
filling our obligations, but what do we 
find in the financing of the OASI sys- 
tem? Over the years since 1937 up to 
March of 1956 the old-age and survivors 
Trust Fund has collected, in payroll 
taxes, almost $40 billion. The Treasury 
has steadily borrowed from the Fund the 
excess of tax receipts over the amount 
of benefits paid to retired workers, de- 
pendents and survivors. The Treasury 
in return has deposited Government 
bonds in the Trust Fund, the interest of 
which alone since 1937 has totaled $3.6 
billion, all of which we have paid as tax- 
payers. The interest alone last year 
amounted to $475 million.” : 


OASI—An Immature System 


The speaker went on to point out that 
at the present time the OASI is an 
immature system. “Today, nine out of 
10 workers and employers are paying 
social security taxes, but no more than 
five out of 10 aged are drawing benefits,” 
he said. “Since it will be more than 
two decades before roughly nine out of 
10 aged will be eligible for benefits the 
present law has a graduated rise in the 
Social Security taxes. Two decades from 
now, the tax rates on covered workers 
and employers will have doubled. It is 
anyone’s guess whether the workers two 
decades from now will be willing to see 
a sixth or even an eighth of the fruits 
of their labor exacted by the Federal 
Government to pay Social Security bene- 
fits. 

“In view of this financial picture the 
advocates of expansion refuse to be 
halted in their desires to provide greater 
benefits,” he pointed out. 

Mr. O’Connor warned insurance men 
that it is time for them to realize that 
if the Government is to fulfill its prom- 
ises in later years caution must be exer- 
cised in the excessive expansion that has 
taken place in the Social Security Act 
since 1950. He declared that “it is up 
to us who have a real idea of the poten- 
tial liabilities to take the situation seri- 
ously and endeavor to guide the future 
destiny of this system. 

“I believe,” he added, “the time has 
arrived for us who have been helping 
people achieve security and financial in- 
dependence, to direct our efforts to the 
task of giving the facts and developing 
a wide public understanding of Social 
Security which will have effective re- 
straint on further political liberalization 
of benefits. 

“Recognizing our responsibilities in 
this important issue we should work to 
have Congress set up an impartial com- 
mittee to make a thorough and unbiased 
study of our entire Social Security sys- 
tem. This should be done before any 
further changes are made or contem- 
plated,” Mr. O’Connor concluded. 





the Institute in its work and which can 
be adapted by every agency and agent 
in America. It’s this: 

Step One: Find out who your publics 
really are. 

Step Two: Find out what these publics 
think about you. 

Step Three: Decide what you want 
each of them to think about you. 

Step Four: Put down on paper your 
program, and do the things that will 
achieve these ends. 

If you follow these four steps, you 
will have an integrated public relations 
program in the work pattern of your 
agency, and you will have made a signi- 
ficant move forward. 

Finally, we must realize that all ele- 
ments of the life insurance business must 
act as a team to achieve the best possible 
public relations. Whether it be the home 
office mailboy who seals the envelopes 
and gets your policies out to you, or the 
president of your company who guides 
its management philosophy—as well as 
you the agency manager and your agents 
—there can be no weak link in the chain 
of public relations. When any one of us 
overlooks an assignment, that failure 


rubs off a bit on all the rest of us. 

And here is where we, at the Institute, 
act as a catalyst. When you have prob- 
lems of an institutional nature where 
you think we can be helpful, feel free to 
come to us, as many of your colleagues 
already do. When you face a local situa- 
tion that demands delicate handling, 
don’t feel that you’re alone, because we 
may have help or be able to advise you 
where to get it. And when you have 
done well in solving a public relations 
situation, let us know about it, because 
we may be able to impart your knowl- 
edge to someone else who needs it badly. 

And that, I believe, is the story of the 
Institute. It is our responsibility to be a 
central source of information for the 
business, both with the public and the 
business; to lead in interpreting to the 
public what the business is doing and 
thinking, and why; to interpret to you 
and the business what the public is 
thinking, and to suggest ways of fitting 
action most closely to that thinking; and 
to exercise a position of leadership in 
all the public relations aspects of our 
business. That, we believe, constitutes 
our mission. 
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REJECTS CAL. COMP. PACKAGE 
Com. McConnell Holds Such Packaging 
Violates Minimum Rate Provisions 

of Insurance Law ; 

A proposal to permit the packaging 
of workmen’s compensation insurance 
with other classes of insurance has been 
rejected by California State Insurance 
Commissioner F. Britton McConnell. 

He held that such packaging would 
violate the minimum rate provisions of 
the state insurance laws. 

Concluding a highly controversial issue, 
which had been the subject of hearings 
in San Francisco and Los Angeles, the 
Commissioner’s decision effective Octo- 
ber 24, repeals sections 2310 to 2317, 
title 10, California Administrative Code 
and adds a new section No. 2251.1 to 
title 10 of the administrative code, read- 
ing: : 

“Workmen’s compensation insurance 
or workmen’s compensation insurance 
and employers’ liability insurance inci- 
dental thereto and written in connection 
therewith shall be provided in a separate 
policy which shall not provide insurance 
of any other class or classes. The con- 
tract providing workmen’s compensation 
insurance or workmen’s compensation 1n- 
surance and employers’ liability insur- 
ance incidental thereto and written in 
connection therewith shall not be 
amended or supplemented by endorse- 
ment, rider, or other contract or agree- 
ment to provide for the combination ot 
inclusion therein of any other class or 
classes of insurance, nor shall workmen’s 
compensation insurance or workmen's 
compensation insurance and employers 
liabilitv insurance incidental thereto and 
written in connection therewith be added 
by endorsement, rider or supplemental 
contract to a policy providing other 
class or classes of insurance.” 


CLARK RETIRES SEPTEMBER 30 


Corporate Secretary of General Rein- 
surance Corp.; Kottgen To 
Assume His Duties 
Edgar Clark, corporate secretary, Gen- 
eral Reinsurance Corp., will retire on 
September 30, under the provisions of 
the company’s pension plan. He will 
continue to serve the company as con- 
sultant. Hector Kottgen, a vice presi- 
dent, will assume the duties of secretary 

in addition to other responsibilities. 
Mr. Clark entered insurance in 1919 

with the American Merchant Marine 

Insurance Co., and later became a vice 


president. He held executive posts in 
Germanic Fire, Colonial States Fire, 
Frank B. Hall & Co., and American 


Colony Insurance Co., before joining the 
General Reinsurance organization in 1934 
as assistant secretary. 

Mr. Kottgen joined the company in 
1927 and was elected vice president in 
1946, Through his many years in casu- 
altv reinsurance underwriting he has 
made a host of friends in the insurance 
fraternity throughout the country. He 
is a member of the American Bar Asso- 
ciation and the International Association 
of Insurance Counsel. 


Championship for O’Hanlon 
Reports’ Softball Team 
By virtue of a 5 to 3 victory over the 
New York Mutual Insurance Co. team, 
the O’Hanlon Reports’ softball team re- 
cently won the championship of the 
Central (Insurance) League in New 
York of the Center Recreation Asso- 
ciation. It was the O’Hanlon Reports’ 
first year in the league, making their 
victory the more impressive. 
Both O’Hanlon and New York Mutual 
teams finished their regular seasons with 


a record of ten wins and four losses. 
This necessitated a playoff game on 


September 11 in Central Park. With 
Jack Barry pitching the O’Hanlon play- 
ers were under the pressure of the fact 
that two of their four losses had been 
at the hands of New York Mutual. 
Despite this handicap Barry pitched fine 
ball, allowing only three hits, and added 
to the previous ten games he had won. 

This victory carried the O’Hanlon 
team into the inter-league playoffs. 


AMA Elections 


(Continued from Page 41) 
Robert E. Lewis, president, Argus 
Cameras, Inc., Ann Arbor. 


Stellwagen Named Director 


Also, Charles T. Lipscomb, Jr., presi- 
dent, J. B. Williams Co.. New York; 
David Packard, president, Hewlett 
Packard Co., Palo Alto, Cal.; Alfred FE. 
Perlman, president, New York Central 
System, New York; Herbert P. Stell- 
wagen, director, Insurance Co. of North 
America, Philadelphia; and Paul B. 
Wishart, president, Minneapolis-Honey- 
well Regulator Co., Minneapolis. Mr. 
Higgins was also elected to the associa- 
tion’s executive committee. 

The following AMA officers were re- 
elected for 1956-57: chairman of the 
board, John M. Hancock, partner, Leh- 
man Brothers, New York; chairman of 
the executive committee, Don G. 
Mitchell, chairman of the board and 
president, Sylvania Electric Products, 
Inc. New York; treasurer, James L. 
Madden, second vice president—coordi- 
nation, Metropolitan Life, New York; 


president, Lawrence A. Appley; vice 
president and general manager, James 
©. Rice; and secretary and_ general 


counsel, Andrew P. Donovan. The last 
three are full-time staff positions. 


New Quarters Visited 


At the same time this week, the 
\merican Management Association un- 
veiled its new quarters at the Sheraton- 
Astor Hotel, to about 300 members and 
guests attending association’s annual 
business meeting. Occupying the first, 
ninth and ten floors of the hotel, more 
than 10,000 business and industrial ex- 
ecutives from all parts of the United 
States and Canada and a number of 
foreign countries are expected to attend 
some 450 AMA meetings in these quar- 
ters during the 1956-57 fiscal year. The 
association also will be holding meetings 
this year in hotels in New York, Chi- 
cago, Cleveland, Los Angeles, San Fran- 
cisco, Atlanta, Dallas, and Montreal and 
on the campus of Colgate University at 
Hamilton, N. Y.—in all, some 700 meet- 


Hanselman New Secretary 
Of Travelers Claim Depts. 


Benjamin B. Hanselman has been ap- 
pointed secretary of the claim depart- 
ments of the Travelers following a meet- 
ing of the boards of directors. 

In making the announcement President 
J. Doyle DeWitt said that the move was 
made necessary by the tremendous ex- 
pansion of claim operations and pointed 
to the fact that the number of claim 
representatives in the field had grown 
from about 1,000 in 1946 to 1,600 in 1956. 
Mr. Hanselman, he said, will be respon- 
sible for creating closer liaison between 
the home office and these field forces. 

A graduate of Northwestern Univer- 
sity, Evanston, Ill, Mr. Hanselman also 
holds a law degree from the John Mar- 
shall Law School in Chicago and is ad- 
mitted to practice in Illinois. He joined 
the Travelers in April, 1935, as a claims 
representative in Chicago and late in 
1947 he was appointed adjuster in charge 
of the Peoria, I[Il., branch office. In 1951 
he was transferred to Minneapolis as 
claim manager and in 1954 he was made 
claim manager at Chicago. 


BUFFALO AGENT DIES 
Frank X. Muench, 63, owner of a Buf- 
falo insurance and real estate business, 

died recently after a long illness. 





ings with a total anticipated attendance 
of nearly 70,000. 

The ninth and tenth floor meeting 
rooms will serve as the focal point for 
the AMA’s seminars, small-group meet- 
ings for discussion of or instruction in 


particular management problems and 
techniques, and for its continuing 
courses, including the management 


course, executive action—a course in in- 
dividual effectiveness; the marketing 
course; and the course in cost reduc- 
tion for supervisory management. Dur- 
ing the summer these sessions are held 
at the association’s summer headquar- 
ters on the campus of Colgate Univer- 
sity at Hamilton, N. Y. Seminars also 
meet in hotels throughout the country. 


American Ins. to Offer 
Capital Stock Exchange 


FOR AMERICAN AUTO SHAREs 


Propose Share for Share Exchange oj 
1,750,000 Shares; Kidder, Peabody 
Dealer Manager 


Kidder, Peabody & Co. has beey 
named by the American Insurance (Co 
as dealer manager to form a group nf 
soliciting dealers for soliciting tender: 
of American Automobile capital stock, 

American Insurance is offering to ey. 
change shares of its $2.50 par value capi. 
tal stock for all of the 1,750,000 oy. 
standing shares of American Automobile 
capital stock on a share for share basis 
after certain adjustments in the capi- 
talization of American Insurance. 

The exchange offer, which is condj- 
tioned upon the tendering of at leas 
1,400,000 shares (80%) of American Ay. 
tomobile’s outstanding stock, expires a 
3:00 p.m. Central Daylight Saving Time 
on October 15. 


2,000,000 Shares Outstanding 


Authorized capitalization of American 
Insurance consists of 6,000,000 shares oj 
capital stock, of which 2,009,000 shares 
are presently outstanding. Providing 
that the exchange offer is accepted by 
holders of the minimum number oj 
shares but prior to the consummation of 
the exchange, American Insurance stock 
will receive a special cash dividend of 
20 cents per share on the 2,000,00) 
shares presently outstanding and a 
stock dividend of 20% thereby increas- 
ing the shares outstanding prior to the 
exchange to 2,400,000 shares. 

After consummation of the exchange 
offer and payment of the 20% stock divi- 
dend, American Insurance Co. will have 
outstanding capital shares ranging from 
a minimum of 3,800,000 to a maximum of 
4,150,000 depending upon the number of 
shares exchanged. 

At June 30, 1956, on a_ combined 
basis the assets of American Insur- 
ance and American Automobile totaled 
$319,650,594, policyholders’ surplus was 
$119,601,259, and net premiums written 
for the 12 months ending June 30, 1956, 
totaled $168,710,591. 

















Glossy prints of this ad are avail- 
able without obligation for news- 
paper reproduction. The inde- 
pendent stock company agent 
may have them upon request. 
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What We Must Do to Put a Stop 


as . : 99 
To “Barbarism on the Highways 
Traffic Accidents Can Be Curbed by Carefully Planned Educa- 


tional Program; Concentrate on One Bad Practice at a 


Time; Make Offenders Attend Training Schools 


By Wueaton A. WILLIAMS 
President, Fred L. Gray Co., Minneapolis 


The Great American Tragedy is con- 
inuing its long run on the highways of 
the United States. 

The caste of this tragedy is well picked. 
Eyery foolish, selfish, discourteous, self- 
indulgent motorist, who gets behind the 
yheel of a motor vehicle is in the caste. 

Relentlessly, as the clock ticks on 
these performers play their parts in this 
tragedy which might well be called 
“RBarbarism on the Highways.” Hyper- 
tension rides with them at the wheel. 
They crowd the cars ahead of them; 
they seldom yield the right-of-way; they 
straddle lanes hogging the road; they 
drive too fast. They are the barbarians 
of today, savage in their treatment of 
their fellow men. And we, the citizens 
of this great country, have been stand- 
ing idly by for years, allowing this 
tragedy to continue its long run. By our 
sins of omission, we are equally as 
guilty as those who play the leading 
roles, for it is the duty of the courteous 
as well as the discourteous drivers to 
make safe driving possible. 


Why Don’t We Act? 


Why don’t we act? Perhaps the best 
reason for our apathy is best described 
in the Declaration of Independence, 
where it says: “All experience hath 
shewn that mankind are more disposed 
to suffer, while evils are sufferable, than 
to right themselves by abolishing the 
forms to which they are accustomed.” 
The Declaration of Independence, how- 
ever, goes on to say, “But when a long 
train of abuses (continues) ... it is their 
duty . . . to provide new Guards for 
their future security.” 

Hasn’t the time arrived when it is 
our duty “to provide new Guards for 
(our) future security ?” 

Yes, the time has arrived, and the only 
question is how the job should be done. 
Up to now this problem has received its 
greatest attention from private enter- 
prise groups, such as the motor industry, 
the insurance companies, and others. 
These groups have considered the three 
parts of the traffic safety problem, en- 
forcement, engineering, and education. 
In studying the problems of traffic law 
eniorcement and the engineering of 
highways private groups have devised 
plans which have contributed immensely 
to the reduction of danger on the high- 
ways. However, when they ponder the 
problem of education (the teaching of 
sate driving practices and the awakening 
o public resentment toward unsafe 
Practices) they collide with the terrific 
Cost of maintaining a perpetual program 
which explains why no plan has ever 
been devised to educate the masses. 


Have Taxpayers Assume the Cost 


If the cost of teaching safe driving 
Practices is too great to be assumed by 
Private enterprise, isn’t it as reasonable 
to have the cost assumed by the tax- 
Payers, as it is to have them pay for the 
€xpense of traffic enforcement laws and 
the building of public highways ? 

€curing sufficient money to inaugu- 
rate such a plan can be effected with 
little disturbance by expanding the du- 
tes of each state drivers’ license de- 
Partment to supervise the educating of 
Tivers, and pedestrians, to eliminate 
careless and discourteous driving and 
walking while on the highways. The 
money needed could be obtained by in- 
‘Teasing the cost of a driver’s license 
y the lowly sum of 50 cents a year. 





This assessment would result in an 
available total of from $250,000 to several 
million dollars per year, depending upon 
the number of drivers licensed. 
Obviously, a sparsely settled state 
would not need as much money for edu- 
cational purposes as a state with large 


population. By having this income avail- 
able each year, the program could be 


perpetual, which it should be in order 
to educate young people who by the 
thousands are becoming drivers for the 
first time, and also to remind the older 
drivers of the traffic manners they have 
forgotten. 

Let the reactionaries who are loath to 
give up their pet projects to a govern- 
mental function be reminded that they 
have tried for years, but have failed in 
their efforts to cut the traffic accident 


toll because of lack of sufficient funds. 
Let the traffic officers who might look 
on this plan as a well intended but 
futile task, be assured that their work 
would be much more pleasant with an 
aroused public opinion backing them up. 

It has already been proven that mass 
education can be successfully accom- 
plished. This occurred 10 and 12 years 
ago when the insurance companies pub- 


licized the safety responsibility laws 
after they were reformed and made 
tougher in many states. Where these 


programs were efficiently administered 
the results were phenomenal. Let us re- 
view how these programs were con- 
ducted. 

An Attention-Getting Program 


Immediately after a safety responsi- 
bility law was enacted in a state, an 
All Industry committee was set up to 
work through the Department of High- 
ways. Placards carrying terse messages 
of the new law were created and dis- 
played in every filling station in the 
state, and other places where they would 
attract attention. Newspapers were fur- 
nished with articles telling how the law 
would affect every citizen; radio stations 
cooperated by using spot announce- 
ments; newspaper mats were furnished 
to all newspapers to sell to local spon- 
sors. Furthermore, educational leaflets 
were distributed to every place visited by 
the public, such as barber shops, beauty 
parlors, and offices where marriage, 
hunting and automobile licenses are is- 
sued. Billboards were utilized by public 
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WHEATON A. WILLIAMS 


spirited, private industry, and by various 
service clubs. 

In this connection three major insur 
ance trade associations—Association of 
Casualty & Surety Companies, American 
Mutual Alliance and National Associa 
tion of Independent Insurers—are doing 
a splendid job in publicizing new safety 
responsibility laws, both before and after 
they become effective. The educational 
material which these groups supply 
emanates from the public relations de 
partment of Association of Casualty ¢& 
Surety Companies. 

This distribution cost of much of this 
material was practically nil, because it 
was circulated by such employes of the 
state as oil inspectors, hotel inspectors, 
highway patrolmen, etc., plus the prac- 
tice by many merchants of enclosing a 
message with each monthly statement. 

There was much more to the program, 
but this gives a general idea. Now, how 
can this program be converted to educat- 
ing the public in safe traffic practices by 
a division of the state government ? 

At the very beginning the program 
must be built on the premise that only 
one thing can be taught at a time; that 
we must not scatter our fire. Such slo- 
gans as “Drive Carefully,” “Drive 
Safely,” “The Life You Save Might Be 
Your Own,” are well meaning, but they 
are ineffective. They mean one thing 
to one person, and something entirely 
different to another. They are all en- 
compassing. 


Concentrate on One Bad Practice 
at a Time 


Instead, we must concentrate on one 
bad practice at a time. For example, 
driving too close to the car ahead could 
be the theme for the first campaign. 
Photographers are ingenious fellows, 
and given the challenge they could de- 
liver many interesting pictures of the 
tragedies which so frequently result 
from driving too close to the car ahead 
These pictures could be blown up for 
placard use, and distributed to every 
corner of the state. Leaflets carrying 
the message of the danger of crowding 
the car ahead could be distributed by 
the same method used in publicizing the 
safety responsibility laws. 

After the campaign against “close 
driving” has had several months of in- 
tense publicity, new material should be 
ready to call attention to other traffic 
derelictions, such as “failing to yield the 
right-of-way,” the discourteous practice 
of not giving the other fellow his chance 
at intersections, driving too fast for con- 
ditions of the highway. Again, it should 
be emphasized that never should a cam- 
paign refer to more than one bad prac 


tice at a time. Safe driving must be 
taught step by step. Each new year 
similar programs should be_ repeated 


with new pictures and new messages. 

A campaign for safe driving would not 
only teach many motorists the error of 
their ways, but it would also build up 
resentment in the minds of the con- 


(Continued on 


Page 50) 
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Socialized Medicine 
Threat Still Present 


DR. ELMER HESS TELLS ICA 

Broadening of SS Program as 

Piece-Meal Approach to Gov- 
ernment Dominance 

The threats of medicine 
have become less identifiable but they 
are nevertheless still present, Elmer 
Hess, M.D., Erie, Pa., immediate past 
president of the American Medical As- 
sociation, warned the _ International 
Claim Association meeting at Fort Mon- 
roe, Va., last week. 

As evidence of this, Dr. Hess pointed 
out that “among other things, the 84th 
Congress broadened the so-called Social 
Security program and enacted a_ bill 
which gives legal sanction to Federal 
financing of medical care for dependents 
of those who are in the uniformed 
service.” He added that these are but 
two instances of a so-called piece-meal 
approach to the acceptance of the prem- 
ise that the Federal government should 
assume more and more responsibility 
for programs that individual citizens and 
family units used to plan for as they 
desired. 


Sees 





socialized 


Increasing Difficulties 


“In the liberalization of the Social 
Security Act, we may well become faced 
with increasing difficulties due to the 
determinations which must be made 
initially by those in private practice,” 
said the speaker. “I mention this to 
you since some of our medical colleagues 
who are engaged primarily in adminis- 
trative medicine sometimes fail to realize 
the problems of private practice. In a 
friendly way I called this to the atten- 
tion of the medical directors last year 
and merely mention it to you at this 
time not in complaint but as an ex- 
planation of need for further ‘under- 
standing.’ The plain facts are that the 
items IT have referred to above are now 
the law of the land. This being the 
case, it may call for more frequent con- 
tact than ever before.” 

Speaking of the American Medical 
Association—insurance industry liaison 
of cooperation, Dr. Hess mentioned that 
within the past several months a com- 
mittee of the AMA’s council on medical 
service has approached several medical 
directors in the insurance industry. 

“The approach was made primarily to 
determine two things,” he said. “One 
was the extent of the problems and the 
other was to consider any necessary or 
corrective program or programs which 
might be effective. Both of these 
factors, I believe you will agree, are 
time consuming. There has been a re- 
luctance on the part of the medical 
directors in some instances to utilize 
the grievance committee and other me- 
chanisms which the medical profession 
has made available over the past years. 
I am told that the AMA committee has 
no desire to learn names, but only an 
interest in identifying the specific prob- 
lems, the geographic area (state and 
whether local or urban), type of cases 
involved (whether surgical, non-surgi- 
cal, etc.), as well as any extenuating 
circumstances which might have justi- 
fied a charge for professional services 
greater than that which would seem 
‘usual’ or customary.” 


Asks ICA Contribution 


Dr. Hess called on the International 
Claim Association to contribute to these 
studies wherever possible. “Our people,” 
he declared. “are sincere and in order 
to fulfill their undertaking they will 
(Continued on Page 50) 


PERPLEXING A. & H. PROBLEM 


Faced By Industry Strategists; National 
Casualty Case May Precede Ameri- 
can H. & L. Appeal 

Accident and health insurance strate- 
gists are faced this week with a perplex- 
ing problem regarding the American 
Hospital & Life case which will appeal 
the Federal Trade Commission’s decis- 
ion that the Government agency has 
jurisdiction over interstate insurance 
advertising. 

The American H. & L. case, which 
was scheduled to be heard at New 
Orleans this month, has been put back 
on the court calendar and speculation 
has it that the hearing may not take 
place until early 1957. Many insurance 
trade associations have filed amicus 
curiae briefs supporting the American 
Hospital & Life position. All in all, 
heavy concentration has been directed 
towards this area. 

The National Casualty of Detroit, the 
second company to meet a final FTC 
jurisdiction ruling, will appeal the Com- 
mission’s decision before the Sixth Cir- 
cuit Court in that city early next year. 
Insurance associations likewise will file 
amicus curiae briefs in the case. 

The dilemma facing the A. & H. 
strategists is that the National Casualty 
appeal may be heard before the. Ameri- 
can H. & L. case in which instance 


the insurance industry may find that it 
has placed its primary concentration in 
the wrong direction. 


Reliable reports indicate that the in- 
dustry is rushing to shore-up its position 
in the National Casualty case in view 
of such an eventuality. 


Northwest Sales Congress 
Draws 250 Underwriters 


The recent Northwest International 
Accident & Health Sales Congress drew 
250 A. & H. underwriters from through- 
out the Pacific northwest and Van- 
couver, B. C. to the Multnomah Hotel 
in Portland, Oregon, to hear this out- 
standing array of speakers and panelists. 

The opening meeting was presided 
over by General Chairman J. L. Gil- 
bertson, of H. K. Coffey & Associates. 
G. H. Switzer, Business Men’s Assur- 
ance, president of the Oregon Associa- 
tion of A. & H. Underwriters extended 
the welcome. er 

Oregon Insurance Commissioner Rob- 
ert B. Taylor, president of the National 
Association of Insurance Commissioners, 
spoke on the importance of accident and 
health insurance. 

One of the highlights of the day meet- 
ing was a panel on “What Field Under- 
writers Should Know About Disability 
Insurance,” moderated by I. E. Morrison, 
Olympic National Life. Panel members, 
all from Seattle, were: Kendrick 
Hawkes, general agent, Mutual Life of 
New York; Bernard Lenoue, general 
agent, Business Men’s — Assurance; 
Thomas C. Miller, manager, H. K. Coffey 
& Associates; James Thompson, mana- 
ger, Northern Life. 


To Hear Moses Hubbard 


Moses G. Hubbard, general counsel of 
Commercial Travelers Mutual of Utica 
and of the International Federation of 
Commercial Travelers Insurance Organi- 
zations, will be the guest speaker Octo- 
ber 2 at the dinner meeting of Accident 
& Health Club of New York. The affair 
will be held at Hotel Shelburne, New 
York. Mr. Hubbard will be introduced 
by Edward E. Anderson, Commercial 
Travelers in New York, who is the 
club’s acting president. The speaker’s 
subject will be “The FTC Hearings— 
Cause and Effect.” 








Nationwide Corp. to Pay 
First Cash Dividend 


BUYS NAT’L CASUALTY STOCK 


Nationwide Now Has 82% of 200,000 
Outstanding Shares; Second Pur- 
chase This Month 


Nationwide Corporation of Columbus 
has declared its first cash dividend and 
at the same time disclosed a substantial 
increase in its holdings by another ma- 
jor stock purchase. 

Meeting in Detroit last week, the 
board of directors approved a_ semi- 
annual dividend payment of seven and a 
half cents per common share, payable 
October 5, to shareholders of record 
September 25. Murray D. Lincoln, 
president said $210,787 has been set aside 
from surplus earnings to make the pay- 
ment. 

Nationwide Corporation is an affiliate 
of Nationwide Insurance. The corpora- 
tion’s Class A common shares were 
placed on the market last April. 


Acquires More National Casualty Stock 


With the dividend announcement it 
was disclosed that the corporation has 
acquired the bulk of stock it did not 
previously own in National Casualty Co. 
of Detroit. Mr. Lincoln said the cor- 
poration has purchased 41,651 addi- 
tional shares of National Casualty for 
$2,624,013. 

The new purchase gives Nationwide a 
total of 163,408 shares of National 
Casualty—or 82% of the 200,000 total 
shares outstanding. 


Second Major Purchase 


It was the second major purchase an- 

nounced by the corporation this month. 
Last week Nationwide disclosed the pur- 
chase of more than 33,000 shares—ahout 
one-third interest—of North American 
Accident for upwards of $4,500,000. 
_ National Casualty is licensed to write 
insurance in all states, the District of 
Columbia and Hawaii. It writes individ- 
ual and Group accident and health and 
hospitalization insurance, and automo- 
bile and fire coverages. 

At the end of last year, 
Casualty had admitted assets of more 
than $23,000,000. Net premiums written 
for the year were approximately $18,- 
500,000 and net income was slightly less 
than $1,000,000 after taxes of $522,900. 


R. R. Sills Honored by 


FTC for Superior Service 
Robert R. Sills of the Federal Trade 
Commission’s staff who figured promi- 
nently in the Commission’s investiga- 
tion into insurance company accident 
and health advertising during the past 
two years was one of 52 employes hon- 
ored last week by the FTC for excep- 
tional service in 1955 and 1956. 

Mr. Sills is legal adviser on anti- 
monopoly, bureau of investigation, of 
the Commission. He received a superior 
service award. 

Twenty-three FTC employes shared 
$3,535 in cash awards, and eight others 
received National Civil Service League 
merit citations. 


National 








Caprielian and Hargis 
Advanced in Agency Dept. 


Robert Caprielian has been appointed 
agency secretary, and Jack Hargis, 
superintendent of agencies, by Republic 
National Life, Dallas. At the same time, 
Howard Channell, formerly southwestern 
region superintendent, has been trans- 
ferred in the same capacity to the mid- 
west region. 

Mr. Caprielian, formerly systems ana- 
lyst in the company’s planning division, 
has had extensive experience in the 
policy issue and actuarial divisions. A 
graduate of Texas A. & M. College, he 
came to Republic National Life in 1953. 

Formerly manager of the San Antonio 
branch office, Mr. Hargis came to the 
company in June, after serving ten years 
with a major southern life insurance 





HE WASN’T KIDDING 


“In a convention huddle an agency 
owner told me about the all-new Con. 
bined program—and how it put him on 
the road to success. I’m now on the 
Combined team myself. Successful? Boy, 
that fellow wasn’t kidding. Take a tip 
from me, friend. Get the Combined story!” 


Find out today why agents and agencies 
do better with the Combined Group of 
Companies: Combined Insurance (Co, of 
America, Chicago; Hearthstone Insurance 
Co. of Mass., Boston; Combined American 
Insurance Co., Dallas; First National 
Casualty Co., Wisconsin. Write direct 
to W. Clement Stone, President, 5316 
Sheridan Road, Chicago 40, Illinois. 





S. J. Edelman Appointed 
A. & H. Vice President 





SHERMAN J. EDELMAN 


Sherman J. Edelman has been named 
vice president, accident and health divi- 
sion of the Union Casualty & Lite, 
Mount Vernon, N. Y. 

Prior to this appointment, he held the 
position of vice president and chief ad- 
ministrative officer with Sterling Insur- 
ance Co. in Chicago. He started his 1- 
surance career with that company as le- 
gal assistant in 1947. 

A graduate of De Paul University and 
DePaul College of Law, Mr. Edelman 
served in World War II and the Korean 
War as gunnery officer on a destroyer. 
He was released with the rank of liet- 
tenant commander. Mr. Edelman _ has 
also been commanding officer of a Naval 
Reserve surface division in Chicago. 

He holds memberships in the Federa- 
tion of Insurance Counsel, Amiericat 
3ar Association, Chicago Bar Associa 
tion and Reserve Officers Association. 
On October 1, the name of the Union 
Casualty & Life will be changed to 
Mount Vernon Life Insurance Co. 0 
New York. 





company. He was a district manager 1M 
Midland, Texas, where he served as # 
director of the Midland Association o 
Life Underwriters. He is a graduate 0 
Texas Christian University and the In 
stitute of Life Insurance Marketing 2 
Southern Methodist University. 
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One W eek in Russia Convinced Cornett 
That They Welcome U. S. Visitors 


w.B. Cornett, director of sickness and 

ecident sales and service in The Pru- 
ential home office, spent a week of his 
month-long vacation abroad in Russia 
and brought home with him favorable 
impressions of the people as well as the 
oficial attitude which prevails in Mos- 
«ow and Leningrad—the two cities he 
yjsited toward U. S. visitors. 

Biggest surprise to Mr. Cornett was 
the fact that there were no policemen 
yatching him. He was free to come and 
» as he pleased. He took plenty of 
nictures—about 800 feet of color movies. 
The Russians ‘he met seemed genuinely 
iriendly, and were anxious to talk to 
him about the United States and our 
wav of living. 

Asan American in Russia Mr. Cornett 
attracted considerable attention. People 
yould turn and stare at him. His cloth- 
ing was of particular interest to them 
hecause good clothes are scarce in Rus- 
sia. In fact, he was offered $100 for the 
suit he was wearing which is a few 
vears old. He was told that shoes cost 
$0 to $60 a pair; consumer goods are 
scarce and expensive; food and wine 
prices are also high. 

At his hotel he paid $30 a day for 
room, meals and sightseeing. However, 
he saved some money because no one, 
from guides to bellhops, would accept 
tips. In some respects the hotel and 
restaurant service was poor; it took over 
an hour to get waited on, but once 
served he received twice as much food 
as he could eat. 

Mr. Cornett said that most of the 
people to whom he talked had the im- 
pression that the United States is an 
aggressor nation, probably reflecting the 
attitude of the Russian press. “On the 
other hand, they seemed pleased with 
their Government’s expressed desire for 
peace. As to the changed attitude to- 
ward Stalin, now officially looked upon 
as a villain, the people told him that 
Stalin had made some mistakes “but so 
had our Roosevelt and Truman.” 


Saw Bodies of Stalin and Lenin 


One of his most interesting experi- 
ences was his visit to the mausoleum in 





Loomis Elected President 
Of Wisconsin A. & H. Assn. 


A. D. Loomis, North American Life, 
La Crosse, was elected president to suc- 
ceed Dale B. Potts, Wisconsin Casualty 
Association, Milwaukee, at the annual 
business meeting of the Wisconsin Asso- 
ciation of Accident & Health Under- 


Writers, September 20, at the Hotel 
Pfister. 

Hugh G. Raymond, Massachusetts 
Protective Association, Madison, and 


George R. Welter, Time Insurance Co., 
“all Claire, were elected vice presidents; 
Alfred K. Perego, Perego Agency, Mil- 
Waukee, treasurer, and Leo E. Packard, 
Packard-Carson Agency, Milwaukee, 
secretary, were re-elected. 

Members of the board of directors are 
Dale P. Potts, chairman; Richard E. 
Mueller, Milwaukee; Harold D. Fair, 
Madison ; Tack W. Haskins, Eau Claire; 
Paul W . Moldenhauer, Fond du Lac, and 
Frank Kneeland, La Crosse. 


Boston Claim Meetins 


Fiend Boston Life & Accident Claim 
pectiation will hold its first meeting of 
ie 1956-57 season on October 5 at the 
om Kenmore. President Robert A. 
alg Monarch Life, will preside. 

PT atc speaker for the evening will be 
‘ncoln M. Zonn, president of Truth 
cs Incorporated, who will speak 
on polygraphy or the science of the lie 
etector machine. 


the Kremlin in which the bodies of 
Stalin and Lenin are preserved and on 
display. “It was a Sunday morning,” he 
said, “and there was a line of people 
half a mile long waiting to get in. Stalin 
and Lenin were lying on slabs, and I 
was so close to Stalin’s body when I 
passed by that I could have reached out 
and touched it. I saw tears streaming 
down the faces of some Russians when 
thev passed Stalin.” 

The Russian women amazed Mr. Cor- 
nett. Almost all of them work. he said, 
and many do heavy labor including ditch 
digging. They wear little make-up, tend 
to be on the hefty side, and seem to 
care less about their appearances than 
American women. 


Relaxed Attitude Toward Churches 


Mr. Cornett said the Russian govern- 
ment has relaxed its attitude toward the 
church with the result that many Rus- 
sian Orthodox and other churches are 
reopening. However, the government 
does not yet give any churches financial 
support. 

At Leningrad he visited Peterhauf, the 
scene of World War II bombing by the 
Germans, which has been turned into a 
national park with beautiful fountains 
and a museum. 

He also visited a Jewish Temple and 
talked to the rabbi. This church had 
suffered severe damage from German 
bombing but is now in the process of 
rebuilding. It is the only Jewish Syna- 
gogue in Leningrad and has a member- 
ship of 4,500 to 5,000. On holidays about 
a people worship there, Mr. Cornett 
said, 

Another experience was to see a Rus- 
sian Orthodox monastery about 90 miles 
out of Moscow, which is about 600 years 
old. It is occupied by 100 monks. 

At the American Embassy in Moscow 
Mr. Cornett was told that several thou- 
sand Americans have visited Russia so 
far this year. He feels that more people 
from the United States should do so 
because “it is a wonderful way for Rus- 
sians to learn more about the ways and 
peonle of the West.” 

3esides Russia Mr. Cornett toured 
twelve other countries abroad. His itin- 
erary included Jordan and Egypt where 
fighting between the Arabs and Jews 
was still going on. He made the trip 
both ways by air and, in all, took 2,400 
feet of colored film which will provide 
entertainment and education for many 
months to come. 
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Creative Selling Vital 
Spark in Prospecting 


SIG STOTTRUP TELLS AGENTS 





Speaker at Mutual of Omaha’s Toronto 
Meet Stresses Importance of Words, 
Phrases, Putting Drama Into Sale 





Sig Stottrup, Mutual of Omaha mana- 
ger in Decatur, Ill., gave leading agents 
of his company in Canada some prac- 
tical ideas on “Creative Aspects of Sell- 
ing” in addressing Mutual’s recent All 
Star Celebration gathering in Toronto. 
Mr. Stottrup, whose managerial skill has 
won acclaim, was a guest speaker at this 
gathering by invitation of Frank Wal- 
ton, Mutual’s executive vice president in 
charge of Canadian operations. 

At the outset Mr. Stottrup emphasized 
that hard work and knowledge, impor- 
tant in themselves, are not enough to 
produce a successful producer of insur- 
ance. In addition to using the _ basic 
principles of selling the agent must 
charge the sale with creative thinking. 

To illustrate his point the speaker told 
about an agent in Buffalo, an inde- 
fatigable reader, who bought all the best 
books on life insurance. But despite his 
well-stocked library and his eagerness 
to study he could not make a go of life 
insurance selling. He lacked the vital 
spark, Mr. Stottrup said. 

Creative prospecting, in his opinion, 
means clothing one’s thinking and plan- 
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literature and be your own judge. If Hospitalization Expense 
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SIG STOTTRUP 


ning with dramatic emphasis. This can 
be accomplished by the magic of words 
and “power” sentences, by visual aids 
effectively used, and by putting one’s 
self in the prospect’s shoes and seeing 
the offered insurance protection from 
his viewpoint. “We must adapt our- 
selves to the individual needs of pros- 
pects,” said Mr. Stottrup. 


Dramatize the Product 


The main thing is to dramatize the 
product being sold so that the prospect 
will be so enthused over its desirability 
that he will want to buy, regardless of 
the cost. 

The speaker gave some examples of 
dramatic selling from other fields. He 
spoke of Johnson & Johnson’s TV stunt 
in dipping an egg with band-aid at- 
tached into boiling water. Dramatic sales 
point: The band-aid will stick even in 
hot water. The dramatic appeal in na- 
tional ads featuring the Maiden Form 
bra was also mentioned and Mr. Stott- 
rup noted that while such advertising 
was distinctly low pressure, it has a 
lasting effect on the feminine sex. When 
the ladies go shopping they will buy 
Maiden Form bras, he said. 

In insurance selling the dramatic ap- 
peal should be used in its simplest 
form. In this connection Mr. Stottrup 
asked his agent audience if they were 
making use of the “physical histories” 
manual in selling Mutual’s “Circle” 
policy. “Why not paste the pages to- 
gether to produce one long roll of paper 
so that the exclusions listed will be more 
quickly noticed? Then, at the point in 
the conversation when “Disorders” are 
brought up you need only to point to a 
particular disease on the list. Say to the 
prospect: ‘Here are all the things that 
can happen to you. You will need only 
one endorsement in your policy for. your 


(Continued on Page 50) 
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Appointed HIAA Counsel 


The appointment of Paul M. Hawkins 
as counsel on the Health Insurance As- 
sociation «of America staff has been 
announced by Robert R. Neal, HIAA 
yeneral manager. Mr. Hawkins was 
Washington attorney and former gen- 
eral counsel of the American Retail 
Federation. 

From 1945 to 1951, he was attorney and 
assistant manager of the American Hotel 
Association. Prior to that, Mr. Hawkins 
was legislative research director for the 
Citizens National Committee, now called 
the Tax Foundation, Inc. 


Cites Socialized Threat 


(Continued from Page 48) 

need assistance from you who have the 
facts. This will aid them not only in 
determining the extent of the problems, 
but in formulating preventive and cor- 
rective suggestions.” 

The speaker, turning to the subject 
of major medical expense insurance, de- 
clared that one of its strong points is 
that all necessary expenses incident to 
health restoration can be grouped as 
being the basis for the coverage. How- 
ever, he noted, “in order to accomplish 
this grouping, which includes hospital 
room and board, surgical and medical 
care, as well as drugs, dressings, private 
nursing, etc., certain limitations must be 
imposed. 

“The best things we have at the mo- 
ment, [ am told, are a combination of 
the feature of deductible insurance with 
an element of co-insurance. While 
various reasoning has been put forth, it 
is my understanding that these are to 
serve as restraints against unnecessary 
demands. It is a pretty well established 
fact that in human nature, if we think 
someone else is going to pay the bill, we 
sometimes fail to use reason in our 
demands. The deductible and co-insur- 
ance features give the insured individual 
a financial interest in his health care 
cost—which interest goes beyond the 
mere premium payment so that he is 
more or less inclined to seek only that 
care which is justifiable.” 

Dr. Hess emphasized that the one big 
question still unanswered is when does 
the deterrent against abuse become an 
actual obstacle or barrier to the attain- 
ment of the services that are necessary ? 
Nevertheless, he said, he has been led 
to believe that there is an answer and 
that elements of integrity and under- 
standing will play a large part in it. 


Serve the Public Well 


“Tt has been said, and I concur, that 
the medical profession and the insurance 
industry can remain unregimented only 
as long as they both serve the public 
and serve it well. We must be ever 
alert in recognizing and assuming our 
responsibilities that are part and parcel 
of our freedoms. Restrictive and de- 
structive legislation can come as quickly 
from political expediency as it can from 
actual need. It is my fervent hope that 
neither need nor political expediency 
will ever be indicated.” 

Dr. Hess concluded: “I would urge 
any of you who may be guilty of having 
become somewhat provincial over the 
years to reappraise your position if it 
has resulted in limiting your activities 
primarily to those relating to your voca- 
tion, profession or corporate employer. 
You in insurance have much difficulty 
in keeping abreast of the ever changing 
times and seemingly ever increasing de- 
mands. We. in medicine, have the same 
challenge. Sometimes we are guilty of 
withdrawing into a scientific shell and 
losing sight of the many special interest 
groups that go to make up this great 
country of America. It takes sacrifice 
and extra effort to be good citizens as 
well as good insurance men, good doc- 
tors, good business men, good neigh- 
bors, etc. In a sense, good citizenship 
embraces a consideration of the neces- 
sity to know and understand all types 
of people and to take an active part in 
“1 civic programs for the public wel- 
are. 





Selling And Prospecting 


(Continued from Page 49) 


own disorder. Thus, you close the door 
to all the other diseases.’ ” 

As an example of the effective use of 
words the speaker recommended: “Did 
you ever stop to think that accidents 
have two phases? You can really get 
hurt by the same accident twice—(1) by 
physical pain and (2) by financial pain. 

Discourages the “Nicey Nice” Close 

Mr. Stottrup then brought out that 
the close of a sale requires forceful 
talking rather than “nicey nice” conver- 
sation. Prospects may resent high pres- 
sure, but he felt that plenty of it should 
he used, if necessary, in closing the sale. 
To substantiate his point he said that 
electric refrigerators, dish washers, 
clothes dryers and other electric equip- 
ment, all great aids today to the house- 
wife, required high pressure advertising 
and selling when they were first put on 
the market. 

Further along he told the story about 
a monthly income policy sale which al- 
most failed. It hung in the balance for 
some time because a_ business woman 
had her mind set on getting a TV set 


and had only money enough, in her 
opinion, to buy it. She had to choose 
between insurance and TV. Only the 


salesman’s ability in capitalizing on her 


“lack of money” objection closed the 
case. 
This business woman insisted, said 


Mr. Stottrup, that she needed the TV 
set so that her son, Bobby, could be 
entertained for the hour or so that he 
was home alone in the morning after 
she had gone to business. The agent 
asked her the point-blank question: 
“Which means more to you—Bobby or 
the TV set? Wouldn’t it give you more 
peace of mind to buy this policy and 
know that Bobby will be provided for in 
case you are injured in an accident ?” 
That was the turning point in the sale. 

Mr. Stottrup said that Bobby’s mother 
decided to take the policy and somehow 
she managed to dig up the money for 
the premium. Surprisingly she also 
found enough money to make the first 
payment on the TV set. 

Practice Selling at Home 

Before closing the speaker devoted at- 
tention to dramatizing “you.” This is 
important, he said, because 98% of the 
sale is what you are and how you act. 
Some agents can make $10,000 to $15,000 
a year in selling A. & H. while others 
with the same ability (but lacking in 
personality and “you” appeal) are starv- 
ing for lack of sales. 

“Tf you really want to be a success- 
ful salesman,” Mr. Stottrup said, “prac- 
tice selling at home. Even if your break- 
fast toast is burnt and the coffee is too 
strong, compliment your wife on her 
ability to prepare a good breakfast. This 
will please and surprise her. It will put 
her in a good mood as well as getting 
you off to a good start on your day’s 
selling. 

“Be considerate of her problems, pay 
her compliments, and refrain from 
barking at the children in the morning 
before vou leave home.” 

Mr. Stottrup also cautioned against 
harboring jealousy or resentment of 
others. “Tf a fellow agent has made a 
particularly good sales record congratu- 
late him and express pride in being as- 
sociated in the same office with him. 
There’s no reason to be jealous of his 
success.” 

Finally, he urged that agents drama- 


tize faith in themselves and in their 
business. “Maintain a good opinion of 
yourself. Be proud of your company. 


Remember always that the first impres- 
sion you make on people is usually last- 
ing. Every man shows by his conduct 
how he wishes to be valued. Think big 
thoughts. Try to he a little more ag- 
gressive in your selling and a little less 
complacent. 

“In your leisure time do more than 
just read—absorb it. When you think, 
take time to meditate; when vour hear 
do more than just that—listen to what 
is said, and when you talk—say some- 
thing. Above all, subject yourself to a 
rigid self-examination at regular inter- 
vals.” 


INDIANAPOLIS ASSN. SPEAKER 

Speaker before the October 8 luncheon 
meeting of the Indianapolis A. & H. As- 
sociation will be E. J. Coffey, Mutual 
Benefit, Portland, Oregon, president of 
the International Association of Acci- 
dent & Health Underwriters. The title 
of his talk will be, “The International’s 
New Outlook.” 





LOS ANGELES DITC COURSE 

Los Angeles will open a DITC course 
on November 5. Classes will be held in 
the home office building of the Occiden- 
tal of California. Chairman of the com- 
mittee arranging the course is George 
Moutes. Charles Wilbur, CLU, will serve 
as course moderator. 


Wheaton Williams Article 
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formists against those who insist upon 
being selfish and discourteous. Public 
sentiment is a strong emotion to ignore, 
and it too, would assist in changing the 
attitude of many people. 

Yes, public sentiment is a potent force. 
It stiffens the spines of policemen and 
judges, and in getting public support 
such officers would soon let the “law 
scoffer” know that he is a public enemy. 


Mandatory Attendance at Training 
School 


Today there are many judges who im- 
pose stiff sentences on traffic law vio- 
lators. However, it is questionable 
whether much is accomplished by put- 
ting a traffic violator in jail, or levying 
a stiff fine. Eliminating the feeling of 
disgrace which visits a man during his 
first 12 hours behind the bars, the sen- 
tence teaches him very little. Instead of 
jail sentences and heavy fines, why not 
establish the practice of sentencing an 
offender to a driver’s training school, 
and make it mandatory that he attend 
all sessions? No adult likes to go to 
school, and especially would he resent 
attending a class the majority of which 
was composed of high school students. 
This would be an especially bitter pill 
to swallow, if a man who worked hard 
all day was sentenced to attend a night 
school, when he would prefer resting at 
home. 

A severe clincher could be added to 
the proposed sentence by requiring that 
the violator pass a written examination 
in the office of a judge before having his 
license reinstated. An alien wanting to 
become a citizen of the United States is 
required to study, take an examination, 
and subscribe to an oath of allegiance 
before getting his citizenship papers. 
Are traffic violators entitled to better 
treatment than law abiding people who 
want to become a part of our citizenry ? 
With properly directed publicity, we 
can create public demand for adult use 
of our high school drivers’ training 
classes. 

Obviously, only the highlights of the 
proposed program have been related 
here. It would take a much longer essay 
to unfold all of its possibilities. But the 
nucleus has been set forth, and its main 
points are as follows: 


Main Points of Program 


1. Traffic behavior has not 
taught because of lack of funds. 
2. Funds can be provided painlessly 
small assessment on each mo- 


been 


by a 
torist. 
3. Education is a governmental func- 
tion. 

4. The publicizing of the safety re- 
sponsibility laws has already proved that 
mass education can be effective. 

Let us resolve that it is a govern- 
mental function to police and educate 
our citizens, for it is the taxpayers prob- 
lem, and it is high time we aroused 
them to action. When self control is 
abandoned by human beings, barbarism 
is the sequel, and rampant selfishness is 
the basic evil. 

The Great American Tragedy of har- 
barism on the highways must be shamed 
off the road to make room for the return 
of civilization. 





Management Ingenuity 
Needed More Than Eyer 


E. J. FAULKNER POINTS ouT 


Addresses LOMA Meeting in Chicago, 
Management Puts Duty to Others’ 
Before Itself 


The atmosphere under which busines: 
operates today places a far greater 
premium on the ingenuity and resource. 
fulness of management, the 33rd annyal 
conference of the Life Office Manage. 
ment Association was told September 17 
by E. J. Faulkner, president, Woodmen 
Accident & Life Company. The associ- 
ation conference, took place at the Edge- 
water Beach Hotel, Chicago. 

Mr. Faulkner explained that “in an 
increasingly complex society, government 
has found it either political or necessary 
to hedge about private enterprise with 
proliferating restrictions and to confis- 
cate in taxes a larger share of the fruits 
of endeavor.” 

He added that “higher price nov 
placed by labor on its participation in 
all productive processes poses a further 
challenge to management if the Ameri- 
can system is to retain any semblance 
of its former self, and be permitted to 
work its wonders in an atmosphere of 
individual freedom and opportunity.” 





Responsibilities to Others 


Paying tribute to management officials, 
Mr. Faulkner declared that “manage- 
ment recognizes that its responsibilities 
to others prevail above its responsibility 
to itself.” 

“There is no 40-hour week, nor time- 
and-a-half-for-overtime among manage- 
ment people,” he pointed out. “Witness 
the heavy incidence of coronary occlu- 
sions and cerebral accidents among 
young and middle-aged executives. These 
allusions to the toil and strain of man- 
agement work are not made to elicit 
sympathy. They simply suggest that 
management has sometimes neglected or 
placed too low a priority on the re- 
sponsibility that it owes itself. This 
responsibility would seem to me to com- 
prehend fair compensation for effective 
effort, adequate opportunity to main- 
tain individual vigor by reasonable health 
programs and to enhance proficiency by 
regular study and self-development. 

“Last but not least, management owes 
it to itself as well as the entire enter- 
prise to assure a continuity of executive 
direction through planned succession 
One of the great intangible rewards ts 
a feeling of assurance that that which 
one has created or advanced well will be 
perpetuated.” 


Kinship of Life and A. & H. 


Turning to the subject of insurance, 
Mr. Faulkner urged management to aid 
in discovering new and more. extensive 
applications of personal insurance to 
human life situations. He cited the quick 
recognition and fulfillment of need that 
has brought credit life insurance to 
great stature in a single decade, and 
commented that “for far too long many 
simon-pure life insurers maintained a 
frigid aloofness to accident and _ health 
insurance despite the close kinship 0! 
these two lines. : 

“To their credit, most life underwriters 
have now recognized the great oppor- 
tunity that exists in the joint promotion 
of life and disability insurance and have 
moved to help provide the essential 
public service of accident and_ health 
protection me 

“Whether such hotly controversial i- 
novations as the variable annuity and 
Group permanent’ contracts have a 
proper place in the armamentarium 0 
insurance, I do not account myself wise 
enough to say. But of this I am con- 
vinced: insurance management has 4 
responsibility to encourage experimenta- 
tion with new and different coverages 
and procedures, so as to assure the 
greatest service to the greatest number, 
while enhancing the sales opportunities 
gl field underwriters,” Mr. Faulkner 
said. 
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